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“YANKEE” TOOL 


BUSINESS GETTERS aad BUSINESS HOLDERS 





RATCHET -SCREW DRIVERS SPIRAL SCREW DRIVERS 
AUTOMATIC OR PUSH DRILLS 


**“YANKEE”’ TOOLS are labor saving tools. They are’ built for a 
definite purpose—to save time, labor and expense—and>.they fulfill 
this purpose. Mechanics are using them more and more as they find 
from the experience of their fellow workmen that they do the work 
more quickly and efficiently, wear longer and make work easier. 











‘““YANKEE”’ TOOLS are simple in construction, strong, durable 
and do not get out of order, work smoothly and quickly and wear 
well. They are accurately made of the best quality of materials, hand- 
somely finished, thoroughly tested and guaranteed in every particular 
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as to quality. 


Dealers all over the country have learned to depend on a stéadily 
increasing profit from ‘‘YANKEE’’ TOOLS. If you don’t know about 
the benefits of being a ‘‘YANKEE’’ dealer, write today. 





Our large catalog is sent free to dealers 


RTH BROS. MFG. 


PHILADELPHIA, PENNSYLVANIA 











ALPHABETICAL INDEX AND CLASSIFIED LIST CF ADVERTISERS, PAGES 92 and 93 
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ne you getting your share 
- of “pull-out-jobs’’? ‘‘Re- 
placements’’ some call them. 


There are a lot of furnace heat- 
ing systems where the piping 
can be connected right up toa 
KELSEY WARM AIR GEN- 
ERATOR, and a poor job made 
into a satisfactory one. 

The cost will be way below a 
radiator system; the coal con- 
sumption less than any other 
heat, and there will be no need 
of tearing up any of the rooms— 
a thing that every man dreads, 
and every woman ‘“‘sputters”’ 
about. 


Send us the names of the fur- 
nace heat ‘‘discontents” in your 
town, and we'will work with 
you, hand in hand, to land a 


KELSEY in their cellar. 
Do this. Don’t just think about 


doing it. 


HE pe 


WARM AIR GENERATOR 


301 James St., Syracuse, N. Y. 


103-Y Park Ave. 2767-Y Lincoln Ave. 
New York Chicago 
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MAGEE FURNACE 


A FURNACE OF QUALITY 


The MAGEE 
FURNACE is 
madewith either 
cast or wrought 
iron radiator, 
and is furnished 
with any one of 
the following 
styles of firepot: 


ONE-PIECE 
BRICK-LINED 
SECTIONAL 
CAST POT 


It fully and per- 
fectly meets the 
requirements of 
all who believe 
that competi- 
2 tion lies not 
e alone in price, 
but also in qual- 
ity. 


The MAGEE FURNACE furnishes TWO furnaces in 
ONE, and one of these two is certain to meet every and 
any requirement. It is distinctive, practical and useful. 
Made in six sizes. 


Circular sent on request. 


MAGEE FURNACE CO., Inc. 


38 Union St., Boston, Mass. 
Western Office and Salesroom 
28 W. LAKE ST., CHICAGO, ILL. 


Robt. P. Burton, Representative 














DO YOU KNOW THAT 


SMITH’S “MALTESE” 
WATER HEATERS 


Are made with eight styles of 
tappings? 





They can be used in any 
Warm Air Heater, Steam or 
Hot Water Boiler. Easy to in- 
stall and always ready. 

Write for our catalog and prices at once. 


CHAS. SMITH CO. 


8? West Lake Street Chicago, IIlinots 
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WEIR GAS and ‘SOOT CONSUMING 


WARM AIR HEATERS 


Have many exceptional features that make them a quick selling and 
satisfactory line. BODY is made of steel and is absolutely gas-tight. 
FIREPOT is made in sections. Air channels in it allow the air being 
supplied to the fire to become heated, therefore producing a more 
perfect combustion. RADIATOR is extra large and made of heavy 

gauge sheet steel. 










































There are many more points of interest in WEIR WARM AIR 
HEATERS. They are all selling arguments. Write for our latest cata- 
log which fully explains the construction and operation of WEIR WARM 
AIR HEATERS. They have a record of nearly a third of a century of 


uninterrupted and unparalleled success so it will be worth your time. 


MEYER FURNACE COMPANY 


PEORIA, ILLINOIS 
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Note the new leg base. 
Legs go on first without bolts. 
You don’t have to lift range onto base. 











Better Ranges! 


There’s a demand for them. 


Ranges with bodies of rust resisting 
metal seamed and riveted together and 
insulated with asbestos. Built with 
heavy sectional grey iron tops, linings 
and braces; and finished with smooth, 
easily cleaned nickel trim. 


The kind long experience has taught 
us is most ideal for the user of solid 
fuel. These qualities, together with 
special features of convenience, econ- 
omy and efficiency are combined in 
Born’s line. 


Write for catalogue and_ liberal 
agency proposition. 


THE BORN STEEL 
RANGE COMPANY 
Ceyeland 











VAN’S 


Patent Improved, Wrought 
Steel, Portable 


RANGE 


For Hotels, Restaurants, Public 
Institutions, Boarding Houses and 
Private Families. 


All kinds of Hotel Implements for 
culinary purposes. 


We manufacture a complete line of 
Ranges, all sizes, and for every 
purpose. 


Write for catalog and full particu- 
lars in regard to our new selling 
plan. : 








Southwest Corner 


THE JOHN VAN RAN GE CO., Fifth and Broadway 





Cincinnati, Ohio 
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NOTICE OF SALE 


Public notice is hereby given that the Superior Court 
of Cook County has authorized a receivership sale of 
the personal property of the CHICAGO STOVE 
WORKS, 2301 South Paulina Street, Chicago. Said 
property to be sold as a whole or in lots to the highest 
bidder or bidders for cash. Sale to commence October 
18th, 1915, and continue until said property is sold. 
Bidders will be required to deposit twenty-five per cent 
of their respective bids. 

The property to be sold includes all machinery, tools, 
repair parts. patternsand stock used in the manufacture 
of the well known GOLD COIN STOVES and 
RANGES, together with all stoves and ranges in stock. 

The property to be sold and inventory thereof may 
be seen upon application to the undersigned receiver. 

EDWIN C. DAY, RECcEIVER, 
105 South La Salle Street, Room 1804, 
Chicago, Illinois. 














Write Today! 


ET posted on the Gilt Edge line 

of furnaces. Write for catalog 
showing the many exclusive Gilt 
Edge features—features that mean 
economy, dependability and ease of 
installation. Get all the facts about 
this better line of 


furnaces and find 
out why it’s the [Lr EDG 
line ogee means 
bigger sales. 
Write today— For Hard or 


and ask for prices. Soft Coal 


R. J. Schwab & Sons Co. 


Milwaukee » Wisconsin 
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THE CHAMPION 
INTERCHANGEABLE 


The Range That Burns 


GAS, or COAL or WOOD 
Sells 12 Months of the Year 


Has 6 Lids 
for Gas or 
6 for Coal. 


Changed in 
3 Seconds. 


Takes only 
42 inches 
Floor Space. 


Reduces the 
Gas Bill one- 
third. 


Takes All 
Poisons from 
the Home. 





Made in 
Steel and 
Cast Iron. 

The Most 


Profitable 


Sold. 
FOR GAS 


On Sale from the Atlantic to the Pacific. The Greatest on the 
Maket. Will Please Your Trade. Write for Catalog and Prices. 


Being CHAMPION STOVE CO. 
Ceveland 
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THE PYRAMID 


Air-Blast Warm-Air Furnace 











There is no waste of fuel in the PYRAMID WARM AIR HEATER 
because the special PYRAMID GRATE removes all the ashes without 
the loss of any live fuel. They are very economical, getting the best 
results possible from any kind of fuel. 


The center of the PYRAMID GRATE is raised by simply shifting 
the upright lever. This rolls the fire to the outside of the firepot, against 
the radiating surface of the warm air heater. The space left in the center 
of the firepot allows new fuel to be added to the fire without fear of choking it. 


PYRAMID WARM AIR HEATERS are the cleanest and most 
satisfactory warm air heaters on the market. They are very durable and 
efficient under all conditions. 


Our latest catalog fully explains all the features of PYRAMID 
WARM AIR HEATERS. _ Better send for it at once. 


FOREST CITY FOUNDRY & 
MANUFACTURING COMPANY 














Bvelond Rveland 
Cevelond Cleveland _| 
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THAT DIFFERENT FURNACE 


Made In Dowagiac By Those Who Know How 





2 

















All Cast Diving Flue Pipe 
THE RUDY FRESH AIR HEATER is designed and built by men who know. 


It is a new heater, the product of years of careful study and practical experi- 
ence in building heaters. Every part is made in our modern sunlight factory. 


Real profit comes from re-orders. Re-orders come from economical and satis- 
factory operation. That’s why RUDY FRESH AIR HEATERS are built to [ast 
and to run at the lowest possible cost. 


“Buying a cheap heater to save money is like stopping the clock to save time.” 


A Real Genuine Profit Sharing Schedule Accompanies 
Our Catalog to Dealers on Request. 


THE RUDY FURNACE CO. 


DOWAGIAC, MICHIGAN 
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THE BEAVER 
WARM AIR HEATER 


A FRESH AIR HEATER 


The cost of operation, the amount 
of heat distributed and the dur- 
ability of the heater will be the 
main considerations in the minds of 
your customers when they come to 
buy a heater. You will be able to 
meet every requirement if you show 


them a BEAVER WARM AIR 
HEATER. 


BEAVER HEATERS are the fresh 
air heaters. They keep the rooms sup- 
plied with lots of pure invigorating 
fresh air. This means good health. 


THE BEAVER WARM AIR HEATER is constructed so as to 
be suitable for use with either bituminous or anthracite coal. It 
is absolutely gas and dust proof. 


THE BEAVER LINE of warm air heaters consists of two models 
made in nine sizes. No matter what your heating problems are, 
there is a BEAVER WARM AIR HEATER that will solve them. 
Our agency proposition is very liberal—an investigation may 
result in large profits for you. 





You can’t make a mistake when you recommend a 


BEAVER WARM AIR HEATER to your customers. 


Send for our new catalog which fully describes the many features 


and points of superiority of BEAVER WARM AIR HEATERS 


THE DANVILLE STOVE & MFG.CO. 


DANVILLE, PENNSYLVANIA 
W. D. SAGER, 330-340 North Water Street, CHICAGO, ILLINOIS 


LOS ANGELES, CAL. PITTSBURGH, PA. SAN FRANCISCO, CAL. 
Union Hardware & Metal Company R. E. Edmunds, 104 Wood St. Mangrum & Otter Co., Inc., 561-563 Mission St. 
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Safety First is a prevailing motto, and a good one. 
A safe furnace to handle should embody these features: 


A tried and true radiator, that has ample flues, good fire 
travel, gas tight joints, and that stands the strain. 


A combustion chamber that is strong and plenty large, 
and with well proportioned radiating surface. 


A sectional, durable, not too heavy fire pot, with nearly 
straight sides. 


A mounted ash-pit (not cast solid). 


Independent, cogless grate bars—no gears to get out 
of order. 


Ample air space between furnace and casing. 


A furnace that stands low and is easily mounted. 


Just such a furnace is here offered, and at most attract- FAULTLESS 7 COMFORT 


ive prices. FRESH AIR HEATER 


THE GRAFF FURNACE CO. *" ssi Set tat 


107 E. 29th St., New York 16-inch to 30-inch Fire Pots 
Foundry: Scranton, Pa. You will be safe in asking us 
Western Office: 132 E. Columbia St., Fort Wayne, Ind. for particulars 














“FRONT RANK” 


For full information 
and dealer’s proposition 


write TODAY. 


Haynes-Langenbers Mfg. Go. 
4045 Forest Park Boulevard 
SAINT LOUIS, MISSOURI 























| 
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Bringing Home the Bacon 


At this season of the year you are no doubt 
asked every day to figure on new furnace in- 
stallations. Are you getting your share of the ou 
business ? The BOYNTON FURNACE CO. is one 
of the oldest furnace companies in existence— 
over sixty-five years in business—yet they are 
constantly improving their furnaces. Study 
closely the construction of our OVERLAND 
FURNACE, the most efficient, all cast round pot 
furnace made. Why monkey with old fashioned 
tin lizzies in your furnace business when you 
can ride to prosperity with the new up-to-date 
twelve cylinder models of the Boynton line ? 
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BOYNTON’S. OVERLAND FURNACE ! 


Illustration of Furnace with Radiator Turned up to CHICAGO 


how Construction NEW YORK JERSEY CITY 




















YOUR CUSTOMERS WILL BOOST 
FOR. YOUR GOODS: beste tmake them your friends. 
Quality heaters will not only bring your old customers back into the store but they 
will also bring their friends in with them. There is a warm fellowship among home- 





builders and home-lovers—they talk over home purchases and discuss their good ’ 
points. You send.out a virile, living, result-producing advertisement for your bus- ‘ 
iness every time you deliver a i 


GAS and SOOT 


NESBIT consumine 
WARM AIR HEATER 


The NESBIT Cast Heater is the ieader in its field and never fails to satisfy. Its Cone Grate saves all the fuel—its Over-draft 
consumes all the gas and smoke. Its moist air is healthful. We are also western wholesale distributers of the Weir All-Steel 
heater; we handle Burgess, Jones, National and Walworth registers, Handy pipe and fittings and everything in furnace supplies. 


We Help You Sell Your Heaters 


The co-operation and merchandising help we give our customers makes selling easy for them. 
We advertise during the heater season in the large farm magazines and daily papers and interest 
the consumers in the NESBIT. We furnish cuts and stereos for our dealers to use in their local 
advertising, in this way helping them cash in on our general appropriation. 


& 
Write For Information Today 
Sit down now and write for descriptive literature of the NESBIT heater, catalogues, copies of 


our dealer-help advertising, etc. A postal will bring this matter and it will be mighty interest- 
ing to you. Ask us for it. 


STANDARD FURNACE & SUPPLY CO. 


411-413 So. 10th St. “SERVICE & QUALITY” Omaha, Nebraska 
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BE A DEALER OF THE 


COLUMBUS GASI FURNACE 


Cana” % hooms~ ~~~ 





ELIMINATES For Residences, Schools, 

Churches, etc. A pure 

Dirt Dust Gohaniaed air Heating system with 

Ash Odor &™ at natural gas fuel. The 

— . ‘ies. wr aia logical Furnace for Nat- 
Smoke Fumes *%,. ural Gas Territory. 

Work Worry mre! A Strong, Substantial 


Furnace that embodies 
the foremost scientific 
inet —-—« ideas, together with the 
finest materials in con- 


Space Used for 
Coal Bin pene 


Shoveling Coal nog 


( . 
or Freezing — “Offre rere 
Angi ron f DEALERS in natural gas 
Noxious Gases (fata a Cocvtatan) hy territory should investi- 
from Open (shew Boa bos SECTIONAL VIEW Os gate. Write for prices 
COLUPBVS GAS PURNACE and discounts to the 
Grate Fires pe dee pth pr Por trade. 


GAS FURNACE DEPARTMENT 


THE COLUMBUS HEATING & VENTILATING CO. 


Established 1875 Columbus, Ohio 














Warm Air Furnaces in 


LOW CONSTRUCTION 


Made especially for low basements with 
®} not enough headroom to properly in- 
wi stall furnaces of usual height. 


LOW IN PRICE 


But built so as to make them durable, efficient 
and serviceable. They have several special 
features every dealer should know about. Our 
catalog describes them. Sent on request. Write 
for it today. 


NO WAITING. WE HAVE THEM. 
CO-OPERATIVE FOUNDRY CO. 


ROCHESTER, N. Y. 


Western Branch 
505 SO. CLINTON ST. (Phone Harrison 6373), CHICAGO, ILL. 
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WISE WARM AIR HEATERS 


We offer to the trade a warm air heater that will give the consumer the 
utmost in satisfaction at the lowest consistent cost of fuel and labor— 
A Heater combining the highest efficiency and the greatest durability. 


THE WISE REPUTATION will prove a big factor in your sales if you 
become an agent for WISE WARM AIR HEATERS. A record of 
unequalled success is behind every WISE HEATER sold. 


WISE DEALERS SELL WISE HEATERS 


WISE DEALERS are sure of satisfied customers. Every WISE HEATER installed 
sells on You will have a steady, consistent business if you sell WISE WARM AIR 
HEATERS. 


Our {915 model has many improvements that will greatly in- 
crease the already high efficiency of the WISE HEATERS. 
It contains an entirely new grate which is a combination 
of an annular shaking and basket dumping grate. This is 
vastly in advance of any other grate. The firepot is cast 
in one solid piece with slots in the walls. The design of 
the firepot insures the combustion of 90 per cent of the gas 
and smoke. 


Our latest complete catalog will be sent 
at your request. Write for it at once. 


WISE FURNACE COMPANY 


AKRON, OHIO 



























TRADE MARK 


Warm Air Furnaces are again demonstrating 
their wonderful quality of trade-builders. 
Are you increasing your business this year? 


Any number of MONCRIEF Agents will 
sell more MONCRIEF FURNACES this 


year than ever before. 


THE T.E. HENRY FURNACECO. 
Ceveland Cleveland 


7 "School Room Heaters 
Furnaces and Hot Water 


SPECIALTIES FOR COMBINATION HEATING 


CHARLES SMITH, 70 West Lake Street, Chicago, Hlinois 


























| Have you read the Front Cover carefully? 
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OVERSTOCKED! XXth CENTURY HEATERS 




































On account of an over- 





stock, a large foundry 
making a standard grade 
of cast iron furnaces, in 
all sizes, is compelled to 
close them out quickly 





at manufacturing cost. 
Lowest prices on stand- 





ard furnaces ever offered. 
: A XXth CENTURY agency is a commercial asset. It is 
Act quickly. an asset because we make plans for installation 
guaranteed to work. It is an asset because a 
XXth CENTURY gives the greatest quantity of heat 
from a given amount of coal; it burns “run of mine” 


: as successfully as “lump” coal; it needs fewjrepairs. 
For catalog and prices, address Foundry, In the end a XXth CENTURY costs the least. 


care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 


"a, we - 


We need a few more live agents. 


THE XXth CENTURY H. & V. CO., AKRON, OHIO 


NOW IS THE TIME The Fellow Installing 


_ a | Ze 
ee | FURNACES 


SANITAIR SYSTEM 
will heat any house more 

Is “Getting the Business’ 
HOW? 


perfectly and with much 
less fuel than any 

He has a popular furnace, 
with a popular price. 


























other heater yet 
in use. If, after 
a fair trial, itis not 
found to be more 
efficient and 
economical than any 
other heat it may be re- 
moved, and if paid for, 
the entire purchase price 
will be returned. 



















They are simple in construction. 
“Built to Last.” 


Write for Catalogue and Prices. 















The cold air passing 
down into and over the 
hot water surface through 
the rising vapor, cleans the air of all dust, dirt and 
impurities. 






Write for Agency and Table of 
Guaranteed Heating Power. 


STANDARD SCHOOL HEATER C0.|| Oakland Foundry Company 


438 W. Ontario Street, Belleville, Illinois 
. Sean” CHICAGO, ILLINOIS 
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You Can Sell Them 


If you try. There is one reason why you can. That is: 
Your customer is assured that he is getting full value 
when he buys an 


AMERICAN ‘Warm six, HEATER 


The accompanying illustration shows the way in which the parts are 











riveted together. This is done by a special riveting machine. There is 
no fear of leaks in a heater of this kind. Every particle of gas and heat 
is fully utilized. AMERICAN Boiler Plate Warm Air Heaters are 
unexcelled for durability and economy. 


Our latest catalog will be sent to you at your request. 
Write for it today and investigate our claims. 


AMERICAN FURNACE C0. 


2725-27-29-31 Morgan Street, St. Louis, Mo. 


4-4 “STANDARD?” ,, 
= =| GAS SAVING BURNERS 

- Most Economical — Most Efficient 
| | ‘‘STANDARD” Gas Saving Burners applied 





























O | to Steam and Hot Water Heating Boilers 
adi and Hot Air Furnaces make heat quicker ; 
and hotter than anything. " CEES 1 
2” We have manufactured the ‘““STANDARD”’ Lee 
Burners for the last ten years. 
Write for Catalog 


STANDARD HEATING & RADIATOR CO. in'eicccsc’s? Pittsburgh, Pa. 
































ARE YOU SELLING YOUR 
SHARE OF FURNACES? 


You must have a low price; 
We have it. 


ANNOUNCING 


letion of our Warm 
You want high quality; The complet 


It is the only kind 
we make. 


Air Heating Supply Catalog. 


Some supplies you need at prices 


Let us tell you about you can afford to pay. May we 


SCHEIBLE send you a copy? 
FURNACES ¢ THE FURNACE SUPPLY CO. 


SCHEIBLE - MONCRIEF ” HEATER CO. ||} Celand Ceveland 























1444 West 9th Street Cleveland 














Have you read the Wants and Sales pages? 
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There’s No Delay 


from undelivered “Rush Orders” when you use 


MICHIGAN 
NESTED HoT AIR PIPE 


Your stock of MICHIGAN NESTED HOT 
AIR PIPE can be kept at the maximum 
in a very little space. It occupies only 
1/30th the space required for common 
round pipe. Packed in an iron cask, 
MICHIGAN NESTED HOT AIR PIPE can 
be easily handled, and it can be kept 
in the original package until entirely 
used. 


MICHIGAN NESTED HOT AIR PIPE is the 
only nested pipe that has a safety lock- 
ing device at both ends. No tools are 
required to assemble MICHIGAN NESTED 
HOT AIR PIPE—it can be done with the 
hands alone. Once it is locked, it stays 
locked until released. 


MICHIGAN ADJUSTABLE ELBOWS 


For use with MICHIGAN NESTED HOT AIR PIPE, are 
made of Tin or Galvanized Iron. They can be used 
for angles ranging from 180° or straight to 90°. 
They will save you money if used 
on your work. 






































Our complete catalog, fully describing 
MICHIGAN NESTED HOT AIR 
PIPE, MICHIGAN ADJUSTABLE 
ELBOWS and MICHIGAN SAFETY FURNACE PIPE 


will be sent to you at your request. _ Better write for, it at once. 


MICHIGAN SAFETY FURNACE PIPE CO. 


113-115 East Fort Street, - Detroit, Michigan 


—- 
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TUTTLE & BAILEY 
Baseboard Register 





/ STYLE 99 


An all steel one piece Baseboard Register giving 
the right proportion between size and depth. 


The T. & B. Baseboard Register is far in advance 
of any other because of its exclusive features 
which include the new slide movement, the patent 
air tight fastener and the extra large clearance 
space around the box. 


If you are interested in having satisfied custom- 
ers write for further information. 


TUTTLE & BAILEY MFG. CO. 


NEW YORK 
Chicago Boston Cleveland Bridgeburg, Ont. 























Hall Seat Front 


Wooden Ventilator Faces 


ought to be used on your next ventilating contract. They 
are made in any finish, style, shape or size. Can be used 
in many concealed places. Adds to the attractiveness of 
the rooms. Send us your specifications— we will make 
cold air faces to suit you from them. 


Send for booklet and prices. 


The Wooden Ventilator Co. 


East Palestine, Ohio » 








SYMONDS REGISTERS 


Greater Area—Simple in Construction 
and Operation—Easily Installed 


Send for complete catalogue and prices. It will pay you to write. 


SYMONDS REGISTER CO. 


1102-1104 Madison Street, ST. LOUIS, MISSOURI 

















See the Wants and Sales pages. 





| drafts; no more over- or under-heated 








When you install 


The Marvel 
Thermostat | 


in a man’s house his heating troubles 
fly up the chimney. No more re- 
peated trips to the cellar to fix the 





houses; no more waste of coal. 








The Marvel goes to work the moment you 
put it in and stays at work without after 
adjustments on your part that take time 
and eat into the profits. Each one is tested, 
seasoned and retested for absolute accuracy 
and dependability before it leaves our fac- 


es The Marvel 
Non-Winding Motor 


does not depend on hand-wound mechan- 
ism for its operation. It is completely auto- 
matic—three dry cells will last a season. 
Economical and independent of regular— 
or irregular—attention. 


And finally: We guarantee both thermostat 
and motor for ten years—a guarantee that’s 
worth while because it’s for a long while. 





People are waking up to the merits of The 
Marvel, so write to 
us today for details 
and descriptive lit- 
erature for pros- 
pects. Just fill out 
the coupon and 
you'll hear from us 
by return mail. 


American 
Thermostat 
Company 
Newark, N. J. - 








American Thermostat Co., i 
Newark, N. J. 


Gentlemen: Send complete information about the Marvel I 


Thermostat with prices and discounts. j 
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PERFECT 
IN 
CIRCLE 






WITH LUGS 
FOR 
DOUBLE CASING 





Makers of Fine Grey Iron Castings 
Manufacturers of Semi-Steel Registers 


WE GUARANTEE 


our Casing Rings to be 








We are 

THE ORIGINATORS AND INVENTORS OF 
STEEL CASING RINGS 

AND OWN AND CONTROL THE ROLLS FOR 
MAKING THE STOCK 

FULL CIRCLES for Ordinary Use 

PARTIAL CIRCLES for Full Cast Fronts 


GET OUR NEW PRICES 


THE WALWORTH RUN FOUNDRY CO. 








TRUE 
TO 
MEASURE 






















WITHOUT 
LUGS FOR 
SINGLE CASING 









West 27th Street Cleveland 

















Over 200,000 of the 


ROCHESTER 
RADIATORS 


in actual use is the best proof of its 
excellence and usefulness. 


Fits any stove or furnace burning 
HARD or SOFT COAL, WOOD or GAS. 


Guaranteed not to choke or clog the 
draught. 


They are easily cleaned. 


Our furnace size radiators can be used 
either in basement, heating room above, 
through a floor register, or in room above 
if smoke pipe extends into room, warming 
hall or room without any expense. 


Prices from $2.00 to $12.00, according 
to size and finish. 


Can fit any pipe from 4} to 9 inches 
in diameter. 





It will give more heat with the same 
amount of fuel or it will SAVE HALF 
THE FUEL and give the same amount of heat. 


One square inch of radiating surface directly over the 
hot current is better than six ina drum or side heater with 
perpendicular tubes. Send for catalogue and prices. 


Rochester Radiator Company 
120 Furnace Street, ROCHESTER, N. Y. 


Bree A SILK 


Black ‘Silk 


Our products do not dry out, rust through 
cans, or freeze in any climate. They are good 
until used. Our name guarantees quality and 
dealers handling BLACK SILK products are 


assured of a ready sale for them. 


Buy through your jobber 


BLACK SILK STOVE POLISH WORKS 





LI Sta 

















Stove Polish 
Metal Polish 


Iron Enamel 


Sterling, Illinois 


A SHINE 
IN EVERY,§ 

















DROP 3 
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Munsell’s Mica 
EUGENE MUNSELL & COMPANY 


NEW YORK: 68 Church St. CHICAGO: 542 S. Dearborn St. And Leading Jobbers Everywhere 











STOVE REPAIRS 


Range and 
Warm Air Heater Repairs 


Let us supply your repair needs. 


A. G, BRAUER SUPPLY CO. 


316-318 North Third Street 
ST. LOUIS, MISSOURI 




















STOVE 


and 


FURNACE REPAIRS 


Largest Stock in the World. 


Prices Reduced — 
Quickest Shipments 


Northwestern Stove Repair Co. 
654-666 W. Twelfth Street 
CHICAGO 











FOR GLEANLINESS SAKE 
HAND WITCH 


Removes grease, grime and 
dirt quicker and easie- than 

Meas any othercleaner. Does not 
eat the skin. Once tried— 
always used, 


Send for Sample—it’s free 


NICKEL PLATE STOVE POLISH C8. 


Manufacturers Chicago, Ill. 








That paper is the cheapest 
which brings the best results 
in proportion to its rate, 
no matter what that rate 
may be. 

















The COOPER OVEN THERMOMETER 


is a SIGN OF QUAL= 

ITY inarange. It is 

necessary to the quale 
ity of any range. 

Your range is not complete 

™ until yo owt Ry choot 

- = alue beca of its repu- 

n for ac aaehe y and re- 


lie ability. Can be used on 
any style of range. 


The Cooper Oven Thermom- 
eter has led the way for 20 
years and still leads. 

Get our catalog 


(One-half actual size.) and prices. 


The Cooper Oven Thermometer Co. 
PEQUABUCK, CONN. 











WRITE FOR CATALOG 


STOVE BOLTS 
STOVE RODS 
STOVE RIVETS 


THE KIRK-LATTY MFG. CO. 
Ceyelond Ceyelond 














PATTERNS 


FOR STOVES AND HEATERS. Fi8ST;CLASS, JN 
VEDDER PATTERN WORKS, ‘*"Ylish* Troy, N.Y. 





THE GEO. W. COPE 
Sto 


VE PATTERN WORK 


Cor, Brush and Woodbridge Sts. _ DETROIT, MICHIGAN 





Thsiucwe | Domne | PATTERNS 


IRON&WOOD PATTERNS 
STOVE PATTERNSIEE Woop ipon.BRA 





> ALUMINUM For Stoves and Heaters 
~ MATCH The Cleveland Castings Pattern Co. 





NR <“) PLATES 
QUINCY ILL_N Quincy. ILL. <= (ewlond 
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ADJUSTABLE ELBOWS 
That Are ADJUSTABLE 


All sizes Tin and Galvanized Iron Pipe and Fittings for Warm Air Furnace Work. 
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We guarantee quality, are prepared to furnish in large quantities 
and satisfaction is a certainty. Ask us for free sample and prices 


F. MEYER & BRO. COMPANY 


PEORIA, ILLINOIS 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 
PuBLISHED Every SATURDAY 


AMERICAN 





A and 


TeRMs OF SUBSCRIPTION IN THE UNITED STATES AND Tts PossEssIONs (Invariably in Advance) ONE YEAR PostaGE Parp $2.00 
ForeiGN Countries ONE YEAR PostaGe Parp $4.00 Canapa ONE Year PostaGE Paip $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 


Address all communications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
916 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street, New York 





Vol. 70. No. 16. 


CHICAGO, OCTOBER 16, rors. 


$2.00 Per Year. 








IN THE annual address which President A. J. Bihler 
delivered before the National Hardware Association at 
oveitiins its convention in Atlantic City the report 
Bihler Con- of which is published on page 37 of 
poser Fino this week’s issue of AMERICAN ARTISAN, 
and Syndicate a number of very important recommend- 

Catalogs. ations were made. 

First among these was that the Stevens Bill, the 
purpose of which is to prevent indiscriminate price cut- 
tin on nationally advertised trademarked merchandise, 
is one worthy of the support of everyone engaged in 
the manufacturing, wholesaling and retailing of hard- 
ware. 

President Bihler also took a strong stand against 
the schemes promoted by concerns which issue catafogs 
by the use of whiclra retailer is supposed to be able 
to compete with the mail order houses—the so-called 
syndicate catalogs. 

He also went on record as opposed to the use of 
trading stamps, coupons, saving checks, etc., by the 
retail hardware dealer because that practice materially 
reduced his net profits without rendering him any real 
service. 

Another recommendation of President Bihler was 
that the present Parcel Post law should be amended 
so as to put the service on a proper basis so far as 
charges, sizes of packages, distances and weights are 
concerned. 

An important matter to which considerable atten- 
tion was given in the address was that of the service 
rendered by the traveling salesmen. President Bihler 
emphasized the fact that as yet no practical plan had 
been devised by which it was possible to make one 
schedule of price for mail orders, another for house 
sales and a third for business secured by the traveling 
salesmen, and in this connection made the definite 
statement that mail orders sent to wholesale houses 
consist largely of staple goods or ‘seasonable lines and 
that the total of these orders show a lower rate of 
profit than on orders sold by the traveling salesmen. 

AMERICAN ARTISAN has always maintained that the 
traveling salesman fills a very useful place in the plan 
of distribution and that he is rendering a truly eco- 
nomical service to the retail hardware dealer. 

The following statement from President Bihler’s 
address goes far to answer the claims of those who 
seek to persuade uninformed retailers that the travel- 
ing salesman is an unnecessary burden upon them: 

“T can see no change in the near future as to road 
representation, believing that the salesman is still a 
necessary factor in properly introducing and selling 


such a line as is now classed as Hardware, covering 
anywhere from twenty-five thousand to eighty thou- 
sand items of endless variety, and which is increasing 
year after year.” 








IN His annual address before the convention of the 
American Hardware Manufacturers’ Association at 

iii tata Atlantic City, which is published on page 
Matthai Urges53 Of this week’s issue of AMERICAN 

Permanent ARTISAN, President William H. Matthai 
Tariff Board. reviewed some of the more important 
effects of the European war upon business conditions 
—present and future—in the United States. 

President Matthai pointed out that one of the most 
significant departures was the fact that in many lines 
we had begun making for ourselves things of prime 
necessity which we had previously bought from the 
nations now at war. This step had been taken—by 
force of necessity—because our experience in the last 
fourteen months has shown us how unwise it 
is to be entirely without adequate home supplies of 
things without which we cannot do. 


Another important matter pointed out by President 
Matthai was the fact that the war has practically 
stopped immigration and has thereby brought up con- 
ditions in the labor situation the ultimate results of 
which are very difficult to estimate. 


Probably the most important statement by President 
Matthai was that about his conviction that a general 
revision of the Tariff is unnecessary and inadvisable, 
but that either the Federal Trade Commission or some 
other permanent board should take up the Tariff, 
schedule by schedule, and make definite recommenda- 
tions to Congress, and that, in his opinion, such rec- 
ommendations made by a small set of able, disinter- 
ested men, acting under the sense of official responsi- 
bility, would be approved by Congress. 

In speaking of the past year’s activities of the 
(American Hardware Manufacturers’ Association, the 
president called attention to the advertising campaign 
which the Association had conducted in the foreign 
trade papers and which already was commencing to 
bear results—especially in countries that were not at 
war. 

Although the president’s remarks cannot be said to 
be ultra-optimistic, there is evidence through the en- 
tire address that he feels certain that the United States 
will emerge from the present situation in a manner 
which will be a credit to the business men of the 
country, and that when peace shall once more rule on 
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IN THE report of the New York State Industrial 
Commission which has just been published, there are 
Steady many items of a decidedly encouraging 
Growth of Character. This report necessarily con- 
Industrial fines itself to conditions in the industrial 
Improvement field of that state. It is when this is con- 
sidered that the report becomes of more than usual 
importance, because coupling with it, we have the fact 
that in the agricultural sections of this country, crop 
reports show an exceptionally favorable condition. 

Basing its conclusions on the numbers employed 
and wages paid by 1,300 firms with more than 400,- 
000 employes, approximately 4% of the factory em- 
ployes in the state and so selected as to represent all 
the important industries, the Commission finds by 
comparison that there is a sustained movement to- 
ward industrial recovery, and it is significant that the 
most pronounced betterment is found outside of New 
York City, this being partly due to the dominance of 
the clothing industry of that city which was adversely 
affected by the strike last Spring. The lines in which 
the increase is most marked are found in the metal, 
leather, chemical and textile industries. 

Coupling this report with the great crops that are 
being sold at high prices by firms in the agricultural 
sections of this country and with the fact that condi- 
tions similar to those reported by the New York State 
Industrial Commission obtain in practically all other 
manufacturing states, it will be admitted by anyone 
who is at all able to judge without bias, that this 
country, so far as actual resources and basic condi- 
tions for prosperity are concerned, must be considered 
to be materially improved. 

The enormous balance of trade in the nation’s favor 
by which this country has become the world’s financial 
center, the almost immeasurable resources and the great 
production of natural wealth during the past year— 
all of these are sound foundations upon which to build 
for real prosperity. 

It only remains for the business man who is at pres- 
ent hanging back in the traces to pull with his fellow 
business men and keep the chariot of prosperity mov- 
ing at a steady rate. 








THE GREAT European war has brought to this coun- 
try a huge amount of orders for war material, and 
War Orders the manufacture of these supplies is be- 
and Domestic "g carried on at such a tremendous 
Trade scale that it has resulted in a serious 
Preparedness. problem. 


This problem consists in working out plans by 
which the benefit of this enormous activity in some 
lines may be obtained without permitting it to dis- 
organize the regular lines. The fact that the cost of 
production under these exceptional conditions is in- 
creasing at a rapid rate and is already far above ordi- 
nary levels of economy, is likely to place this country 
in a position of commercial unpreparedness for what 
may happen if the war should end very suddenly. 

It is, however, fortunate that both the condition and 
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this earth, the United States will take its place at the 








the problem is being recognized by many of those who 
are in actual charge of the executive planning of many 
of our important industries. Already several organ- 
izations of manufacturers have taken formal action. 
There have been many conferences, and even execu- 
tives of national labor organizations have been called 
into council. 


One of the important factors in this condition is the 
advance in prices in nearly all the metals and many oth- 
er raw products. The increase in cost of material has 
caused a considerable rise in the cost of man- 
ufacture in lines which are not ordinarily to 
be considered as affected by the war demand, 
and these higher costs have also had an im- 
portant effect upon our manufacturers’ campaigns 
for the expansion of export business, because it is 
recognized that while prices of raw material for manu- 
facture are practically the same all over the world, 
so far as manufacturing costs of nations competing 
in the world’s trade are concerned, these very high 
prices here are an unfavorable element for United 
States manufacturers with regard to export trade. 


But a much more serious problem is found in the 
rise and the cost of labor in manufacturing which has 
come as a result of the war orders. While the larger 
increases in wages are as yet confined to plants en- 
gaged in urgent work on war orders, a careful inquiry 
among other manufacturers results in the informa- 
tion that especially in the metal trades there have been 
increases in wages and lowering of hours in factories 
where there are no war orders, because the demand 
for skilled workmen has drawn upon the working 
forces of nearly all shops where they could be found. 

Another serious phase of the situation is found in 
the disorganization of industrial affairs caused by the 
shifting of great numbers of men from factories where 
many years of team work has made them efficient 
products of the organization to which many of them 
may never return. This will mean that in such fac- 
tories new men will have to be employed, broken in 
and taught how to work with each other to the best 
advantage, and this in its last analysis means a heavy 
additional expense to the companies operating these 
factories. 

The encouraging feature of the situation is that 
many of the strongest men are facing the problem in 
a remarkably constructive spirit and that they are 
acting in unanimity so as to warrant confidence that 
when the time comes when we must meet close com- 
petition again in the world’s market as well as in our 
own domestic market, our national industries will be 
in strong position. 

In the National Association of the Metal Trades, we 
find probably the best example of what is being done 
along this line. The manufacturers who are not mak- 
ing war material have sought and obtained the co- 
operation of those who are. There ig no friction, but 
on the contrary, some of the men who are giving most 
assistance to the movement are the manufacturers of 
munitions, and a very wise attitude has generally been 
assumed by employers, so that national labor leaders 
are willing to join with them to keep conditions within 
control. 
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In a very able article in the September number of 
The Americas, published by the National City Bank 
of New York, a general review is made of industrial 
conditions, and the following statement by one of the 
largest manufacturers is quoted which shows that here 
in the United States the men who govern the des- 
tinies of American enterprises and industries ap- 
preciate what lies before them: 

“Industry in this country is going to be ready for 
sharp competition at the end of the war. We must 
get ready. It seemed certain, when the war began, 
that it would end with Europe badly crippled and un- 
able to offer competition for years. Europe has sur- 
prised us already.’ It now looks as if the nations 
might come back very quickly and with great strength. 
Germany may mobilize for a trade war in a surpris- 
ingly short time. If it is thought best to do so, she 
will certainly put het industries immediately upon a 
military basis of organization, permitting no emigra- 
tion of workmen, making it treason to hinder in any 
way the national conduct of manufacture and sale. 
European labor forces may be somewhat reduced, but 
they will go back to the factories vigorous and well 
disciplined. They will put up a fight from the begin- 
ning. 








RANDOM NOTES AND SKETCHES. 





BY SIDNEY ARNOLD 
Public service corporations are usually looked upon 
as “soulless’’ and as having little or no regard for the 
public to whom they sell their services. It is, there- 
fore, quite refreshing to note the following statement 
which is a part of an advertisement run in the Chicago 
daily papers by the Chicago Surface Lines: 


COURTESY IS EFFICIENCY. 

Courtesy is a part of every man’s work. In the street- 
railway business it is just as important as running on time, 
collecting fares, issuing transfers or avoiding accidents. 

Four-fifths of the complaints against the street-car serv- 
ice in large cities are based upon avoidable deficiencies in the 
work of employes—such things as incivility, starting cars too 
quickly, running-by passengers, etc. We say avoidable defi- 
ciencies because such defects can be reduced to a minimum if 
the public will co-operate with the management in its efforts 
to eliminate them. 

This co-operation should take the form of reporting both 
your good and bad experiences. You do yourself and the 
community a service every time you write us a letter of com- 
mendation or criticism. 

Isn’t there, by the way, a suggestion in this adver- 


tisement- for the retail hardware dealer as well as any 
business man? Wouldn’t your business be free from 
many of its unpleasant features, if courtesy to cus- 
tomers was made as important as this public service 
corporation as trying to make it in its relation with 
the public? 

* ao * 

F. E. Muzzy who has been spending the summer 
in California and the other far western states dropped 
in to see me the other day on his way back home, to 
Springfield, Massachusetts. “Fred’’ doesn’t have to 
work, but he is one of those individuals who can’t be 
content unless they are doing something, so since he 
retired from the hardware business he has taken up 
the breeding and selling of silver black foxes, being 
recently elected president of a company formed for 
that purpose. 

It will thus be seen that although “Fred,” as is well 
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known, is an opponent of suffrage for the fair sex 
he is quite willing to let them have all the nice furs 
they like, especially if their preference should be a 
fine silver black fox scarf that sells for something like 
$7,000.00. 

*k * x 

“Talk about embarrassing situations,’ said “Dea- 
eon” Salisbury, of Iver Johnson’s Arms and Cycle 
Works, “one of my friends recently had an experience 
that just about takes the cake. This young man called 
on a lady one evening, and no sooner had he been 
seated in the parlor than her mother appeared and 
demanded to know his intentions, which in itself was 
embarrassing enough as he hadn’t “popped the ques- 
tion,” and didn’t know how well he stood with the 
girl. But to matter still worse, the young lady’s voice 
was heard from upstairs saying in a loud whisper to 
her sister: ‘Hurry down and tell Mamma that he 
isn’t the one.’ ” 

In the office of one of my friends where I often 
drop in for a friendly chat, there is a motto hanging 
on the wall, with this text, “Bring here no tattle in and 
take none out.” 

Did you ever stop to think how much harm is being 
done by those who by their idle tale-bearing so often 
create bad feeling among men? There are those— 
and I trust none of you belong in that class—who can 
find nothing else to talk about than the troubles of 
their neighbors, or the little personal affairs that con- 
cern no one, but which by the tattle of these poison 
tongued persons are the means of causing inestimable 
injury. 

The following beautiful poem expresses this 
thought very effectively, and I would that if you have 
been in the habit of letting your tongue travel too fast 
and thoughtlessly you will break yourself of it: 

THEY SAY. 
“They say!” Ah, well, suppose they do! 
But can they prove the story true? 
Why count yourself among the “they” 
Who whisper what they dare not say? 
Suspicion may arise from naught, 
But malice, envy, want of thought. 


“They say!’—but why the tale rehearse, 
And help to make the matter worse? 
No good can possibly accrue 

From telling what may be untrue, 

And is it not a nobler plan 

To speak of all the best you can. 


“They say !’’—well, if it should be so, 
Why need you tell the tale of woe? 
Will it the bitter wrong redress, 

Or make one pang of sorrow less? 
Will it the erring one restore, 
Henceforth to “go and sin no more?” 


“They say!”—oh, pause and look within, 
See how thy heart inclines to sin; 

And lest in dark temptation’s hour 

Thou, too, shouldst sink beneath its power. 
Pity the frail, weep o’er their fall, 

But speak of good or not at all. 
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UP TO THE MINUTE 
NEWS SIFTINGS 











The Graf Stove and Range Company, Silverlake, 
Wisconsin, has been organized with a capital stock of 
$100,000 with H. J. Graf and Theodore H. Graf as 
the principal stockholders. 

The Nu-Burn Manufacturing’ Company, Chautau- 
qua, New York, has incorporated with a capital of 
$30.000 to manufacture stoves, warm air heaters, radi- 
ators, etc. The incorporators are Charles A. Swanson, 
John M. Winnberg and Arthur Swanberg, all of 
Jamestown, New York. 


~-oo+ 


NEW YORK STOVE SALESMEN HOLD MEETING 
FRIDAY, OCTOBER 15. 


The regular monthly meeting of the Stove Sales- 
men’s Association of New York State was held Friday 
evening, October 15th, at the Wolcott Hotel, New 
York City. Candidates for the various offices were to 
be nominated. 

sista hee 


NEWLY PATENTED ELECTRIC WELDING 
MACHINE. 


Walter C. Lindemann and Key D. Camp, Milwau- 
kee, Wisconsin, assignors to A. J. Lindemann and 
Hoverson Company, Milwaukee, 
Wisconsin, have procured United 
States patent rights, under num- 
ber 1.155,497, for an electric weld- 
ing machine described in the fol- 
lowing: In an electric welding 
machine, the combination of a 
driven shaft, a cam therewith, a 





sliding frame for which stationary 


+t 1,155,497 


guides are provided, another sliding frame guided in 
the one aforesaid and engaged by the cam, spring re- 
sistance arranged between the two frames to oppose 
independent movement of the inner one for a time 
in one direction, a welding circuit electrode movable 
with the crosshead formed by said frames, an opposing 
electrode in the same circuit, and means with the shaft 
for effecting an automatic make and break of said 
circuit during the interval of time the material to be 
welded is gripped between said electrodes and during 
which interval of time said inner frame may have inde- 
pendent yield to said cam against said spring resistance. 
sneenstastianacsiiehlaliaaiaitidiiuaetiad 
SALE OF PERSONAL PROPERTY OF CHICAGO 
STOVE WORKS, OCTOBER 18. 

According to Edwin C. Day, receiver in bankruptcy, 
105 South La Salle Street, Chicago, the Superior 
Court of Cook County, Illinois, has authorized a re- 
ceivership sale of the personal property of the Chicago 
Stove Works, 2301 South Paulina Street, Chicago, 
comprising all machinery, tools and stock used in the 


manufacture of Gold Coin stoves and ranges, together 
with all stoves and ranges in stock. This property will 
be sold as a whole or in lots for cash, a deposit of 
twenty-five percent of the bids being required. The 
sale will commence October 18th, 1915, and continue 
until the property is sold. 





PATENT ISSUED FOR RANGE. 


Under number 1,155,480, United States patent 
rights have been granted to William S. Hadaway, 
Junior, New Rochelle, 
New York, for a range 
described in the fol- 
lowing: A range com- 
prising a plurality of 
complete independent 
composite heat insulat- 
ing slabs arranged to 
produce a baking oven 
or inclosure and a stove 
top recess each having 
a channel space, inter- 
changeable heater units 
removably supported in said channel spaces and com- 
prising a slab of heat absorbing material and a radiant 
heater associated therewith, said heater units being 
adapted to be mounted with the slab of heat absorbing 
material either above or below the radiant heater. 
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CHANGES IN SALES STAFF OF BORDEN 
STOVE COMPANY. 





The Borden Stove Company, Philadelphia, has made 
a number of changes in its selling organization, and 
beginning Monday, October 11th, the following trav- 
eling salesmen will represent the Company in the ter- 
ritories as given. : 

R. W. Millie will travel in the state of Pennsylvania. 

John W. Scaffe will have the states of Delaware and 
Maryland and the northern part of Virginia. 

W. G. Snyder will look after the trade in some sec- 
tions of Philadelphia, as well as Camden, New Jersey, 
and the surrounding suburbs. 


~~ 
> 





Because your competitor down the street makes a 
practice of cutting is no reason why you should do the 
same. Remember, that when the trade flock to a cer- 
tain store to get bargains they sown become accus- 
tomed to buying only what the merchant is offering 
at a sacrifice and therefore he is a big loser. You on 
the other hand still have the bulk of your trade com- 
ing to your store and you are getting top notch prices 
and giving satisfaction which goes a long way to- 
ward influencing customers to trade with you. 
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THE WEEKS HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 86 to 91 inclusive. 








The Western Wooden Ware Company, Portland, 
Michigan, has been incorporated with an authorized 
capital stock of $15,000. 

The New Britain Hardware Manufacturing Com- 
pany, New Britain,-Connecticut, has been organized 
with a capital stock of $25,000. New machinery is 
being installed. 

The Dean Wire Goods Company, Worcester, Mas- 
sachusetts, has been incorprated with a capital stock 
of $15,000 by Phillips Vialle, Loren T. Baker and 
Edward A. Robertson. 

The Atwater Manufacturing Company, Southing- 
ton, Connecticut, manufacturers of hardware, are 
making a large addition to their plant to increase the 
facilities of its drop-forging department. 

The National Enameling and Manufacturing Com- 
pany, Pittsburgh, Pennsylvania, has been incorporated 
with a capital stock of $10,000 to manufacture metal 
products, by W. S. Armstrong, R. B. White and B. F. 
Bachman. 

According to a notice from Referee in Bankruptcy, 
John Schmook, the McClellan Hardware Company, 
Springfield, Missouri, has been declared bankrupt and 
the first meeting of creditors will be held on October 
22d at 1022 Landers Building, Springfield. 

The New River Hardware Company, Hinton, West 
Virginia, has taken over the stock of the Hinton Hard- 
ware Company and been incorporated with a capital 
stock of $100,000 by A. G. Flanagan, W. P. Bowling, 
James H. Miller, O. O. Cooper and L. E. Johnson. 

H. P. Maughlin Company, Columbus, Ohio, has 
been incorporated for $10,000 to manufacture build- 
ers’ hardware and building supplies. The incorpora- 
tors are Erdis Robinson, Ernest W. Maughlin, H. P. 
Maughlin, Flora S. Robinson and M. E. Thrailkill. 

Mark Fishel and A. Ballenberg have associated 
themselves with the Burns and Bassick Company, 
Bridgeport, Connecticut, and the M. B. Schenk Com- 
pany, Meriden, Connecticut, manufacturers of casters. 
They have established offices in the Aeolian Building, 
31 West 42d Street, New York City. 

P. J. JACOBS SERIOUSLY INJURED BY FALL 
FROM HORSE. 





P. J. Jacobs, Stevens Point, Wisconsin, the progres- 
sive secretary of the Wisconsin Retail Hardware As- 
sociation and newly elected president of the State 
Hardware Secretaries’ Association, was_ recently 
thrown by a horse and seriously injured, having his 





collar bone broken, besides receiving numerous bruises. 
His many friends will rejoice, however, that he is out 
of the hospital again, and that no bad after-effects 


are apparent. 





BUSINESS OF DU PONT POWDER COMPANY 
TAKEN OVER BY NEW CORPORATION 
WITHOUT CHANGE IN THE 
MANAGEMENT. 


The entire property and business of the E. I. du 
Pont de Nemours Powder Company, Wilmington, 
Delaware, has been taken over by a new corporation, 
Kk. I. du Pont de Nemours and Company, which is 
the name of the original Delaware concern which was 
established in 1802 by E. I. de Pont de Nemours. 
There is no change in the personnel of the manage- 
ment, nor in the operations and methods of handling 
the business. 

In an announcement issued by Pierre S. du Pont, 
president of the Company, the statement is made that 
although the manufacture of gun powder and other 
explosives which was the principal business of the 
original company has materially increased, so many 
other products of a different nature are now being 
manufactured in its plants that the change in the name 
was deemed desirable. The capital of the new cor- 
poration is 120 million dollars. 


~~ 


BROOKLYN RETAIL HARDWARE DEALERS 
MET THURSDAY, OCTOBER 14. 





The regular monthly meeting of the Brooklyn Hard- 
ware Dealers’ Association was held Thursday, Octo- 
ber 14th, in the Johnston Building, Fulton Street and 
Flatbush Avenue, Brooklyn, New York. A special 
feature was the demonstration by lantern slides of the 
manufacture of “Yankee” tools, which was given by a 
representative of North Brothers Manufacturing Com- 
pany, Philadelphia. 

The Association has prepared a series of collection 
forms which are furnished to the members free of 
cost, but which are given out only at the monthly 
meetings. 





TIRE HOLDERS FOR FORD AUTOMOBILES 


A new rear tire holder for Ford automobiles 1s 
being featured by Charles Weiland, Incorporated, New 
York. The new Crescent 
“4-in-1,"° as here illus- 
trated, can be adjusted 
to carry one or two tires, 





of either regular or in- 
Crescent Rear Tire Holder. flated demountable de- 
sign, in 3 or 3% inch sizes. It is said to be a perfect 
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tire carrier in design, workmanship and finish and is 
equipped with lamp 
bracket and license num- 
ber bracket. The carrier 
is strongly constructed 
\ of steel tubing and mal- 
leable fittings, han d- 
somely finished in triple 
coated black japan. It can be quickly and securely 
fastened to the rear of the car in such a manner that 
no machine work or any extra bolts need be used. The 
arms supporting the holder are clamped to the side 
channels of the frame and are simple, strong and ef- 
fective. The carrier itself may be adjusted to bring 
the tires the required distance from the car and is 
furnished with an exhaust shield which is fastened to 
the end of the exhaust pipe and protects the tires from 
the heat, smoke and oil ejected from the engine. The 
factory guarantee goes with every carrier, these being 
packed one in a case. Dealers may secure samples and 
further information by addressing Charles Weiland, 
Incorporated, 147-149 Chambers Street, New York 
City. 





Showing Holder Attached. 





SECRETARIES OF THE STATE HARDWARE 
ASSOCIATIONS HOLD ANNUAL 
CONFERENCE. 


The secretaries of the state retail hardware associa- 
tions held their annual conference Tuesday to Thurs- 
day, October 12 to 14, at Hotel La Salle, Chicago. A 
number of the state presidents and several of the of- 
ficers of the National Retail Hardware Association 
were also in attendance. 

The conference was preceded on Monday by a 





P. J. Jacobs, 
President, 
Hardware Secretaries’ Association. 


ineeting of the executives of the various mutual in- 
surance companies, at which matters of general in- 
rerest were discussed and plans were made for more 
aggressive work. 





The president of the Secretaries’ Association, E. C. 
Warren, Mitchell, South Dakota, occupied the chair 
during the conference, with H. O. Roberts, Minne- 
apolis, acting as secretary. 

D. Fletcher Barber, Boston, president, Charles 





H. O. Roberts, 
Secretary, 
Hardware Secretaries’ Association. 


Woodward, Carlinville, Illinois, vice-president, M. L. 
Corey, Argos, Indiana, secretary, and George A. 
Pauly, St. Louis, Missouri, treasurer, all of the Na- 
tional body, were present and took part in the discus- 
sions. 

On Tuesday noon, the secretaries and others in 
attendance were guests at a Luncheon given by the 
Hardware Club of Chicago, at which the National 
President made a short address expressing his appre- 
ciation of the hospitality of the Club. At the closing 
session the Committee on Resolutions presented a res- 
olution that a rising vote of thanks be given to the 
Hardware Club for the many courtesies extended 
whenever the officials of state or national retail hard- 
ware associations were in Chicago. 

The general theme of the entire conference was that 
of “What can the State Secretary do to get the Hard- 
ware Dealer More Interested in his own Business ?”’ 

The Stevens Bill, to prevent indiscriminate price 
cutting on trademarked merchandise, was given a 
strong endorsement. 

The following officers were elected: 

President, P. J. Jacobs, Stevens Point, Wisconsin. 

Vice-president, Henry Marti, Dallas, Texas. 

Secretary, H. O. Roberts, Minneapolis, Minnesota. 


= 
~-or 





Man must work—that is inevitable. He may work 
grudgingly, or he may work gratefully ; he may work 
as a man or he may work as a slave. He cannot al- 
ways choose his work but he can go about it in a 
cheerful, generous temper and with an uplooking 
heart. There is no work so rude that he may not 
exalt it; there is no work so dull that he may not en- 
liven it. But—he must work. 
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House Furnishing Goods Trade Brings Profit 
to Retail Hardware Dealer 


By Witu1am T. Gorm ey, of the Bullard and Gormley Company, Chicago, Illinois. 











In the October oth issue of AMERICAN ArtISAN, I 
spoke of the profit opportunities which are presented 
to the retail hardware deal- 
er in a department of 
Housefurnishing Goods. 

I shall in the following 
indicate some of the meth- 
ods by which such a depart- 
ment can be made success- 
ful in practically every re- 
tail hardware store pro- 
vided the dealer will give 
the proper attention to it. 

Inasmuch as practically 
every article under this general head is to be used by 
women, it is important that the department should be 
placed before them in the most effective manner pos- 
sible and as women are recognized as born shoppers 
and seekers of bargains, one of the easiest methods o: 
attracting their attention and interest is to furnish 
them at frequent and regular intervals with informa- 
tion, in printed form, as to the various articles that are 
to be found in the particular hardware store, by the 
use of which their housework may be made easier or 
done more efficiently. 

It should be remembered, however, that it is not 
at all necessary nor even advisable to quote cut prices 
on every article in these advertisements nor even to 
quote cut prices in every advertisement. 

For instance, if a new article is introduced by means 
of a special advertisement, there is no reason why the 
price should be cut, On the contrary, there is every 
reason why it should not be cut, because once a re- 
duced price has been quoted on a special article, it is 
a rather difficult matter to put it back to the figure at 
which it was originally intended to be sold regularly. 

If careful examination is made of the advertise- 
ments of the large department stores, which conduct 
Housefurnishing Goods departments, it will be found 
that while some of the items advertised are quoted at 
a cut price the great majority are offered at regular 
prices—and at prices which are very often at least as 
high as those asked by local hardware stores. 

It is an altogether mistaken idea that people will buy 
merchandise only because it is offered at a cut price. 
The great majority of purchases are made at regular 
prices and are made because the housewife has been 
induced to see the advantage to herself in possessing 
the article in question. The advertisement and sales- 
man have demonstrated to Her that by possessing that 
article she can either do her work easier or do it more 
efficiently, and price has in many cases had very little 
to do with the matter of closing the sale. 

3esides the regular advertising done by the dealer, 
there will, of course, be a mass of selling heips fur- 
nished for his use by the various manufacturers whose 





Willlam T. Gormley. 





products he handles and these pamphlets, folders or 
advertising cards should be distributed just as care- 
fully either by mailing or in person as his own adver- 
tising matter. They should not be allowed to gather 
dust under the counter or be left on top of the counter 
to be picked up by chance. 

One of the most effective methods of drawing 
women into a store and of inducing them to buy house 
furnishing goods is to invite them to a special demon- 
stration of some particular article. It may be a bread 
mixer, a vacuum cleaner or sweeper, a food chopper, 
a washing machine, a roaster, a gasoline stove or some 
special cooking utensil. 

For such demonstrations it is always wise, when- 
ever possible, to secure all the pamphlets and other 
selling helps that manufacturers furnish and to make 
free use of them, distributing them to everyone that 
enters the store during the day of demonstration. 

Let us say, for instance, that a bread mixer is to be 
demonstrated. Arrangements can easily be made with 
one or more of the local grocers by which they will 
furnish a sack of flour and the other ingredients neces- 
sary to bread and biscuit making, and it will also be a 
comparatively easy matter to secure the cooperation of 
one or two well-known housewives in the community 
to do the actual demonstration of how the dough is 
mixed and prepared for the baking. 

It becomes quite natural to combine the demonstra- 
tion of the bread mixer with that of a kitchen stove or 
range, because in order to finish the demonstration of 
the bread mixer, the baked loaf and biscuits must be 
shown, and thereby is furnished a means of illustrating 
how well the range will bake. 

It is understood, of course, that if a Housefurnish- 
ing Goods department is to be made a real success in 
a hardware store, the entire stock in that line must be 
displayed in the most prominent manner possible. This 
means that there must be display counters out in the 
aisles, so that customers who enter the store can 
easily examine the various articles which are displayed 
on these counters, and in order to do this to the best 
advantage there must, of course, be plenty of light, 
either artificial or natural. Generally speaking, it is 
always good policy to have a store well lighted at all 
times. 

In the next article, I shall take up for special discus- 
sion, the matter of arranging effective window displays 
of Housefurnishing Goods. 


44 Clore tny 


Chicago, October 12, 1915. 
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It is estimated that $600,000,000 were spent for ad- 
vertising last year. And ninety-five percent of those 
who spent it knew just what they were doing. 
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EXHIBITS INAMERICAN ARTISAN 
WINDOW DISPLAY COMPETITION 








WINDOW DISPLAY OF SPORTING GOODS. 





The accompanying illustration shows a window dis- 
play of sporting goods which was arranged by Lewis 
C. Mathews for the C. Ed. Smith Hardware Com- 
pany, New Castle, Pennsylvania, and which received 
Honorable Mention in AMERICAN ARTISAN Window 
Display Competition. 

This window is twelve feet long, seven feet deep 
and seven and a half feet high. The background, as 


is said to have been the direct means of selling quite a 
number of guns and a large quantity of shells. 


SALES INCREASED BY EFFICIENT WINDOW 
DISPLAYS. 





In these days of keen competition the live retail 
hardware dealer has learned the importance of window 
displays. He fully realizes that to attract the attention 
and subsequent interest of the passer-by, his exhibit 
must possess unusual novelty and attractive power. 





Window Display of Sporting Goods Which Received Honorable Mention in AMERICAN ARTISAN Window Display Competition. 
Arranged by Lewis C. Mathews for the C. Ed. Smith Hardware Company, New Castle, Pennsylvania. 


well as the ceiling, is made of paneled oak and the 
top of the back is art glass. 

In the background of the window two corn shocks 
were placed, with oak leaves made into streamers and 
festooned all around. Between these corn shocks in 
the center of the window was a large elk’s head set be- 
tween four tree limbs which were madt into a rack 
and guns set across the same. Above this hunting 
coats and gun cases were hung. 

The floor of the window was covered with leaves. 
among which were displayed shot, shells, flash lights, 
Ingersoll watches and revolvers, and in different places 
and positions squirrels, hawks, pheasants, coons, a 
kingfisher and a duck were placed. The streamers 
which were draped around the top of the glass were 
made of leaves woven in wire. 

This window was very attractive, due especially to 
the touch of the natural woods which it conveved., It 





\dvertising by every method possible is the only way 
of showing the public your wares, and window dis- 
plays furnish a good indication as to the extent and 
character of your stock. 

Some owners of hardware stores and clerks are in- 
clined to belittle the selling power of their silent sales- 
men. They fail to appreciate that people judge very 
largely from the appearance of the window displays. 
Were they to pass down the business section of their 
city and note the groups congregated in front of at- 
tractive windows, they would understand how great an 
asset they can easily acquire for Yheir store. The 
numerous plans for advertising hardware accessories 
which require careful deliberation always bear amply 
compensating results because they provide a compell- 
ing incentive for purchasing to the prospective cus- 
tomer. 


Every progressive hardware dealer desires to learn 
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how to dress his windows to obtain the most satisfy- 
ing results. In the endeavor to stimulate interest in 
this regard and to help the hardware dealer in his pur- 
pose, AMERICAN ARTISAN has for years conducted 
window display competitions and another has recently 
been announced. Cash prizes amounting to $100 will 
be divided among the winners, who may send photo- 
graphs and descriptions of exhibits of hardware, sport- 
ing goods, stoves, ranges, cutlery, house furnishing 
goods, silver plate, tools, automobile supplies, or any 
line of merchandise sold in hardware stores. 

All who enter this competition, regardless of 
whether they prove to be prize winners or not, will 
undoubtedly receive most/ valuable suggestions and 
ideas that may apply to their own conditions. Interest 
in creating attractive window displays will put life into 
business and this represents exactly what AMERICAN 
ARTISAN endeavors to accomplish. The award of 
prizes and the conditions of competition are explained 
in detail herewith: 

AWARD OF PRIZES. 

The prizes will be awarded as follows: 

First prize, $50 in cash, for the best photograph 
and description received of window display of hard- 
ware and kindred lines. 

Second prize, $25 in cash, for the photograph and 
description second in excellence. 

Third prize, $15 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10 in cash, for the photograph and 
description fourth in excellence. 

CONDITIONS OF COMPETITION. 

The conditions of the competition are as follows: 

The photographs, together with descriptions of how 
the window displays were arranged and the materials 
used, may be sent by mail] or express, charges prepaid, 
and must reach this office not later than December 
15, 1915. Address all photographs to AMERICAN 
ArTISAN Window Display Competition, 910 South 
Michigan Avenue,-Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A competition committee of three will be appointed, 
one of whom will be an expert window dresser and 

one an experienced hardware man. This committee 
will pass upon the merits of all photographs and 
descriptions received, without knowing the names or 
addresses of the senders, and will decide the winners 
of the contest. 

AMERICAN ARTISAN reserves the right to publish 
all photographs and descriptions submitted in this 
competition. 


es — 


Maybe you think it is trite advice to say send out 
statements the first of each month. Well, we know 
of at least one hardware dealer who failed because he 
did not do that very thing. That isn’t our opinion, 
but the admission of the merchant himself and the 
judgment of his friends. 
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GOOD PROFIT IN VACUUM SWEEPERS. 





For some reason or other many of the vacuum 
sweepers and cleaners that are being used in private 
homes today have been sold by agents who would come 
into a town and in a few days’ canvass “clean up” 
several dozen sales, while the local hardware dealer 
who ought to have gone after this very profitable busi- 
ness did not make any effort to serve his customers in 
this respect. 

However, conditions are changing, and the fact that 
strangers have succeeded in inducing a number of 
housewives in these communities to buy vacuum sweep- 
ers can be used to good advantage by the hardware 





Elite Hand Power Vacuum Sweeper. 


dealer who is “on the job” and goes after the busi- 
ness, because those who have the vacuum sweepers 
will act as a spur on their neighbors and help create 
with them a desire for one of these efficient labor sav- 
ing household implements. The main point, however, 
for the dealer to make sure of is, that he can offer his 
customers a thoroughly reliable machine, and this, it is 
stated by the Elite Vacuum Cleaner Manufacturing 
Company, he can make certain of by purchasing the 
Elite Number 2 Combination Hand Power Vacuum 
Cleaner, which is shown in the accompanying illustra- 
tion. This machine has three bellows by which a pow 
erful suction is developed that draws the dust and dirt 
out of the carpet, while the sweeper brush gathers the 
scraps, threads and other litter too large to enter the 
suction mouthpiece. A very attractive proposition is 
made by the Company to dealers, details of which can 
be obtained by writing to the Elite Vacuum Cleaner 
Manufacturing Company, 707 Kesner Building, Chi- 


cago. 
SAFETY RAZOR BLADE HOLDER PATENTED. 


Alfred Frank Collins, Toronto, Ontario, and Claude 
Crosby Craig, Winnipeg, Manitoba, Canada, have pro- 












x4 I5 1/94 v ~ 
25! L 





: 1,155,132 
cured United States patent rights, under number 


1,155,132, for a safety razor blade holder described 
herewith: A safety razor blade holder comprising a 
handle, means for securing the blade to one end of the 
handle member so that the edges project laterally 
therefrom, a shield supporting member movably car- 
ried by the handle member and shield members carried 
at the ends of the supporting member and reversely 
set one to the other so as to alternately cover the edges 
of the blade when the supporting member is moved 


into the required position. 
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WASHING MACHINE THAT WILL NOT INJURE 


CLOTHES. 





Many housewives have become rather distrustful of 
the desirableness of using washing machines, because 
so many of them tear or in oth- 
er ways injure the clothes which 
are to be laundered. A washing 






Maytag Electric Washing Machine and Swinging Wringer. 


machine which would be guaranteed by the manufac- 
turer not to injure the clothes in atiy way should ac-, 
cordingly find a ready sale among housewives who 
fully realize the advantages to be derived from an 
efficient washing machine, but nevertheless fear the 
result of one which is inefficient. The accompanying 
illustration shows the Maytag Electric Washing Ma- 
chine with swinging wringer, manufactured by the 
Maytag Company, Newton, Iowa, which the Company 
states will not tear or soil the clothes. The machinery 
of this washing machine is all placed below the tub, 
where it is well out of the way of the clothing. This 
is, however, not the only advantage which this ar- 
rangement of the machinery affords, for in so placing 
the machine the lid is relieved of the heavy burden of 
wheels and gears and is kept clear for quick and light 
lifting. The swinging wringer which is shown at- 
tached to the washing machine in the accompanying 
illustration, may be used in any position, thus allowing 
the operator to wash and wring clothes at the same 
time. For further particulars about the Maytag 
Electric Washing Machine and also about the Com- 
pany’s complete line of hand and power washers, deal- 
ers should write to the Maytag Company, Station F, 
Newton, Iowa. 


~~ 


SECURES PATENT FOR WINDOW LOCK AND 
SAFETY BOLT FOR DOORS. 








Ellery M. Hoagland, San Francisco, California, as- 
signor to I. J. Kohler, Seattle, Washington, and A. C. 
Hicks, San Francisco, Cali- 
fornia, has procured United 
States patent rights, under 
numbers 1,154,861 and 
1,154,862 for a window 
lock and a safety bolt for 
doors, respectively, de- 
scribed in the following: 
Number 1,154,861: A window lock consisting of a 
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base plate, a pivot pin thereon, a reversible latch turn- 
ably mounted on the pivot pin, said latch having a slot 
formed therein to receive the pin, a reversible lever 
turnably mounted on the pivot pin, and a connecting 
pin on each side of the lever, the pin on the side of the 
lever nearest the latch engaging in the slot thereof 
for establishing an operative connection between the 
latch and lever. 

Number 1,154,862: A safety lock for doors com- 
prising a plate fixed to the door and having an out- 
wardly turned, channeled end, an offset bar, a plate 
fixed to the door casing in line with the first named 
plate and having sockets, pivot pins in the end of the bar 
turnable and reversible in said sockets to change the 
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parallelism of the bar with relation to the door, said bar 
being flattened to enter the slot in the channeled plate 
and slidable in the enlarged interior portion of the 
channel to allow the door to be partially opened, a stop 
at the end of the bar engageable with the channeled 
slot to limit the door opening, and a post turnable in 
the first named plate having a transverse extension at 
its upper end adapted to extend above and lock the 
bar. 


SIFTERS THAT HAVE ONE-PIECE BODY. 








An efficient and serviceable sifter forms a very im- 
portant part of the kitchen equipment and great care 
should, therefore, 
be exercised in 
selecting a line of 
sifters that will 
prove satisfac- 
tory. The ac- 
companying illus- 
tration shows the 
Hunter Brand 
Sifter, produced 
by the Fred J. 
Meyers Manufac- 
turing Company, 
Hamilton, Ohio, which is said to be perfect in every 
particular. The body is made of extra heavy tin and 
to this the handle is fastened with an unbreakable 
joint. These sifters are built for wear and hard serv- 
ice and are accordingly said to outlast any sifter of 
their kind on the market. For further particulars 
about Hunter’s Sifters and also aout the many other 
kitchen utensils made of tin produced by this Com- 
pany address the Fred J. Meyers Manufacturing Com- 
pany, Beckett Street, Hamilton, Ohio. 


Hunter’s Sifter. 





Preparedness is not only an excellent national pol- 
icy, but an admirable mercantile policy. 
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VISE THAT IS MOUNTED ON A SWIVEL BASE 


The advantage of having a vise mounted on a 
swivel base with the upper part detachable, thus mak- 
, ing it possible to 
use the same on 
a drill press, 
shaper, etc, 
makes such a 
vise almost in- 
dispensable in 
the machine 
shop. The ac- 
companying  il- 
lustration shows 
the Yankee vise mounted on swivel base, which is pro- 
duced by North Brothers Manufacturing Company, 
Philadelphia. This vise is made of cast iron with 
hardened steel faces and has a one piece sliding jaw 
which extends through a slot in the body and is fitted 
with two steel keys which are set in the same, thus, it 
is said, securing a parallel movement and minimizing 
the amount of wear. This vise is claimed to be ac- 
curately machined all over, thus making it possible 
to use it on either side, base or end. The swivel base 
is provided with a lever, a short movement of which 
will lock, release or tighten the body of the vise. For 
further particulars dealers should write to North 
Brothers Manufacturing Company, Philadelphia. 





Yankee Vise Mounted on Swivel Base. 


SECURES PATENT FOR DOOR HANGER. 





Donald E. Willard, Danville, Illinois, has been 
granted United States patent rights, under number 
1,155,390, for a door hang- 
er described in the follow- 
ing: A hanger for sliding 
folding doors comprising a 
hanger frame, track wheels, 
and a suspension bolt, the 
latter having driving con- 
Yy nection with the hanger 

I 





frame at its upper portion 
and a bearing support upon 








MO -— 


the hanger frame below the track wheels, substantially 


as described. 





NEW EDITION OF HENDRICK’S COMMERCIAL 
REGISTER FOR BUYERS AND SELLERS 
VERY USEFUL BOOK. 


The twenty-fourth annual edition of Hendrick’s 
Commercial Register for Buyers and Sellers has just 
come off the press. It has been thoroughly revised and 
entirely reset in clear type. Much new useful infor- 
mation has been added to the volume so that its value 
to the man who seeks information as to sources of 
supply as well as to those who desire to find names 
and locations of concerns who might prove possible 
customers, is materially increased. There are 17,145 
different classifications, and under many of these the 
lists of manufacturers are divided off under states, as 
well as under the various varieties of the same gen- 
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eral class, for instance, under the head of presses we 
find 201 different divisions, exclusive of printing 
presses of the various sorts. Another improvement 
is the handsome artificial leather cover which has taken 
the place of the cloth cover that was used formerly. 
The cost of the book is ten dollars. Those who wish 
to secure further information or who desire to buy a 
copy may do so by writing to S. E. Hendricks Com- 
pany, 2 West 13th Street, New York City, or to 
AMERICAN ARTISAN, 910 South Michigan Avenue, 
Chicago. | 
Ae 
ICY=HOT LUNCH KIT. 


A lunch box that enables travelers to enjoy their 


meals as if they were at home is one that should at- 


tain great popularity 
with practically all 
classes. Not only is such 
a kit of great conve- 
nience to the worker 
and traveler but also to 
the student and sports- 
man. Besides increasing 





lcy-Hot Lunch Kit Showing ar- the pleasure of eating in 
rangement. 


the office, shop or school 
it adds to the enjoyment of autoing, fishing, hunting, 
traveling on train or boat, etc. Such a lunch kit is 
now manufactured by the Icy-Hot Bottle Company, 
Cleveland, which consists of a black enameled metal 
case containing two compartments as illustrated here- 
with. The upper section holds an Icy-Hot bottle, said 
to keep contents hot for 24 hours or cold for 72 hours, 
while the lower compartment serves as a container for 
sandwiches, cakes, fruit, etc. The kit is well construct- 
ed and made to withstand rough usage by being thor- 
oughly protected by pads, springs and cushions. Both 
box and bottle are sanitary and can be easily cleaned. 
For details regarding the kit and other Icy-Hot prod- 
ucts, dealers should address the Icy-Hot Bottle Com- 
pany, 122-126 West Second Street, Cincinnati, Ohio. 
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PATENTS ORNAMENTAL DESIGN FOR FRAME 
FOR LEMON SQUEEZERS. 


Charles Morgan, Freeport, Illinois, assignor to the 
Arcade Manufac- 
turing Company, 
Freeport, Illinois, 
has been granted 
United States 
copyright on the 





ornamental design 
for a frame for 
lemon squeezers 
which is shown in 
ark the accompanying 
illustration under 





number 47,932. 
— a Y The term of patent 

is seven years. The 

claim was filed May 21, 1914, under the serial number 


of 840,131. 
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TROLLEY HANGER FOR BARN DOORS. 





A squeaky barn door opened and closed with dif- 
ficulty is a source of great annoyance as well as a 





Red Jacket Trolley Barn Door Hanger. 


waster of time and labor. On the other hand, one 
which operates smoothly and is easily opened and 
closed, without tugging, straining or pushing, is very 
desirable and is a source of satisfaction to those who 
work in or around barns. The accompanying illus- 
tration shows the Red Jacket Trolley Barn Door 
Hanger, produced by the Richards-Wilcox Manufac- 
turing Company, Aurora, Illinois, which is said to 
insure smooth action of the barn door. This hanger 
is adapted for use with doors from 134 to 2 inches 
thick and weighing up to three hundred pounds. It is 
provided with a vertical and lateral adjustment and a 
pendant bolt attached to a hinge clevis which permits 
the door to swing out at the bottom if desired. The 
track, which is furnished in any length up to ten feet 
in one piece, may be attached to either side or ceiling 
supports. For further particulars address the Rich- 
ards-Wilcox Manufacturing Company, 100 Third 
Street, Aurora, Illinois. 





SECURES PATENT FOR DOOR CONTROLLER. 





William K. Henry, New Britain, Connecticut, as- 
signor to The American Hardware Corporation, New 


1,155,316 
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Britain, Connecticut, has been granted United States 
patent rights, under number 1,155,310, for a door con- 
troller described in the following: In a door controll- 
ing device, a cylinder, a checking piston mounted 
wholly in one end thereof, a spring arranged wholly in 
the opposite end of said cylinder pressing said piston 
in one direction, a slotted member interposed between 
said spring and piston, two racks on the opposite sides 
of the slot in said slotted member, a spindle passing 
diametrically into said cylinder and into said slotted 
member, an interrupted pinion on said spindle for en- 





gaging said racks alternately, with means for connect 
ing said cylinder to a door, and with means for rotat- 
ing said spindle, said means being arranged to be con- 
nected to a door casing, said means including a lever 
arm reversibly connected to the spindle, said reversible 
connection comprising a hinge joint, the pivot of said 
joint being oblique to the line of the arm. 


no oe 








ARGENTINA HAS NEW LAW ON IMPORT OF 
FIREARMS. 





According to an Argentine decree of July 21, 1915, 
the exemption from import duty prescribed by the 
customs tariff for firearms for military use, and muni- 
tions therefor, is to be limited to firearms imported by 
the Government for purposes of national defense and 
those of a kind adopted by various foreign nations for 
use in their armies. Ammunition, as well as apparatus 
necessary for the transportation and efficient opera- 
tion of such guns, is to be entitled to free admission. 
Under the former interpretation of the tariff provision 
exempting military supplies from duty, free admission 
was extended to guns of any model having a bore of 
more than 5 millimeters and a projectile of weight ex- 
ceeding 5 grams, as well as to ammunition and acces- 
sories therefor. Authority must be obtained for the 
importation of munitions of war not consigned to the 
Argentine Government. 


+> 


LAWN MOWERS THAT CUT ANY HEIGHT 
OF GRASS. 





With the ordinary lawn mower it is often extremely 
difficult to cut grass which has attained a height be- 
yond that to which lawns are gen- 
erally permitted to grow. A lawn 
mower which is said to cut grass a 
foot high just as readily as that 
which is but two inches in height 
is found in the Clipper Lawn 
Mower, manufactured by the Clip- 
Clipper Lawn Mower. ner Lawn Mower Company, 
Dixon, Illinois. With this machine it is said to be 
possible to cut more closely on irregular surfaces and 
spaces, such as around fence posts, near walks and 
shrubbery or close to buildings. Instead of the com- 
mon rotary knives this lawn mower has a series of 
finger bars and small knives which move horizontally. 
The Company also claims that by the use of this lawn 
mower buck plantain, dandelions and other undesir- 
able weeds are soon killed off. For further informa- 
tion address the Clipper Lawn Mower Company, Box 
10, Dixon, Illinois. 





PATENTS COMBINED FRONT GEAR 
AND STEERING CONNECTION FOR 
CHILDREN’S VEHICLES. 

*% 

William J. Sleffel, Cleveland, Ohio, assignor to The 
Kirk-Latty Manufacturing Company, Cleveland, Ohio, 
has procured United States patent rights, under num- 
ber 1,156,023, for a combined front gear and steering 
connection for children’s vehicles, described in the fol- 
lowing: In a children’s vehicle, the combination of a 




















































-onnect- 
r rotat- 
be con- 
a lever 
versible 
of said 


RT OF 


, 1915, 
by the 
| muni- 
rted by 
ise and 
ons for 
yaratus 
opera- 
lission. 
Vision 
nission 
ore of 
tht ex- 
acces- 
or the 
to the 


IGHT 


remely 
ht be- 
e gen- 
. lawn 
rrass a 
s that 
height 
Lawn 
e Clip- 
npany, 
to be 
2s and 
Ss and 
» com- 
ies of 
ntally. 
; lawn 
\desir- 
orma- 
, Box 


EAR 


o The 
Ohio, 
num- 
ering 
e fol- 
of a 


rame having two spaced horizontal members at each 
ide, each such two members having vertically alined 
ipertures therein, front wheel spindles having bent up 
nds pivotally received in such alined apertures, short 
‘nks attached to such bent up ends of said spindles, a 
iat transverse link connecting said short link, said 
pindles and links being so connected that said spindles 





remain always either in alinement or parallelism and 
said links in parallelism, a steering column at an angle 
to the horizontal and at right angles to said trans- 
verse link, a flat bar attached to the lower end of said 
steering column and having its free end bent to lie 
normally substantially parallel to said transverse link, 
and relatively flexible connections extending from such 
free end of said bar to either end of said transverse 
link and said connections having a slight amount of 
lost motion at each point of attachment. 
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HARDWARE FOR MANY PURPOSES. 





One of the oldest and most firmly established iron 
and steel companies in the country announces the vari- 
ous lines of hardware it manufactures. These include 
screw products such as bolts, nuts, rivets and washers, 
agricultural and mining implements, as for instance 
picks, mattocks, grub hoes, crowbars and wedges, forg- 
ings for every purpose, telegraph and telephone pole 
line hardware, wagon hardware and numerous other 
lines. The manufacturers state that they have establish- 
ed during more than-half a century of their existence a 
reputation which together with their large production 
and stocks ready for delivery assure their customers 
of dependable materials, prompt service and lasting 
satisfaction. Catalogs containing descriptions and il- 
lustrations of the various lines they manufacture will 
be sent on application to the Oliver Iron and Steel 
Company, Pittsburgh. 
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COPYRIGHTS DESIGN FOR PADLOCK. 


James F. Lemon, Syracuse, New York, assignor to 
the O. M. Edwards. Company, Incorporated, Syracuse, 
New York, has been 
granted United States 
copyright on the or- 
namental design for a 
padlock which is 
shown in the accom- 
panying illustration, 
under number 47,886. 
The term of patent is 
three and a half years. The claim was filed April 209, 
1915, and the serial number is 24,820. 
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TOOLS IN HOLIDAY PACKAGE BRING EXTRA 
SALES AND PROFITS. 


It isn’t too early by any means to begin planning for 
Christmas trade. In fact, the retail hardware dealer 
who expects to reap the full advantage of the profit 
making opportunities of the Holiday season must 
make his selections of the special lines upon which 
these extra profits are to be made in the next few 
weeks. Among the items which are especially suitable 
for this purpose is an assortment of tools which has 
been made up by the Vaughan and Bushnell Manu- 
facturing Company. This assortment which is shown 





Holiday Package of Tools for Home Use. 


in the accompanying illustration, is composed of a 16- 
ounce nickel plated hammer with mahoganized handle, 
an 8-inch full nickel plated plier and wire cutter, a 
5-inch screw driver the shank of which runs through 
the handle, making it exceptionally strong, and one of 
their 34-inch wide all steel patented wood prying 
chisels. These four high grade tools are packed in a 
canvas roll which is placed in a handsome holly cov- 
ered cardboard carton, thus making a very attractive 
package. The retail price of $3.00 allows for a liberal 
profit to the dealer. Those who wish further informa- 
tion about this assortment or about the other fine 
tools made by this Company, should address the 
Vaughan and Bushnell Manufacturing Company, 2130 
Carroll Avenue, Chicago, Illinois. 





NEWLY PATENTED CASTER MOUNTINGS. 


Albert H. Neller, Fairfield, Iowa, assignor of one- 
third to Irving L. Eales and one third to Frank S. 
Boies, Fairfield, Iowa, has been granted 
mre United States patent rights, under num- 
bers 1,155,606 and 1,155,607, for caster 
mountings described herewith: 
Number 1,155,606: A caster mount- 
ing, comprising a slide-way mounted on 
a supported body, a slide seated mov- 
ably in said slide-way, a caster pivotally 








mounted on said slide, said slide being 
adapted to carry the caster either above 
or below the lower limit of the sup- 
ported body, and having integral detents, and a pawl 
hung pivotally from said slideway and adapted to 
swing into engagement with said detents by gravity 
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when the slide is moved past it relatively slowly. 

Number 1,155,607: A caster mounting, comprising 
a vertically grooved slide-way mounted on a supported 
body, a slide mounted slidably in said 
slideway and having a bearing for a 
caster-spindle, a caster whose spindle is 
mounted rotatably in said bearing, said 
slideway permitting movement of the 
slide to locate the caster below the 
lower limit of the supported body, said 
slide having a lateral detent and a pawl 
suspended on the supported body above 
said slide and having projections on op- 
posite sides of a root cavity, said pawl 
being adapted when moved slowly past said slide to 
swing laterally to engage the detent on the slide in 
said root cavity to hold said body supported on the 
caster, and also adapted when moved rapidly past the 
slide to avoid the detent thereon by having its projec- 
tions bound off therefrom too far to the side to become 
engaged therewith when swung back, to thus permit 
the slide and caster to be pushed up and allow the sup- 
ported body to rest on a supporting surface without 
being supported on the caster. 
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ANNUAL CONVENTIONS OF THEJRETAIL 
HARDWARE ASSOCIATIONS. 





In the following are given the dates and places of 
the annual conventions of the various state retail hard- 
ware associations, together with the names and ad- 
dresses of the respective secretaries: 


Oklahoma Hardware and Implement Association, De- 
cember 7 to 9, 1915, at Oklahoma City. W. B. Porch, 
Mustang, secretary. 

Pacific Northwest Hardware and Implement Associa- 
tion, January 19 to 21, 1916. At Spokane, Washington, 
E. E. Lucas, Hutton Building, Spokane, secretary. 

Indiana Retail Hardware Association, January 25 to 
28, 1916, at Indianapolis. M. L. Corey, Argos, secretary. 

West Virginia Retail Hardware Association, January 
25 to 27, 1916, at Clarksburg. J. H. Morgan, Morgantown, 
secretary. 

Texas Retail Hardware Association, January 25 to 27, 
1916, at Houston. Henry Marti, Dallas, secretary. 

South Dakota Retail Hardware Association, February 
1 to 4, 1916, at Sioux Falls. E. C. Warren, Mitchell, sec- 
retary. 

Wisconsin Retail Hardware Association, February 2 
to 4, 1916, at Milwaukee. P. J. Jacobs, Stevens Point, 
secretary. 

Illinois Retail Hardware Association, February 8 to 
11, 1916, at Chicago. Leon D. Nish, Elgin, secretary. 

Minnesota Retail Hardware Association, February 22 
to 25, 1916, at St. Paul. H. O, Roberts, Minneapolis, 
secretary. 

Nebraska Retail Hardware Association, February 8 to 
11, 1916, at Lincoln. Nathan Roberts, Lincoln, secretary. 

Kentucky Retail Hardware Association, February 15 
to 17, 1916, at Louisville. J. M. Stone, Sturgis, secretary. 

Missouri Retail Hardware Association, February 15 to 
18, 1916, at St. Louis. Frank X. Becherer, 5136 North 
Broadway, St. Louis, secretary. 

Michigan Retail Hardware Association, February 15 
to 18, 1916, at Grand Rapids. Arthur J. Scott, Marine City, 
secretary. 

New York Retail Hardware Association, February 15 
to 18, 1916, at Buffalo. John B. Foley, Syracuse, secretary. 

Iowa Retail Hardware Association, February 8 to 11, 
1916, at Des Moines. A. R. Sale, Mason City, secretary. 

Ohio Hardware Association, February 22 to 25, 1916, 
at Cleveland. James B. Carson, Dayton, secretary. 

New England Hardware Dealers’ Association, June 12 
to 15, 1916, at Boston. George A. Fiel, Boston, -secretary. 

National Retail Hardware Association, June 12 to 15, 
1916, at Boston, Massachusetts. M. L. Corey, Argos, In- 
diana, secretary. 
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THREE-PIECE SELF BASTING SEAMLESS 
ROASTER. 


The three-piece roaster herewith illustrated is sai 
to be very sanitary because, being oval and seamless, i; 








Three-Piece Roaster Showing Pans and Cover. 


has no corners or seams for the scorched grease to 
gather in. It is another of the self-basting roasters 
manufactured by the Lalance and Grosjean Manufac- 
turing Company. The use of such a roaster is claimed 
to possess the following advantages: The lower or 
bottom pan, which comes in contact with the oven bot- 
tom is smooth, therefore easily kept clean. The inner 
tray or pan is seamless with conical depressions evenly 
distributed. This prevents burning or scorching the 
drips, also causes an even circulation of heat between 
bottom pan and tray, insuring the right “doneness” to 
the roast. The cover fits into a groove on the lower 
pan, preventing any spattering of grease into the oven, 
thus retaining all the vaporizing juices so essential to 
the self-basting process. The cover also is depressed 
in the center and has indentations evenly distributed 
which cause the condensed juices to drip back over the 
roast, continually basting it. Two vents in the cover 
when opened permit the vapors to escape, and the dry 
heat then quickens the browning, leaving the roast 
juicy but crisp on the outside. This roaster cooks 
meat, game or fowl economically, retaining their nat- 
ural flavor and saving time, labor and money. It is 
made in six different finishes, all of which are strong 
and durable. Directions for using the roaster and de- 
tailed information about their many other cooking 
utensils may be obtained from the Lalance and Gros- 
jean Manufacturing Company, Chicago, Illinois. 


o> 
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NEW TRADEMARK FOR WASHBOARDS. 





Under serial number 87,897 copyright has _ been 
granted to The Monarch Manufacturing Company, 
Bascom, Ohio, for 
the trademark 
Shown in the accom- 
panying illustration. 
The copyright was 
used since July 
1903, and the claim was filed July 12, 1915. The par- 
ticular description of goods is washboards. 
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OBITUARY. 
James P. Kelly. 

James P. Kelly; president of the American Axe and 
fool Company, Glassport, Pennsylvania, and one of 
the best known and most prominent men in the hard- 
ware trade, is dead, the immediate cause being 
apoplexy. 

Mr. Kelly was born March 27, 1861, in Eddyville, 
Kentucky, and was the son of William Kelly, the in- 
ventor of the Kelly Steel Converter, which is now 
known as the Bessemer process. He attended the pub- 
lic schools of Louisville and graduated from the Ken- 
tucky School of Medicine, but never practiced his pro- 
fession, entering the axe manufacturing business estab- 
lished by his father under the name of the Kelly Axe 
Manufacturing Company, and succeeding him as presi- 
dent. Under his efficient management the enterprise 
grew until today the axe business of this country is 





James P. Kelly. 


practically controlled by the company of which he was 
the head. 

In 1893 the factory was moved to Alexandria, Indi- 
ana, but when the natural gas there gave out, the plant 
was established at Charlestown, West Virginia, where 
it occupies buildings covering eighteen acres. 

In 1912 the American Axe and Tool Company 
elected Mr. Kelly president, the position which he 
filled with credit to himself and benefit to the hard- 
ware trade since then. 

Although Mr. Kelly took a very active part in the 
management of his great business he found time to 
devote to the arts of music and literature, and his tales 
of the Mexican Conquest, published under the name 
of “Prince Izon” in 1909 went through several edi- 
tions; his brochure giving his impression of the Pas- 
sion Play at Oberammergau not only displayed deep 
thought and appreciation, but is a handsome volume of 
art. ; 
Mr. Kelly was a man of fine character and unusual 
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ability, and his many friends will mourn his untimely 
and sudden demise. 


Robert Ashley Scovel. 

One of the prominent Chicago men in the hardware 
trade, Robert Ashley Scovel, has passed away. Mr. 
Scovel was credit manager and a director of Hibbard, 
Spencer, Bartlett and Company. He was born 1874 
in Hanover, Indiana, being the youngest son of the 
Reverend Sylvester Scovel, who was president of Han- 
over College. At the age of 18 years, he came to 
Chicago and entered the wholesale hardware house of 
Markley, Alling and Company, remaining with this 
concern 32 years until in 1897 he associated himself 
with Hibbard, Spencer, Bartlett and Company, and 
had just completed his fiftieth year in the hardware 
business on Thursday, October seventh, the day he 
died. He was taken suddenly ill that evening and 
passed away the same night at his home in the Winder- 
mere Hotel. Mr. Scovel was very active in church 
work, first as a member of the First Presbyterian 
Church and later on in the Kenwood Evangelical 
Church. He served as a ruling elder in both. Two 
daughters survive, Mrs. Dubois Loux, Staten Island, 
New York, and Mrs. Horatio Brown, Jackson, Mich- 
igan. The funeral was held Sunday, October tenth, 
at the residence of Clifford G. Wells, 6811 Constance 
Avenue, Chicago, the Reverend Albert Joseph Mc- 
Cartney, D. D., pastor of the Kenwood Evangelical 
Church, officiating. In his business, social and religious 
life he was looked up to as a man of exceptionally fine 
character and his friendly counsel and advice will be 
missed by many who had come to admire and love him. 


Fred F. Ireland. 

Fred F. Ireland, a prominent hardware dealer of 
Belding, Michigan, took his life on October 8th, while 
under the influence of depression due to continued 
poor health, as his business was found to be in excel- 
lent condition. He was vice-president of the Michigan 
Retail Hardware Association and of the Belding 
Board of Commerce, also having been connected in 
many other ways with the business interests of his 
home city. He was thirty-five years of age and leaves 
a wife and three children to mourn his loss. 


Charles J. Luther. 

Charles J. Luther, 71 years old, a member of the 
hardware firm of Luther Brothers, 858 East 75th 
Street, Chicago, was accidentally killed on October 
14th. He was cranking his automobile when it sud- 
denly started and crushed him against a delivery 
wagon. He was near death when extricated and died 
on the way to the hospital. 


aS 

The average retail hardware dealer does not see 
the necessity for advertising, and for that reason he 
does not progress as rapidly as otherwise. However, 
the time is fast drawing near when all retailers will 
see the point, and in order to sustain their business, 
will be compelled to do so. It is folly for any one 
to say that it does not pay to advertise. That is a well 
proven fact which cannot be doubted by any wide- 
awake merchant who professes to have a thorough 
knowledge of inerchandising. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











The Hardware Club will hold an Indoor Carnival 
on November 18, 19 and 20 in the Club’s quarters at 
65 East Randolph Street, Chicago, and it is confident- 
ly expected that this will be the most enjoyable and 
pleasant affairs of all the splendid entertainment fea- 
tures that have been given by the Club. 

The Ladies’ Auxiliary, under the able chairman- 
ship of Mrs. Harry B. Macrae, will have charge of 
some of the important parts of the program, and 
other special committees will be announced in a few 
days. The special advertising and promotion commit- 
tee is composed of Harry B. Macrae, Edgar S. Brad- 
ley and A. George Pedersen. 

MOVING PICTURES OF BOLIVIA SHOWN AT TUESDAY 
LUNCHEON. 

\t the Weekly Luncheon, on Tuesday, October 
twelfth, the two dining rooms of the Club were almost 
filled, the occasion being a luncheon given to the sec- 
retaries and other officials of the state retail hardware 
associations who were in session during the week. 
\mong those present were D. Fletcher Barber, Boston, 
the national president; Charles Woodward, Carlin- 
ville, Illinois, second vice-president of the national or- 
ganization; M. L. Carey, national secretary. These, 
together with Dr. W. C. Huntington, of the Depart- 
ment of Foreign and Domestic Commerce, were seated 
at the president's table. 

After the coffee had been served President A. Vere 
Martin in a few hearty words introduced Mr. Barber 
who spoke briefly of his appreciation of being able to 
partake of the Hardware Club’s nation famed hos- 
pitality and expressed his gratification over the splen- 
did spirit of good fellowship and friendliness that was 
so manifest in the Club. 

Dr. Huntington was then introduced and stated that 
through the courtesy of the Bolivian minister at Wash- 
ington, D. C., he was able to exhibit a series of moving 
pictures showing the social and industrial life of that 
South American republic. In his introductory re- 
marks the speaker brought out the fact that the people 
of South America were very anxious to establish the 
most friendly relations with this country, and that 
every word of laudatory comment uttered here was 
reported in their newspapers, while on the other 
slighting remarks or derogatory statements were also 
noted by them. 

The pictures—there were 4,000 feet of films—were 
then shown, and most of those present expressed sur- 
prise that this republic of which we know compara- 
tively little was so well situated in the matter of mod- 
ern conveniences, as well as with regard to schools, 
transportation facilities, public and private buildings, 
etc. 

The most modern machinery was shown in opera- 
tion in the mines and factory. Fine trains, beautiful 


avenues, splendid parks, well kept gardens, neatly 











dressed children at work in the public schools—all of 
these produced an impression upon the “audience”’ 
which was expressed in statements like these: “I had 
no idea that Bolivia was so well equipped in the matter 
of up-to-date factories.” 

“The thing that appealed most strongly to me was 
the fine schools they have down there and the well 
dressed youngsters that attend them.” 

“The well fed mules and llamas would indicate that 
their owners believe in keeping their stock in good 
condition.” 

The exhibition was greatly enjoyed, and Dr. Hunt- 
ington was congratulated upon his enterprise in se- 
curing them. It was the first exhibition of the entire 
series of four films given in Chicago. 

President Martin stated that the Department of 
Commerce, generally speaking, and Dr. Huntington 
and Secretary of Commerce Redfield specifically had 
expressed the desire to be of service in any way that 
the Hardware Club might wish, and that Secretary 
Redfield greatly appreciated the hospitality extended 
to him when he was in Chicago some time ago. 
LADIES’ AUXILIARY COMMITTEE MEETS TO PLAN WINTER 

CAMPAIGN. 

The Executive Committee of the Ladies’ Auxiliary 
of the Hardware Club met Wednesday afternoon, Oc- 
tober 12th, for the purpose of planning the winter 
campaign. 

It was decided that the first entertainment for the 
wives and daughters of the members of the Club will 
be given on Wednesday afternoon October 27th, and 
that it will be a theater party attending the matinee at 
the Palace theater. 

NEW EQUIPMENT FOR THE BILLIARD ROOM. 

Those who enjoy a game of billiards will appreciate 
the new table which has been installed. Experts say 
that this new billiard table, with its beautiful red balls, 
is about “the finest ever.” 

PHOTOGRAPHS FOR CLUB ALBUMS. 

Some of the members are rather slow in having their 
photographs taken for the Club albums. The volumes 
will be an interesting part of the Club’s records, and 
those of the members who have not yet arranged for 
sitting with Matzene, the official photographer, are 
urged to do so at the earliest possible date. There is 
no cost to the members for these photographs. 

SPEAKING AT TUESDAY LUNCHEON, OCTOBER 19. 

As usual there will be an interesting speaker at the 
Tuesday Luncheon, October roth. 


+. 
. 


The salesman who is a born diploinet has much to 
thank the fates and his parents for; but what is still 
lacking in his princely heritage may be acquired, like 
many other valuable qualities ; without it the salesman 
is like a ship without a rudder, caught in the trough 
of the sea of commercial competition. 
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Convention of The National Hardware 
Association of The United States 














The Twenty-First Annual Convention of the Na- 
tional Retail Hardware Association was held October 
13, 14 and 15, at the Marlborough-Blenheim Hotel, 
\tlantic City, New Jersey, with a record-breaking at- 
tendance. Probably at no time previous was there so 
much interest manifest in the discussions and ad- 
dresses. 

The officers and members of the Executive Commit- 
tee who served during the 1914-1915 term follow: 

President—A. J. Bihler, of James C. Lindsay Hard- 
ware Company, Pittsburgh. 

First vice-president—Brace Hayden, of Dunham, 
Carrigan and Hayden Company, San Francisco. 

Second vice-president—C. A. Knapp, of Knapp and 
Spencer Company, Sioux City, Iowa. 

Secretary-treasurer—T. James Fernley, Philadel- 
phia. 

The Executive Committee—Harry L. Doten, of Aus- 
tin and Doten, Boston; H. August Luedke, of John 
Pritzlaff Hardware Company, Milwaukee; F. A. Heit- 
mann, of F. W. Heitmann Company, Houston, Texas; 
R. H. Treman, of Treman, King and Company, Ithaca, 
New York; J. B. Silliman, of Blish, Mize and Silli- 
man Hardware Company, Atchison, Kansas, and A. H. 
Decatur, of Decatur and Hopkins Company, Boston. 

The Advisory Board, which is composed of former 
presidents of the Association, consists of the follow- 
ing: W. S. Wright, of Wright and Wilhelming Com- 
pany, Omaha, Nebraska; Robert M. Dudley, of Gray 
and Dudley Hardware Company, Nashville, Ten- 
nessee; J. D. Moore, of Moore-Handley Hardware 
Company, Birmingham, Alabama, and W. D. Taylor, 
of George Worthington Company, Cleveland, Ohio. 

As customary at these conventions, the opening ses- 
sion and the entertainment features were shared with 
the American Hardware Manufacturers’ Association, 
the members of the two organizations fraternizing with 
each other and renewing old acquaintances and friend- 
ships. 

WEDNESDAY, OCTOBER 13. 

The opening session was held in the Blenheim ball 
room, and this great hall was filled with wholesalers, 
manufacturers, their ladies and others interested in 
the hardware business. The meeting was called to 
order by A. J. Bihler, president of the National Hard- 
ware Association. 

Led by Charles J. Graham, vice-president of the 
American Hardware Manufacturers’ Association, the 
entire gathering sang “God Bless Our Native Land,” 
while every one stood: 


God bless our native land, 

Firm may she ever stand, 
Through storm and strife. 

When the wild tempests rave, 

Ruler of wind and wave, 

Do Thou our country save, 

By Thy great might. 


For her our prayers shall rise, 
To God, above the skies; 

On Him we wait. 
Thou who are ever nigh, 
‘ Guarding with watchful eye, 
To Thee aloud we cry, 

God save the State. 


The Reverend John R. Davis, D. D., pastor of the 
Bethlehem Presbyterian Church, Philadelphia, who 
for many years has been chaplain of these conventions, 
then led in a beautiful prayer. 

Dr. Davis delivered an inspiring address in which 
he exhorted his hearers to continue in the good work 
they are doing to elevate their business and better the 
conditions under which they operate as well as those 
of the general public. 

Charles Ireland moved that the inspiring address 
of Dr. Davis be published in pamphlet form for dis- 
tribution and the motion was carried unanimously. 

President Bihler then delivered his annual address, 
which follows: 


ADDRESS OF PRESIDENT A. J. BIHLER. 

Our fiscal year now closing has been an eventful one—a 
year of war and disaster, a year of tragedy and sorrow and 
strong demands upon the people in the cause of charity, a 
year in which the patience of our nation has been sorely 
tried, a year of unsatisfactory business conditions with many 
out of employment and with a greater number of business 
failures than for years past—and much of all this due to this 
“war of wars.” 

I have no desire to talk upon the subject of war, but 
will you not join me in this wish: The hope of an early 
world-peace, such a peace as will be lasting, with honor and 
justice to all, and the early resumption of friendly business 
relations throughout the world? 

It cannot be said that business conditions during the 
past twelve months have been satisfactory. Our exports of 
cotton alone for the fiscal year ending June 30th decreased 
by some 739,000 bales, and its value was $234,000,000 less than 
that of the preceding year. 

Our total imports from Europe the first six months of 
1914 were $444,000,000; for 1915 only $274,000,000. Our ex- 
ports during the same period increased from $650,000,000 to 
$1,280,000,000. Today there is a trade balance in our favor of 
about $1,250,000,000, and increasing at the rate of $150,000,- 
000 per month. 

This heavy increase in exports. will shrink materially 
when the war ceases, and then will come a change in the 
character of our exports. We may look for a period of 
much activity on goods adapted to the field and farm, for 
reconstruction, for our cotton and foodstuffs. A demand 
for such varied products must benefit all sections, and the 
hardware trade will receive its full share. 

During the past few months there were hundreds of 
manufacturers employing additional labor and operating their 
plants to their full capacity, due to purchases of munitions 
of war. This, however, brings direct results to but a small 
proportion of our people. 

While financially the country is stronger, that “wide- 
spread prosperity benefiting all lines” is still for the future. 
Mercantile business shows recent improvement but is still 
below normal, and while we are gradually forging ahead, in 
my humble opinion, true and lasting prosperity will come only 
after the cessation of hostilities abroad, and when the gates 
of commerce are thrown wide open. In the meantime, let 
us “keep our house in order” and be prepared for a more 
active business which is sure to come. 

During the year, your President has visited our member- 
ship in eleven cities, and also officially represented our organ- 
ization at the Silver Anniversary of the Southern Hardware 
Jobbers’ Association, in New Orleans, in April last. Our 
sister association is to be congratulated on her twenty-five 
vears of progress and helpfulness to the jobbing and retail 
interests of the South. 
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A. J. BIHLER, 


Re-elected President National Hardware Asscciation. 











COMMENDS WORK OF METAL BRANCH. 

Your President also attended the annual meeting of the 
Metal Branch of this Association, held in Pittsburgh May 21 
and 22. The work of this department, of which Mr. W. H. 
Donlevy is chairman, is worthy of special mention. It 
has been successful in the correction of many trade evils, 
and it is gratifying to see substantial evidence on the part of 
manufacturers to co-operate in bringing about results for the 
betterment of the trade. 

The midyear meeting of our Executive Committee was 
held May 24 and 25. The work of the previous seven months 
was fully reviewed, and a full report sent to our member- 
ship. 

While the conditions of business during the year have 
been such that some trade associations have not prospered, 
we can report that our membership remains practically the 
same as at our last annual session, a total of 238, and we 
have prospects of additions to our ranks in the near future. 

The prize essays on “The Economic Value of the Whole- 
saler of Hardware and Reasons Why He Is Essential” were 
published in pamphlet form, and created widespread interest, 
many trade journals reprinting them in full, and the demand 
being so much larger than we anticipated that a second and 
third edition were necessary. 

Similar interest was manifested in the metal trades by 
the prize essays on “The Advantages of Terne Plates and 
Sheet Metals as Materials for Roofing.” 


Believing that such work is educational and of benefit to 





Brace Hayden, 
Re-elected First Vice-President, 
National Hardware Association. 


the trade, your Executive Committee at its last meeting au- 
thorized its continuance, and we have in preparation papers 
on other subjects of importance. 


TOLL OF GRIM REAPER. 

During the past year the Grim Reaper has entered our 
midst and the following have been called from us: 

W. H. Richards, General Manager Standard Tin Plate 
Company, Canonsburg, Pennsylvania, October 10, 1914. Mr. 
Richards was active in connection with the metal business of 
the country and is mourned by a very large circle of friends 
who esteemed him most highly for his many good qualities. 

Rufus King Hireman, of A. Baldwin & Company, Lim- 
ited, New Orleans, Louisiana, December 26, 1914. Mr. Hire- 
man had been for many years engaged in the wholesale hard- 
ware business and was very active in his city and had the 
personal esteem of all of those with whom he came into 
contact. 

William T. Gummey, Gummey, McFarland & Company, 
Philadelphia, February 19, 1915. Mr. Gummey was well ad- 
vanced in years.. He acted as first chairman of the Metal 
Committee of this Association and was most highly respected 
in his own city and gave up his time and means to many 
worthy objects. 

Albert Baldwin, Jr., President A. Baldwin & Company, 
New Orleans, Louisiana, March 11, 1915. Mr. Baldwin was 
in the prime of life. He was one of the leading citizens in 
New Orleans and was at the head of a large number of im- 
portant financial and philanthropic enterprises. He was con- 
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nected with the National Hardware Association from its 
origin. 
George G. McMurtry, Chairman Board of Directors 


American Sheet & Tin Plate Company, Pittsburgh, August 5, 
1915. Mr. McMurtry was looked upon as an authority on 
all matters relating to the metal business and had the confi- 
dence and esteem of all of those identified in any way with 
that branch of our Association. : ; 

Hobart Weed, Weed & Company, Buffalo, New York, 
September 23, 1915. Mr. Weed was probably one of the best 
known men in our Association, of a genial and lovable nature, 
a very regular attendant at our conventions and has be- 
queathed to his family-and business an honored name. 

There are a few subjects to which we direct your special 
attention at this time: é 

LETTER POSTAGE. 

The movement for one cent letter postage continues to 
make headway. This Association was the first to take steps 
looking towards a reduction from the two-cent rate, and in 
1910 we assisted in organizing the National One Cent Letter 
Postage Association, which now has 7,500 contributing and 
30,000 associate members. 

It is a movement which has the warm support of the 
business world, and many of our representatives in Congress. 
“Keeping everlastingly at it brings success,” and we are hope- 
ful that in the near future this branch of the Government 
will be placed on a strictly business basis, that the cost of the 
service be known and the wisdom of making such change in 


Cc. A. Knapp, 
Re-elected Second Vice-President, 
National Hardware Association. 


the system of carrying mail, so that each classification shall 
pay such a rate as is proper. 
NEW LEGISLATION. 

Among the House Bilts not acted upon by the last Con- 
gress and which is to again be presented at the next session, 
is that commonly known as the “Stevens Bill,’ a copy of 
which has been sent to our membership, with the suggestion 
that its provisions be given careful study. 

The purpose of this act is to give legal protection to 
those who may desire to establish a resale price on their 
product, not only for the consuming public reached through 
the retailer, but to the wholesaler as well. 

There is a demand for National legislation that will pro- 
tect the merchant from the “price cutter.’ The “Stevens 
3ill” has the endorsement of many bodies of retail merchants 
in various lines of trade, including practically all of the State 
Associations in Hardware, as well as the National Retail 
body. It is also strongly endorsed by the American Fair 
Trade League, composed largely of representative manufac- 
turers whose product is widely advertised, including lines 
sold by the hardware trade. 

Where the interests of so many are involved, the subject 
becomes most important; and you are to be addressed by one 
who has given the subject careful study. 

During the year our Secretary has conferred with the 
Federal Trade Commission, and it is pleasing to report that 
our method of conducting Association work finds no un- 
favorable criticism at their hands. With their advice and 
assistance, we believe that the scope of our work can be en- 
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larged and also that this body will be of some service in 
bringing about a fair adjustment of many trade problems 
now before the public. 

ASSOCIATION MAKES NO ATTEMPT TO CONTROL PRICES. 


We occasionally hear it stated that this Association at- 
tempts to control prices. Permit me to say that we make no 
such effort; our members are now and always have been free 
to conduct their business as they may see fit, and we have 
no part in the 1gaking of any trade contract or price list. 
We have, however, at times found it necessary to comment 
on the attitude of certain manufacturers who in co-operation 





tarry L. Doten, 
Memter of Executive Committee, 
National Hardware Association. 


with their competitors have adopted methods which we con- 
sidered as being arbitrary and not for the best interests of 
the trade. 

In past years there have been many instances where 
manufacturers have through agreement or understanding, ad- 
vanced prices to a point beyond reason. Eventually such 
agreements have been broken, and during the early part of 
this year several such associations passed out of existence, 
due to their inability to agree among themselves, or to dif- 
ferences of a personal nature. This resulted in a radical cut 
in prices, and without giving the jobbing trade proper protec- 
tion, 

On some lines this declirie has been as heavy as 40 per- 
cent on our cost, and it is no exaggeration to say that dur- 
ing the first three months of this year, the loss to the hard- 
ware trade for decline in values was upwards of $300,000 and 
a large part of this direct loss would have been avoided had 
such manufacturers acted with some consideration for those 
who help so largely in marketing their product. 

Ours is a trade that does not permit of speculation to 
any extent. Acting as a medium between the manufacturer 
and retailer, we aim to prosper on a basis of fair values; and 
we are opposed to unreasonable advances or radical declines 
brought about by means other than legitimate ones, or those 
of cost of material and manufacture. Every manufacturer 
is entitled to a fair return on his investment—so is the jobber 
and the retailer. We ask of the manufacturers that in estab- 
lishing prices for their products, they always be on a rea- 
sonable basis, thus preventing one of the many losses, and 
evils from which we have suffered. 

NEW LAMPS FOR OLD. 


The tale of Aladdin and his wonderful lamp is a most in- 
teresting piece of fiction, and we are frequently reminded of 


its wonders when reading the literature sent to merchants by ~ 


men who profess to be able to solve his buving problems and 
place him on the high road to prosperity and happiness— 
this, of course, contingent on the payment of a certain sum 
of money, usually in advance. 
CONDEMNS “SYNDICATE” CATALOGS FOR RETAILERS. 

Prominent among such schemes is that requiring you 
to become a member of a “syndicate” who issue a catalog 
which contains confidential prices and glowing descriptions 
of most everything we sell. The smooth-tongued gentleman 
seeking a client quotes a line of prices on staple goods and 
well known specialties that is astounding—lower than any- 
thing heard of. He sometimes quotes magazine writers as 
authority that jobbers’ profits are excessive. He secures a 





signed contract, the catalog arrives, the bill is paid, and then 
the merchant finds that he has been a victim of misplaced 
confidence, and his investment of $125.00 or more is charged 
to “Experience” for the book is of but little value, and far 
from being as represented. 


Another plan in vogue by people of but little financial 
responsibility is to issue catalogs and quote a few important 
lines at prices below the market, but insisting on cash in 
advance. We have found that on many lines so quoted, sub- 
stitutes were furnished; but on others that manufacturers 
had neither quoted nor furnished them goods, and being un- 
able to make delivery, the advance payment had to be re- 
funded. 

This Association stands for honorable business methods 
and we should add our influence to any efforts towards the 
elimination of those “fakers’ whose method of operation is 
subject to suspicion. Trade papers are now making public 
the result of their investigation, and it is to be hoped that 
this publicity will bring about good results. 

TRADE RELATIONS. 


Our relations with both the manufacturing and retail 
trade continue friendly. As the success of the manufacturer 
is largely dependent on close co-operation of the jobbing 
trade, so also is the wholesaler dependent on the good will 
and success of the retail merchant. The past eighteen 
months have afforded our members an opportunity to ex- 
tend their service by granting exceptional credit to worthy 
merchants, and jobbers’ overdue “Accounts: and Bills receiv- 
able”» have been from 15 to 30 percent over normal, and in 
some sections of the South dependent largely upon cotton, 
the percentage is even higher than this. 

RETAIL HARDWARE TRADE SHOWS GOOD RECORD. 


Dun’s statistics show that for the year ending Decem- 
ber 31, 1914, the business failures in all lines numbered 18,- 
260, an increase over 1913 of 14 percent. In the hardware 
and stove trade, 1913 shows only 347 failures, and 1914, 351. 
Out of so large a total, the record is less than 2 percent. To 
good business methods and co-operation this result is largely 
due; and the jobber should receive the due credit for the com 
sideration shown during financial stress, and the assistance 
rendered by carrying accounts months after they had become 
due and payable, thus preventing loss to many merchants. 

The advantages offered by the jobber through his variety 
of stock, his service and his credit facilities, place the retail 





H. August Luedke, 
Memter of Executive Committee, 
National Hardware Association. 


merchant in a position to make additional profit by quick turn- 
overs, and this service is generally recognized and appreci- 
ated. % 

I believe that our membership is striving to market hard- 
ware on the lowest basis consistent with good managenient 
and efficient service, and that our many friends in active 
trade know that abnormal profits are not possible under ex- 
isting conditions; in fact, from the most reliable evidence 
that can be obtained, we believe the majority of jobbers are 
not making an average profit exceeding 2% percent on sales, 
and many goods are being sold below cost of business ex- 
penses. 
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GOES ON RECORD AGAINST TRADING STAMPS. 

We think it advisable to call your attention to numerous 
sales schemes now before the public, providing for trading 
stamps, coupons, savings checks, etc., and it is to be re- 
gretted that many articles sold by the hardware trade can 
be had without a cash outlay by using such a system, and 
which has the support of some manufacturers whose product 
has been recognized by the hardware trade as being meritor- 
10US. 

Do not lose sight of this fact: ‘Every dollar’s worth of 
merchandise received by the consumer through such chan- 
nels means an equal loss of legitimate sales and its profits 
to the merchant trade.” 

The stamps, themselves, are now an article of commerce 
the method of operation and its bad features having been 
brought to the attention of the dealers through AMERICAN 
ArtisAN, Hardware Age and other trade journals. 

If this so-called game of “Something for Nothing” con- 
tinues to grow, I feel that it will become as great a menace 
to the merchant trade as the cataloc house, and even today 
the business done by coupon and stamp companies runs up 
into the millions. It is not surprising to find that on certain 
items which can be had by the coupon system, the trade of 
the jobber and retailer is decreasing, and merchants gener- 
ally will see how necessary it is for the preservation of their 
interests to push other lines of goods. Furthermore, the risk 
of loss in stocking “prize” or “coupon” goods must certanly 
be apparent to any jobber who gives the subject careful 
thought and consideration. 

To those manufacturers who have been tempted and 
fallen, may I say “Think it over.” There is still time to re- 
form and through the natural channels of trade bring your 
product back to its high standing, and thus continue to give 
proper recognition to the men who, through their sales 
energy and ability, have helped you to build up a large busi- 
ness. 

If the retail merchant desires to make a distinction be- 
tween the cash buyer and the man who purchases on credit, 
the best “premium” that I know of is the customary cash 
discount of 2 percent. Merchants who use it in purchasing 
are looked upon as being progressive and successful, and | 
see no good reason why its application to the consumer would 
not be preferable to many of the trade boosting plans now 
before the public. 

PARCEL POST. 
On January 1, 1913, this infant was born. He had all the 


F. A. Heitmann, 
Member of Executive Committee, 
National Hardware Association. 


earmarks of a healthy child; he was limited in weight to 11 
rounds, in length and girth to 72 inches and could cover a 
radius of 20 miles in the first zone. He has been constantly 
growing, his weight having increased to 50 pounds and the 
first zone has been extended to 50 miles, his length and girth 
has increased to 84 inches, and no one knows when he is 
going to stop growing. 

He has not redeemed his early promises of reducing the 
cost of living by-being an important factor between farmer 
and producer, butzhe has been the medium through which a 
few large houses have built ux a greater volume of business; 
to the average merchant he has failed to become a profit 
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maker; on the contrary, he has still further increased the 
competition of the catalog houses and the large department 
stores of metropolitan cities, and the system is still far from 
being self-supporting. 

_ Originally limited to ordinary packages of merchandise, 
his scope has been so widened that he now takes care of: 
fruits and vegetables, gold specie and occasionallv a bale of 
hay. To the jobber, parcel post has been a source of extra 
expense, due to the increased number of packages, and also 
to the fact that cases of loss and damage in transit are fre- 
quent, and unless insured there aprears to be no means of 
recovery. 





J. B. Silliman, 
Member of Executive Committee, 
National Hardware Association. 


We understand that the Postal Progress League is work- 
ing for the extension of the present Parcel Post Bill, but at 
one rate for the entire country. Continued agitation and pub- 
licity appears to be the only medium available to possibly 
prevent additional destructive legislation. The measure 
should at least be reduced to the first limits, both as to 
weight and measurement, and the actual cost of the service 
based on modern accounting should be ascertained, and 
proper rates then put into effect. 


METHOD OF DISTRIBUTION. 


We frequently hear of “Unnecessary Service” rendered 
by jobbers, which it is claimed has resulted in the cost to the 
retail merchant being higher than it should be. 

This “Unnecessary Service” appears to be largely the 
elimination or the reduction of the number of traveling sales- 
men. Some have gone so far as to assert that the present 
system of utilizing the jobber as a means of distribution is 
crumbling away and recommend direct dealings with manu- 
facturers, or the organization of clubs and syndicates to buy 
in quantities and thus enable the retailer to secure as low a 
price as the catalog house. Others advise the discontinuance 
of jobbers’ traveling salesmen and the adoption of a mail 
order catalog by the jobber. 

Reference is made to the fact that even in times of de- 
pression, some jobbers have erected new warehouses, and this 
would indicate that there are large profits in merchandising 
hardware at wholesale. 

Let me tell you a secret: Sometimes, yes, frequently, 
such new buildings are built with borrowed money, to be 
paid for out of the profit of future years; but they always are 
erected with a view to giving the trade improved service and 
in the hope of making a reduction in the cost of doing busi- 
ness ' 

Competition among retail merchants is no less keen than 
the competition of jobbers amongst themselves, and in the 
manufacturing field the same condition exists. It has been 
strongly emphasized the past twelve months, and if we ex- 
cept those engaged in the manufacture of war material or 
new business as a result of the war, no merchant or manu- 
facturer has failed to feel the effect of reduced volume of 
business, lower prices and unsatisfactory profits, and it is 
during such a period that a few words of encouragement do 
more good than an unfriendly attitude or unjust criticism. 

COST OF HANDLING MAIL ORDERS IS HIGH. 

I know of no practical plan by which one schedule of 

prices could be applied to mail orders, another to house sales, 
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and a third schedule to apply on orders taken by the traveling 
salesmen. It is a well known fact that mail orders today 
cover largely staple goods, or seasonable lines, and the 
monthly total shows a much lower rate of profit than on 
orders sold in person. 

Personally, I can see no change in the near future as to 
road representation, believing that the salesman is still a 
necessary factor in properly introducing and selling such a 
line as is now classed as hardware, covering anywhere from 
twenty-five thousand to eighty thousand items of endless 
variety, and which is increasing year after year. 

In time of prosperity, manufacturer, jobber and retailer 
all benefit by an increased volume of business, and we are 
hopeful that the coming year may show such a result, and 
that it will do much to offset the unsatisfactory period 
through which we have passed. 

In conclusion, I want to express my appreciation of the 
valuable assistance rendered by our officers and members in 
furthering the work of this Association. 

Secretary-Treasurer T, James Fernley then read his 
annual report, as follows: 
ANNUAL REPORT OF SECRETARY-TREASURER T. JAMES FERNLEY. 

Your Secretary herewith presents his Annual Report, 
which is in the nature of a review of various matters that 
have been reported to the members by general letters, which 
are issued with great frequency from your Secretary’s office. 


The affairs of the Association are in a healthy condition. 
While we now celebrate our Twenty-first Anniversary, the 





Robert H. Treman, 
Member of Executive Committee, 
National Hardware Association. 


Organization has been growing in numbers every year and 
we have not been content to rest with a membership which 
is stationary in size and character, but prefer to increase and 
widen the scope of the Organization with every year. 

As has been ably outlined in the address of our President, 
the past year has been one of rapid developments in national 
matters, and these developments have had their influence on 
the hardware trade of the country, the manufacturing, re- 
tailing and wholesaling. The influence, too, has been felt in 
this Organization. 

The members who have been in close touch with our 
work, both through correspondence and personal visit, have 
reported the past year to have been one of extra effort to 
maintain the volume of business, and it is our belief that 
great credit is due the members for their success, which has 
only been possible through the hardest kind of work and 
extra effortrto keep a healthy volume of business going. 

USEFULNESS OF MIDDLEMAN MORE GENERALLY CONCEDED. 

Inasmuch as this Association is composed of so-called 
middlemen, being wholesale distributors of hardware, and as 
the old question of the usefulness of the middleman is the 
subject of much comment, it is pleasing to report the fact 
that there does not now exist the question with regard to the 
value of his services that previously existed, but there is a 
willingness and. readiness to credit his usefulness and to freely 
concede the fact that the wholesaler is needed to supply the 
market and that the retailer and consumer would be under 
an increasing cost if wholesaling in hardware were discon- 
tinued. 





The widespread distribution of the Prize Essays on the 
“Value of the ‘Wholesaler as a Distributor,” has been very 
instructive, and it is within our knowledge that many manu- 
facturers and retailers have been deeply impressed with the 
logic and sound business sense of these articles. 

For instance, retailers who had been overbuying from 
the manufacturers, tying up a large amount of capital and 
making but small profits, have seen the wisdom of drawing 
their merchandise in quantities better suited to their busi- 
ness, and they have proven for themselves the fact: that a 
five percent discount in price is often overbalanced many 
times by the canital tied up in the excess stock of mer- 
chandise and the loss of the profit on the turnover. 

One of the important subjects discussed at our last con- 
vention, was that of the Abuse of Terms, a paper being pre- 
sented by Mr. J. L. Hawkins, under title of “Cash Discount 
and Credits.” 

Members of the Association have advised the Secretary’s 
office that their percentage of collections has been less than 
in previous years and that they would consider it very wise 
for the Organization to give this matter further considera- 
tion, and take such action as is possible at this Convention. 


CHANGES IN LIST PRICES. 


The Association continues to stand on record as opposed 
to unnecessary changes in list prices, and it is our hope that 
our manufacturing friends will bear this fact in mind, when 
a need for a change in selling prices occurs. 

The suggestion of the Association is that such changes be 
taken care of by a change in discount instead of a change in 
list prices, thereby avoiding expensive changes in jobbers’ 
catalogs. 

EXCESS BAGGAGE LIABILITY RULING. 

There has been presented to the Association, information 
regarding the tariffs, filed by the railroad companies, under 
the Cummins Amendment to the Interstate Commerce Law, 
concerning a declaration of value of baggage and payment of 
additional charge for the transportation of baggage of value 
in excess of the amount of liability assumed by the carriers 
under their regular tariffs. 

This information was quite disturbing to many of our 
members whose salesmen carried baggage of considerable 
value. Numerous protests were made to the Interstate Com- 
merce Commission, but it appears to be clear that the regula- 
tions are based upon the Act of Congress and cannot be 
changed except by congressional action, but we are hopeful 
that at the next session, legislation will be enacted to relieve 
the public of this extra burden. 

Further, with reference to the subject of baggage, it is 
pleasing to be able to remind the members of the Association 
of the letter sent them in September notifying them of the 
fact that the action of the railroad companies with respect 
to the sale and delivery of samples checked as baggage has 
been removed and that under a new ruling, adopted by the 
Interstate Commission, samples which have -been\ checked as 
baggage may be sold and delivered by a salesman, if he 
wishes to make such sale and delivery. 

Printed copies of this decision have been supplied to our 
members, 
RETURNED GOODS. 

Considerable data has been placed in the hands of the 
members with respect to the:improper return of merchandise 
by their customers. This abuse has been one of the factors 
which has tended to increase the cost of! doing businéss. 

It is pleasing to report that membets of our Association 
feel that there is a better understanding on this subject, and 
continual publicity will result in a lessening of this evil. 

NET PRICES. 

At a meeting of our:Executive Committee held at Lake 
Mohonk, on May 24, 1915, the Committee recomménded that 
this Convention consider the advisability of net prices on cer- 
tain lines of goods. There has beén some correspondence 
submitted to the members, and an opportunity will be afforded 
to thoroughly discuss this question, 

BROKEN PACKAGE BUSINESS. 

An investigation was made as to the average size of or- 
ders for various items. This investigation revealed the fact 
that there appeared to be an increasing tendency to order 
broken packages and that the wholesaler was handling a large 
number of orders for small quantities at his wholesale price. 
Inquiry showed that there were a large number of houses 
who were not discriminating between full packages and broken 
packages. A final report giving the members the benefit of 
all comment was submitted, and it is to be hoped thatthe 
members of this Association have taken proper action, based 
upon our investigation, which will handle the situation fairly 
and without that loss which might be sustained through sell- 
ing broken packages at the same price as full. 

RESALE PRICES. 

The attitude of the courts seemed to be unfavorable to 
the resale price movement, or the control by the manufacturer 
over the selling price of his commodities, until July of this 
year, when Judge Hough of the United States District Court, 
Southern District of New York, handed down a decision, 
declaring that the manufacturer of a trademarked: product 
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has the right. to refuse to supply his goods to wholesalers or 
retailers, who cut the price which the manufacturer stipulates 
shall be asked. 

This is a step in the direction of the protection of honest 
merchandising and will save manufacturers’ products from 
being exploited by designing cut price dealers, be they re- 
tailers or wholesalers. 

We understand that the trend of the decision of the 
courts is favorable to the protection of the rights of manu- 
facturers, and it is our earnest hope that this Association may 
again be able to take up its activities in behalf of a fair, 
equitable resale price system upon merchandise handled by 
its members. 

Resale prices and the question of distribution are linked 
closely hand in hand. If the wholesaler is, as has been de- 
clared, merely the extension of the manufacturer’s selling 
department, carrying large stocks of well assorted lines at 
convenient points for the prompt and efficient service to the 
retailer and the public, he should be an extension of the 
manufacturer’s selling department in fact as well as in name. 

If he is such a branch of the manufacturer, he should sell 
his merchandise at the price which the manufacturer fixes, 
and co-operate with him in maintaining such a policy, but he 
should have a proper reward for his service. 

LEGISLATION. 

Legalizing the establishment of resale prices by manufac- 
turers and those controlling trademarked articles was intro- 
duced at the last Session of Congress, but not reached by that 
body. 

The Steven’s Bill, which amply covers this subject, is the 
main one, which this Association can well support, the sub- 
ject being taken up by the branches of trade, throuch the 
American Fair Trade League, and we recommend that this 
Convention take some action on the question, in order that 
those who desire to protect the commodities which they so 
largely advertise, may do so in a proper and legal manner. 

Another subject, which is uppermost in the minds of all 
business men, is that of the establishment of a Non-partisan 
Tariff Commission. We hope that this will be discussed dur- 
ing the session of our Convention, in order that during the 
approaching year, this Organization may lend its interest in 
this direction, if it is the consensus of opinion that the busi- 
ness unrest, which always follows a change in the tariff, might 
be eliminated. 

The past year in Association activities has been one of 
widening possibilities, and it is very apparent that the interests 
of the commercial community in the United States are now 
receiving and will continue to receive more favorable con- 
sideration at the hands of the public, as well as at the hands 
of the Government authorities. 

Investigation by men of high standing has shown that 
the mercantile community working individually and also in 
co-operation through large trade associations has been striv- 
ing for the betterment of business, with full respect to the 
interests of the public. 

In fact, it has been shown that the interests of the 
people at large have been fully considered, and have been 
benefited by the activities of trade associations, tending 
toward the betterment of quality, standardization of product, 
etc. 

FEDERAL TRADE COMMISSION COMMENDED. 

Your Secretary-Treasurer, soon after the appointment of 
the Federal Trade Commission, had a conference with this 
body, offering them our co-operation in their efforts to place 
the business interests of the country on the most sound basis 
possible. 

Our overtures were courteously and earnestly met. Mem- 
bers of the Commission stated that they would be more than 
pleased to have us cooperate with them, and they would un- 
doubtedly ‘call on us from time to time for suggestions, which 
would be mutually helpful. 

It is our opinion that this new branch of governmental 
work can be made very helpful to all those engaged in the 
manufacture and distribution of hardware and kindred lines. 

The report covering the condition of the treasury of the 
Association will show the Organization to be in good finan- 
cial condition. New members are uniting with us, and the 
interest of these, and the younger elements, is a gratifying 
sign of the continued usefulness on the part of the Organiza- 
tion. 

We have present at the Convention a number of new 
members and delegates who have not attended previous con- 
ventions. 

I have been requested by the heads of some houses to 
see that these gentlemen become acquainted with the repre- 
sentatives of other houses here present. 

I will, therefore, ask all of our members to constitute 
themselves as an Entertainment Committee, and to make 
themselves known without unnecessary formality to other 
delegates present. 

The interchange of ideas among the members of this 
Association and manufacturers at this Convention will doubt- 
less be of value, and I hope that this means of securing in- 
formation will be used to the benefit of every one. 

I have made arrangement for the exchange of informa- 
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tion between some of our members relating to certain house 
systems and will be glad to see this practice continued, for 
it will place many in possession of valuable information, 
which will assist in helping them to improve their service and 
their methods of doing business without incurring the annoy- 
ance and losses in the experimental stage. 

William H. Ingersoll, of Robert H. Ingersoll and 
Brother, New York City, was then introduced and de- 
livered an address on ‘Standardized Retail Prices in 
Relation to the Interests of Wholesalers,” in which he 
pointed out that the Jobber’s price was not a quantity 
price, and that department stores are not entitled to 
the jobber’s price because they do not render the serv- 
ice to the manufacturer that the jobber does in plac- 
ing the goods before the retailer. He spoke in part 
as follows: 

ADDRESS OF WILLIAM H, INGERSOLL. 

One thing above most others dear to the American heart 
is to keep the way open for individual enterprise. We 
treasure the tradition that there shall be equal opportunity, 
and that the man of small means, as well as the man of 
great means, shall have his chance and shall profit in pro- 
portion to his ability to serve the public. 

It is from this standpoint that this question of resale price 
maintenance is of importance, but first, it seems to me, that 
we need to come to an understanding about the use of terms. 

In the proposition of resale price maintenance, there is 
no element of combination; and I advocate that the right be 
granted only to those who are engaged in competitive busi- 
ness. 

WHAT PRICE STANDARDIZATION WOULD PREVENT. 

Sometimes it is easiest to explain what a thing is 
showing what it is not. 

To show you what price maintenance is not, I would like 
to cite an instance of the findings of the “Association for 
Improving the Condition of the Poor” in a recent investiga- 
tion conducted in New York. 

There they found a chain of stores selling coffee out of 
the same bin at 26c and at 36c, according as to whether one 
ordered the cheapest or best coffee. Tea out of the same 
canister brought 35 to 70 cents a pound. Split peas whole- 
saling at 4%c a pound sold in two of the stores at 8c a 
pound, and in a third store of the same chain at 9c a pound. 

Now, that is not price maintenance—it is not the same 
thing at the same price to all buyers, and I submit that it 
an infinitely less desirable system from the standpoint of 
the buying public. 

CHAIN STORES, DEPARTMENT STORES, AND MAIL ORDER HOUSES. 

There are three types of great retail institutions which 
are being rapidly fostered. 

One is the chain stores under which is in reality many 
retail stores under a single ownership. Second is the de- 
partment store, which is an, aggregation of stores in various 
lines under one roof, and ‘the third is the mail order house, 
which transacts its business at long range. 

These three types of retailers are absorbing the retail 
market so rapidly that those who have kept watch of the 
tendency are wondering how long it will be before the inde- 
pendent store has been practically eliminated. 

Take the drug line in New York. A few days ago every 
drug store was operated by the proprietor, who managed it. 
Today the drug market there is dominated by a chain of 
stores which have recently been purchased bv the president 
of a chain of cigar stores which stretches from coast to 
coast. 

In Philadelphia, the grocery business is being speedily 
monopolized by chain stores. Notwithstanding the growth 
of the city there are today less than one-half the number of 
grocery stores there that there were five years ago, and 
many are wondering how long it will be before Philadelphia 
is dependent upon a single grocery concern for its food sup- 
plies and what it can buy and what it must pay. 

As to the department stores, they are springing up 
everywhere. Each individual local market is becoming con- 
centrated largely within the department store, and now these 
department stores are themselves being combined into a great 
chain, one—for instance—controlling some fifty of these 
stores, largely dominating nearly fifty of our principal com- 
mercial centers and doing a business of about $100,000,000 
annually. 

Similarly, the mail order houses are absorbing the busi- 
ness. We have, for instance, in Chicago, a single house so 
gigantic in proportion that its 1,200-page catalogue is in every 
third home in the country, and I am told is more actively 
used than the family Bible. This concern uses two tons of 
pins a month to pin its correspondence papers together. 

It owns or controls something like 127 factories, I am in- 
formed, and does a business of nearly $100,000,000 annually. 
Now a concern of such proportions is several times 
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larger than some of the industrial trusts which the Govern- 
ment has sought to dissolve, and | cite this only to show the 
immensity of the retail] market and the power that will come 
to those who succeed in dominating it if such a condition 
is permitted to arise. 

WHY THE MANUFACTURERS ARE HELPLESS. 

Now, the foregoing is probably familiar to many of you; 
but there may be some fresh thought in a consideration of 
the issues involved in the controversy as to the merit of a 
system of resale price maintenance which is favored by almost 
the whole business community. 

Why, if this price cutting hurts them, do the manufac- 
turers permit it to go on, you may ask? 

secause under present law they are powerless to pre- 
vent it. Having sold their goods to others, they no longer 
have any power to control the methods by which they are 
marketed; and the dealers who temporarily own the goods 
are free to do with them as they please, regardless of how 
it injures others, 

That is the technical legal ground as at present inter- 
preted by the Court. Back of it is the assumption that to 
allow manufacturers to exercise any control over resale prices 
would mean high prices, and the further assumption that cut 
prices mean bargains and savings to the people, and there- 
fore are demanded on grounds of public policy. It is also 
contended that the freedom of the market demands that there 
be no control by manufacturers after they have sold their 
goods. R 
Let me quote from the recent report of Secretary Red- 
field, where he discusses the pros and cons of the matter. 

“Some men, well informed, argue that the fixing of retail 
prices under conditions where competition in manufacture 
exists, tends to promote competition. Others say that the 
refusal to promote the fixing of retail prices tends to 
monopoly, because in the cut-throat competition certain to 
follow, obviously the stronger competitor will survive and 
may eventually have the business in his own hands, for the 
law forbids the making of agreements to maintain prices 
and under these circumstances the weakest must go to the 
wall.” 

LOUIS D, BRANDEIS: SELLING THE CONSUMER’S BIRTHRIGHT FOR A 
MESS OF POTTAGE. 

Again, let me quote that champion of the. people’s rights, 
Mr. Louis D. Brandeis, who says in a_ recent article in 
Harper's Weekly: 

“Americans should be under no illusion as to value or 
effect of price cutfing. It has been the most potent weapon 
of monopoly, and means of killing the small rival, to which 
the trusts have resorted most frequently. It is so simple, so 
effective. Far-seeing organized capital secured by this means 
the co-operation of the short-sighted unorganized consumer 
by his own undoing. Thoughtless or weak, he yields to the 
temptation of trifling, immediate gain; and selling his birth- 
right for a mess of pottage becomes himself an instrument 
of monopoly.” 

Again, I would like to refer to.the case decided in De- 
cember by the Supreme Court of the State of Washington, 
and I emphasize the point that this decision has been handed 
down since any of the decisions by the United States Su- 
preme Court on this question. The Washington court says: 

“It will not do to say that the manufacturer has no in- 
terests to protect, by contract, in the goods after he has sold 
them. They are personally identified and morally guaranteed 
by his mark and his advertisement.” 

WHY STANDARDIZED PRICES CAN NOT BE SET HIGH. 

Let us meet the charge now that if makers are allowed 
to set the retail prices, that the prices will be set high. 

An intelligent examination of the situation disproves 
this, not only in theory, but in fact. 

The maker’s object is to get a wide consumption for his 
goods—he wants a big sale—he wants the benefit of the 
lowered cost of production which results from extensive man- 
ufacturing operations. It must be understood that the 
manufacturer does not receive the retail price. He sells to 
the wholesaler or to a retailer. Nobody questions, of course, 
his right to say at what price he will part with his goods 
to the next man. The controversy comes over his right to 
say what the next man shall charge the consumer. In other 
words, it is a question as to whether the manufacturer of a 
trade-marked product which the public demands on account 
of his trade-mark, shall say how much profit the retail dealer 
shall make on that product. Naturally, he will not overpay 
the retailer, because that would mean an unnecessarily high 
price to the consumer and a restricted consumption. Fur- 
thermore, it would provide an opportunity for some one else 
to come in and set a lower price and get the business. In- 
stead of that, his object will be to set the lowest price which 
will enable the merchant to sell the goods and have a living 
profit. ‘ 

\fter Mr. Ingersoll’s address, David Halstead, 


chairman of the Entertainment Committee, made his 
report, announcing the different features of entertain- 
ment that had been arranged. 









REPORT OF ENTERTAINMENT COMMITTEE, 

The Entertainment Committee begs leave to an- 
nounce that provisions have been made for plenty of 
entertainment and recreation for all delegates and 
guests while in attendance at this convention. 

In order to have our plans carry successfully it 
will be necessary to have the co-operation of every 
one, and we sincerely trust that all will endeavor to 
be present at the numerous functions. 

A card party has been arranged for the ladies this 
afternoon in this hotel. Six very handsome prizes 
have been furnished by our Association and we trust 
that all the members of the wholesalers’ and manufac- 
turers’ associations will see to it that the ladies who 
are with them, take part in this function. The card 
party is in charge of Mr. George H. Harper, member 
of the Entertainment Committee. We would like 
to have all who intend to be present meet at 3 o'clock, 
so that play can begin promptly at 3:30. This will 
also give the ladies an opportunity to become ac- 
quainted, which will mean that during their stay in 
Atlantic City they will attend without embarrassment 
all the other entertainments we have arranged for 
them. 

This evening there is to be a theatre party at the 
Apollo Theatre. There will be reserved seats. Take 
any seat you wish that is vacant. The doors will open 
at 8 o'clock. The curtain rises at 8:20. The orches- 
tra will play for you before the curtain rises, so that 
the time will pass quickly and pleasantly. Those de- 
siring front seats should enter the theatre early. The 
performance is “Wall Street Gets Potash and Perl- 
mutter.” The theatre party is under the direction 
of Mr. Arthur B. Birge, member of the Entertain- 
ment Committee, who will answer any questions re- 
garding the theatre party. Please don’t forget your 
tickets. 

Tomorrow afternoon there will be a roller chair 
ride for the ladies which will start from in front of 
this hotel at 3:30. This is under the supervision of 
Mr. Edward C. Griswold. 'n addition to this chair 
ride each lady in attendance, at this convention will 
be furnished with a book of coupons for chair riding. 
These coupons are not to be used for the roller chair 
ride tomorrow afternoon, but at any other times dur- 
ing their stay while in Atlantic City. 

On Thursday night there is to be a ball under the 
direct supervision of Mr. George H. Harper, member 
of the Entertainment Committee in the ball room of 
this hotel. 

Those who do not dance are especially requested to 
be present, so they may rescue some of the ladies 
from some of our men members who think they can 
dance. é 

There is always something to enjoy during a dance, 
whether you participate or only look on. Therefore, 
we hope for a large attendance. 

The convention adjourns Friday non, but for those 
who stay over we have arranged to have music after 
8:30 in the ball room of the hotel, and those who feel 
disposed are free to dance and those who want to 
listen to the music only will have an opportunity to 
do so. 

There may be some of you here who have some: 








O an- 
ity of 
$s and 


ly it 
every 
‘or to 


s this 
»rizes 
trust 
ufac- 
who 
card 
mber 
like 
‘lock, 
will 
- ac- 
ly in 
ment 
tor 


the 
Take 
open 
hes- 
that 
de- 
The 
erl- 
tion 
ain- 
re- 
our 


lair 
of 
of 
lair 
vill 
ng. 
air 
ur- 








thing in mind that you would like to do during the 
convention, such as fishing, swimming, sailing, golf, 
play pool, have a shore dinner, etc., that would be 
arranged for by seeing Mr. Frank G. Drew, member 
of the Entertainment Committee, who has charge of 
the special forms of entertainment, such as above 
mentioned. We trust that you will not hesitate to 
keep him busy during the time you are in attendance. 

This was followed by the introduction of Fraternal 
Delegates, who spoke briefly in the order named: 

William H. Matthai, president of the American 
Hardware Manufacturers’ Association; John Donnan, 
secretary of the Southern Jobbers’ Association ; James 
Hardy, secretary of the Canadian Wholesale Hard- 
ware Association, H. W. Strong of the National Sup- 
ply and Machinery Association, and A. E. Towne, as- 
sistant secretary of the National Retail Hardware As- 
sociation. , 

A. H. Chamberlain then announced the demise of 
Richard R. Williams and referred in touching terms 
to the splendid work that had been done by this grand 
old man of the hardware trade press. As a mark of 
respect the entire audience stood in silence for a mo- 
ment. 

The session adjourned at 1 P. M. 

WEDNESDAY AFTERNOON SESSION. 

The first business session was called to order by 
President Bihler at 2:30 P. M., Wednesday, and was 
an executive session. The report of the Executive 
Committee was read, which was followed by an inter- 
esting discussion of some of its features. 

President Bihler then announced the names.of those 
who were to serve on the Nominating and Resolutions 
Committees. 

This was followed by a discussion on the subject 
of “What Steps May This Association Take to Have 
Manufacturers Avail Themselves of Their Rights and 
Privileges Under the Law and Under the Decision in 
the Cream of Wheat Case Concerning Price Cutting?” 

The general -epinion was that anything that the 
wholesaler was in position to do in assisting the man- 
ufacturer in maintaining fair resale prices should be 
done. 

The Membership Committee then rendered its re- 
port, followed by the report of the Transportation 
Committees, both of which gave information as to 
what had been accomplished during the past year 
with respect to these matters. 

The next order on the program was a discussion on 
“Cash Discount and Selling Terms.” Many of the 
members took part in this discussion and the con- 
census of opinion seemed to be that wholesalers for 
their own sake as well as for the retailers’ should be 
more strict in enforcing terms of sale. 

The report of the Press Committee was then made, 
followed by a discussion led by E. D. Adams of Drake 
Hardware Company, Burlington, Iowa, on “Relation 
of Price on Standard Full Packages and on Broken 
Packages.” It was, brought out that some wholesalers 
were adding needlessly to their cost of doing business 
by not making an extra charge for breaking packages, 
and were thereby not only injuring themselves but 
were actually harming others. 

An interesting discussion followed on “Auto Sup- 
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plies and Their Relation to the Wholesale Hardware 
Business.” 

The fact that by far the largest portion of auto 
supplies are being sold by retail hardware dealers 
makes this line a very suitable one for the wholesaler 
to carry, and many members stated that they had made 
a success of the line. 

After listening to the report of the Grievance Com- 
mittee, the meeting adjourned at 4:30 P. M. 

THURSDAY, OCTOBER 14. 

The Thursday morning session was devoted to a 
discussion of the problems connected with salesman- 
agement. The convention was called to order at ten 
o'clock and President Bihler introduced Chris. Haw, 
of Haw Hardware Company, Ottumwa, lowa, who 
spoke on “Salesmanagers’ Problems,” as follows: 

ADDRESS OF CHRIS. HAW. 


This topic is one of such importance that I hesitated to 
accept the invitation to speak upon it. 

My treatment of this subject must be from the stand- 
point of my business experience for the past forty-five years, 
under the conditions of a limited territory, and limited vol- 
ume of business. Therefore my viewpoint must necessarily 





Chris Haw, 
Haw Hardware Company, Ottumwa, lowa. 


be different from the salesmanager’s problem of a manufac- 
turing concern, or that of a large jobber doing a national 
or interstate business. 

My good Methodist mother taught me in early life to 
speak from experience regarding all relations of life, and 
such as I have I bring to your thought for comparison with 
those of wider experience. As a local jobber, let me briefly 
outline the conditions under which our salesmen and sales- 
managers have to work. For an illustration we will drive 
a picket pin at Ottumwa, Iowa, or if you please, at Des 
Moines, Iowa, and from this point with a three hundred mile 
tape line form a circle. Within this circle we find the_fol- 
lowing jobbing centers: St. Paul, Minneapolis, Sioux Falls, 
Sioux City, Omaha, Lincoln, St Joseph, Atchison, Leaven- 
worth, Kansas City, St. Louis, Quincy, Indianapolis, Peoria, 
Chicago, Milwaukee, and for good measure thirteen local 
houses in Iowa. We are bombarded on the north and west 
by sixteen-inch guns, on the south and east by the cavalry 
troops. St. Louis, Chicago and Milwaukee fly over our heads 
in Zeppelins and aeroplanes, and wound us by day and 
make the nights hideous with their bombs. Milwaukee 
tries to beguile us with its “FAMOUS” record. St. Louis 
cuts and slashes with “Keen Kutters” and “Diamond Edges.” 
Chicago’s methods are not “over-virtuous, Begorry.” 
(O. V. B.) 

Our local competitors at Des Moines are “Capital” fel- 


lows, an “I. O. A.” product, but they draw keen sabers and 
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buzz around and sting like bumble bees. Waterloo is “Easy” 
and belongs to the “Sharp Shooters” that never sleep. It’s 
made Cutler's hair gray. It’s a crown, not of glory, but 
honor. 

Brother Adams, from the Mississippi River, is a near 
relative of the first Adam with the same propensities to raise 
Cain with a big D—m it. 

Omaha believes “Wright” is might, but Sioux City can 
take three “Knapps” a day and beat them to it. Lord Nelson 
in his Fort—Dodges the Turks from Treadway’s Court. 
Quincy makes a noise with a tin “Tenk.” 

To choose a battleground in the center of this circle of 
wonderful activity and competition requires that we dig our 
trenches and lay our mines with skill and care, and the sales- 
men’s and salesmanager’s job is no picnic. It would be un- 
profitable except for the fact that within this three hundred- 
mile circle are other conditions that make it the most exten- 
sive and intensive field of business activities viewed from an 
agricultural, manufacturing and jobbing standpoint—one that 
is not equalled or excelled by any like territory on the face 
of the planet. 

Iowa in 1914 produced over $200,000,000 in corn and a 
total soil production of grain and fruit of $465,152,000. Her 
value in poultry and its product is greater than the gold pro- 
duction of Alaska. Add to this her dairy, stock and mining 
interests which give the state an annual income of nearly 
one billion dollars. The other states, Missouri and Illinois, 
are about equal or surpass us in their total net incomes. Min- 
nesota and Wisconsin add their immense wealth and this 
completes our business circle that challenges the world for 
its equal in business activity and enterprise. 

lf you are skeptical as to our claims, vote your next An- 
nual Convention to Iowa and we will “show you” in Mis- 
souri fashion, the “Pure Gold” facts. There will be no roll- 
ing sea and board walks, and— and— but that which sur- 
pass it, “God’s out-of-doors.” 


PROFESSIONAL SALESMANAGER NOT SUITABLE FOR LOCAL JOBBER. 


Our conditions as above outlined will suggest to your 
minds the problems our salesmen and salesmanagers have to 
contend with in order to secure the pot of gold at the end 
of the rainbow, after which we are all chasing. The “expert” 
or “professional” salesmanager does not fit our conditions. 
They doubtless are helpful and profitable under some condi- 
tions, but their fine-spun theories, written on a mahogany 
desk and inspired by a big salary are like the spider’s web 
under a microscope, beautiful and interesting in formation, 
but useful only to suggest to our ladies a new pattern for 
crochet work. 


BUYERS PREFERABLE* AS SALESMANAGERS FOR LOCAL HOUSES. 


My experience has taught me that for local jobbers, the 
salesmanagers should be buyers. Our business is limited, 
but we employ four buyers, and they handle our sales 
jointly. Each man is chosen for and given the lines that 
he likes and is interested in, and is put in competition with 
all the other buyers to make a record for his department 
as to profit and all other items that enter into a profitable 
and safe business, such as buying goods suitable to the ter- 
ritory, keeping the stock free of obsolete and unsalable goods 
and many other details that suggest themselves to your mind. 

The problems that these men have to contend with are nu- 
merous, varied, and perplexing, but all center in and around 
one great problem, namely—‘How to market the goods from 
a jobber’s warehouse to the retail merchant on a profitable 
basis.” The jobber at strategic points is a necessity as is 
also the retailer. Their interests are mutual and must stand 
or fall together. 

They will not fail if conducted on up-to-date busjness 
lines. To meet the ever-changing conditions and demands of 
the day, the jobber with his capital and equipment is the 
servant of the retailer and is entitled to a reasonable reward 
for that service. The days of “trickery” in business are past, 
the successful methods are honest goods, prompt and efficient 
service. 

The salesmanager’s problem is to equalize and harmon- 
ize the difference between jobbers, large and small, and the 
difference between distant and local shipment. Each have 
their advantage and disadvantage. To discuss them in de- 
tail would be wearisome; you all know them. Salesman- 
agers must know them in every detail and pass them on to 
the salesmen. 

SERVICE IS TRUMP CARD OF LOCAL JOBBER. 


We must concede to the large jobbing centers a prestige 
that can not be overcome by any adroit salesmanagement. 
It is human nature to drift to the large centers with large 
stocks and factory warehouses for “pick ups” which enables 
jobbers so located to fill orders complete at prices as high 
and frequently higher than the local jobber. This emphasizes 
the fact that the local jobber’s “trump card” is in high class 
service, larger stocks well assorted, with competent sales- 
men, honest prices on a remunerative basis, all of which is 
to be worked out by the buying salesmanager under the O. K. 
of the man responsible for the management and success of 
the business. 

The salesmanager’s success depends on the support re- 
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ceived by and from all other departments of the’ business 
and they should all be servants and helpmates to the Sales 
Department. The stock men, order clerks, packers, ship- 
pers, porters, bill clerk, price clerks, credit man and book- 
keepers, should all contribute to increase sales by their ef- 
ficiency in prompt service in checking and avoiding mistakes, 
keeping up stock and a multitude of other details that all 
tend to put a business on a high service basis, which brings 
“repeat orders.” 

It is the duty of the business manager to be in the sad- 
dle and round up all departments, to weed out the drones 
and incompetents, to support the salesmanager by giving in- 
formation and advice of general conditions that affect the 
market up or down, to suggest new lines, helpful methods 
and general ideas. 

Salesmanagers should know the cost of doing business, 
house expense, road expense, and every other item that en- 
ters into the expense account. Our method is to give a cata- 
log cost based on factory cost, plus freight, plus the percent 
of house expense figured on the previous year’s record. The 
house expense includes every item except salesmen’s sala- 
ries and their expenses. 


SALESMEN AND SALESMANAGER SHOULD KNOW COST. 


Our salesmanagers and salesmen know that their cata- 
log cost is our net cost for the goods, packed and delivered 
to the transportation company, and that their salary and 
dividends depend on the profit made above catalog cost. 
Salesmen are instructed as to the additional profit their busi- 
ness must show to compensate them and pay dividends. 

This manner of giving cost is an ever present reminder 
to salesmen and salesmanagers that the resale prices fixed 
by some “fossilized” manufacturers would bankrupt jobbers 
if forced to live on the crumbs that fall from their tables. 
The average cost of distribution is well understood. It can- 
not under present conditions and methods be reduced. Man- 
ufacturers should recognize these conditions and fix resale 
prices accordingly, and jobbers should maintain them. 


This was followed by a discussion on “Importance 
of Sales Departments,” after which E. E. Henkle, of 
Henkle and Joyce Hardware Company, Lincoln, Ne- 
braska, spoke on “The Salesmanager and His Duties,” 
as follows: 

ADDRESS OF E. E. HENKLE. 


Your Secretary has requested me to present to this con- 
vention a paper on the Management of Salesmen. A real 
salesmanager for a jobber or manufacturer is as essential 
to the success of the concern as food is to the body; neither 
can exist very long without the other. If there is anything 
wrong with your volume of business you can find out the 
cause from the salesmanager. If he is what he represents 
himself to be he will know, for a real salesmanager should be 
so close in touch with the trade through his salesmen that he 
knows if any part of the machinery is not working smoothly. 

The duties of a Sales Department are unlimited; its in- 
fluence is far-reaching. One of the most important functions 
of the sales department, in the opinion of the writer, is in 
its selection of and its influence with the traveling represen- 
tatives of the concern. The representative of a jobbing house 
more particularly than of a manufacturer has a very heavy 
responsibility. If he does not faithfully carry out the policy 
and instructions of the salesmanager it is very difficult to get 
good results. The salesman of a jobbing house shapes the 
policy of a large percentage of his customers, and it is his 
duty to assist the retail merchant in making his business a 
success. If the salesman is well balanced and of good judg+ 
ment, conscientious and honest, he can assist the merchant 
in divers ways. 

The salesman sells his goods by virtue of the confidence 
the merchant has in him and his house. One is as impor 
tant as the other, excepting that the salesman’s personality 
and presence on the ground will often-times influence a 
merchant for good or bad. 


TRAVELING SALESMEN GREAT ASSISTANCE TO RETAILER. 


We all know that our success depends upon the success 
of our customers. If our salesmen understand it is their 
duty to assist the merchant in the selection of his goods, in 
the arrangement of his store and in the manner of handling 
his customers, they will be of great assistance to the retail 
merchant. A road salesman should be a bearer of news, of 
good cheer, of good ideas, should acquaint one merchant 
with the successful methods employed by another. 

The reason this is so important is thafa large percentage 
of the small merchants do not get away from their places of 
business but a few times a year and some not at all. This 
is likely to get them into a rut. Their stores look all right 
to them, even though the shovels and spades are set in a cor- 
ner, or the display in the show cases has not been rearranged 
or changed for six or eight months, or the windows have the 
same goods in them that they had three months ago. Most 
any salesman can suggest a change or rearrangement of a 
store to a merchant, and the salesman is one of the few 
men he would take this advice from. He trusts him and 
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realizes that the suggestions are for his benefit. Where a 
merchant is not of such a temperament that this can be done 
without offense, a salesman then can suggest the rearrange- 
ment of a stock by straightening up a few boxes, while his 
customer is engaged with his trade. After a salesman has 
left the store Mr. Merchant begins to wonder why he did it, 
and a great many times realizes for the first time that the 
stock is not well arranged or neatly kept and needs atten- 
tion. 
INTRODUCING NEW LINES. 

In introducing new goods a salesman should be extremely 
careful and only ask the merchant to buy what he feels sure 
he can sell in a reasonable time. He should not hesitate to 
offer new goods that a salesmanager has bought for him, as 
it is a rare occasion that a salesmanager will place goods in 
stock without merit. 

A salesman of a jobbing house could be of great assis- 
tance in preventing catalog houses from getting a start in cer- 
tain localities by talking with his customers and suggesting 
a readjustment of prices on certain lines of goods. He 
should be interested in a merchant selling his goods at a 
profit but not at a price that will invite catalog competition. 
It is up to the salesman to put new ideas and enthusiasm 
in the mind of the merchant, keep him posted on what the 
country is doing and what his neighbors are doing. A mer- 
chant who will confide“in the salesman and take him into his 
confidence will derive a great deal of benefit from a good 
heart to heart talk. 

HOW SALESMANAGER MAY INCREASE EFFICIENCY OF HIS MEN. 


It is the duty of the salesmanager to put these thoughts 
into the minds of the salesmen, point out the advantage that 





E. E. Henkle, 
Henkle and Joyce Hardware Company, 
Lincoln, Nebraska. 


they will derive from the interest taken in their customers. 
The earnest, conscientious salesman today is the most valu- 
able asset the jobber and retail merchant has. 

One of the evils I think the salesmanager is responsible 
for is in cutting down the salesmen’s territory. Some sales- 
men see their trade every week; a large share of them every 
two weeks, and in very few territories every three weeks. 
It is my judgment that this is entirely unnecessary and adds 
to the expense of doing business without the proper return. 
It is true that this has been brought about by competition, 
but the man who makes a one-week territory can only cover 
a certain number of towns, and a house to cover its territory 
must necessarily employ a great many more salesmen than 
when they were making a three or four weeks’ trip. The op- 
portunities for getting mail business on the small territory are 
very limited. A few years ago when we were covering the 
territory in three and four weeks we had a much larger pro- 
portion of mail business than we have today; it saves a sales- 
man’s expenses and salary for the house to get a mail order. 

We have spent hundreds of thousands of dollars in print- 
ing and distributing elaborate hardware catalogs for the pur- 
pose of getting mail orders, and then we destroy our chance 
of getting them by not giving our customers an opportunity 
to send mail orders to us. I think this is a great mistake 
and one that should be given a good deal of thought and con- 
sideration. I would like to see the territory extended to 


where a salesman would call on his trade not oftener than 
once in three weeks. 
THE MATTER OF PRICE. 

There are a number of little economical methods that a 
sales department can employ in gaining time and avoiding 
trouble. One of these that we have found to work quite 
successfully is to have our salesmen leave their orders un- 
priced. We also try to get our salesmen to educate their 
trade not to ask a price. At first this would seem impossible, 
but it is not, and there are good reasons why it is not. One 
is that the average merchant who buys goods from a regu- 
lar salesman has confidence in him and also in his house. 
A merchant who is successful knows there isn’t a big differ- 
ence in prices between the various houses. He also is aware 
that the salesman or the house could not take advantage of 
him in prices and expect to hold his business. Furthermore, 
the merchant today realizes more fully than ever that a job- 
bing house is vitally interested in his success and is giving 
him every advantage possible to help him prosper, as the 
merchant’s success is the jobber’s success, and one cannot 
grow without the other. For these reasons it is not a diffi- 
cult task to convince a merchant that it is a waste of time 
to look up the prices on every item and a salesman will avoid 
the unpleasant argument over quality and price. It is my 
opinion that this is very important, as it saves the long argu- 
ment that often follows where there is a difference of opinion, 
and gives the salesman the opportunity of selling more goods 
and introducing some new items that otherwise he would 
not have the time to do. A concerted action along this line by 
all the houses seems very important, and I feel quite sure it 
would produce good results. 

There is another subject that occurs to me which should 
have some consideration. Today a great many traveling 
salesmen call on their trade by automobile. There is no 
doubt but what the salesman can make more towns to a 
better advantage with an automobile than on the train. The 
question is, will they? We know that a great many do and 
we know a great many do not. There is a great tempta- 
tion for a salesman who has an automobile to pick up an- 
other salesman and make their trip together. If our sales- 
man has two or three men to call on and the other man, 
one, he is worrying about not getting out, or our salesman 
is hurrying because he is holding him, and the temptation 
is very strong for him not to wait for the merchant who 
will be back in thirty minutes or who is busy with a customer 
and who has told him there is nothitg he wants. The sales- 
man is inclined under these circumstances to take that as an 
excuse and save a little time. We know that a merchant sel- 
dom ever wants to buy. It is a good deal like a salesman calling 
up a customer by telephone—he is quite sure that a mer- 
chant will tell him not to come—there is nothing he wants 
UTILIZING TRAVELING SALESMEN’S TIME ONE HUNDRED PERCENT. 

One other element of danger in traveling in an automo- 
bile is that the average territory is about the same as it was 
before. It is not an easy matter for a house to readjust their 
territory every time a man starts with an automobile. If he 
has a week’s trip before he gets the machine and he makes 
the one week’s trip in four days instead of five, he feels that 
he has done his duty, covered his territiry and is entitled to 
the time he has saved and goes home or does something else 
that does not pertain to the business of his house. With the 
increased cost of doing business and the constant decrease 
of profits it is very essential that every jobbing house 
should employ every economical method of selling goods 
they can, and to get the most efficient service from their 
salesmen. The facts are that the average house today is 
losing a day or day and a half out of every week. When 
this is multiplied by the number of men you employ on the 
road and again by the number of jobbing houses on the ter- 
ritory the waste is something appalling. We are not get- 
ting much more than 85 percent of the service that we pay 
for from our traveling salesmen. 

We have given this a good deal of thought and study 
and have endeavored in various ways to get a larger portion 
of our salesmen’s services each week, and in a measure we 
have met with success, but not anywhere near 100 percent. 
I think that if each salesmanager would take this subject up 
and give the balance of us the benefit of his experience and 
tell us his methods, we would all work for the same end, 
and it would be much easier to accomplish this, but it is 
impossible for one house to get their salesmen to work Fri- 
day afternoon and Saturday and get out early Monday morn- 
ing if the other houses on their territories do not demand 
the same. In other words, one house in a territory can de- 
moralize things in this respect for all the others. If we 
cannot reduce our expenses let us get more work out of our 
salesmen. If they will give us six days work each week, 
we can increase our profits. 


The session then discussed “How to Make Every 
Employe a Sales Factor,” and “The Essential Char- 
acteristics of a Successful Salesman,” after which C. 
D. Alexander, of Emery-Waterhouse Company, Port- 
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land, Maine, spoke on “Hardware Pricing,” in which 
he discussed some of the many important factors that 
enter into the proper pricing of hardware. 

Some time was spent in discussing the cost of sales- 
men in proportion to the total business transacted by 
them, and the methods that would secure full coopera- 
tion between the House and its salesmen. 

The Question Box was then taken up and the fol- 
lowing subjects were discussed in a manner that 
showed general and intense interest in the problems 
presented : 

SALESMANAGERS’ QUESTION BOX. 

1. What are the requisites for a successful sales- 
manager ? 

2. How much responsibility should a salesmanager 
assume ? 

3. Can one expect to be a successful salesmanager 
without road experience? 

4. Is house or inside training of value to a road 
salesman ? 

5. Should a road salesman have costs? 

6. Should a road salesman collect accounts and 
adjust claims ? 

7. Do we interest road salesmen enough in the 


/ 
house management or details for them to have an in- 
centive to become manager or principal themselves ? 

8. Can we not interest salesmen and get their as- 
sistance in correcting the “Returned Goods” evil ? 

9. Is a catalog a paying investment for a house 
whose volume of business is one million or less? 

10. Is it wise to permit manufacturers to give a 
bonus or special commission to our travelers? 

The session adjourned at 12:45 P. M. 


THURSDAY AFTERNOON SESSION. 

The Thursday afternoon session, which was called 
to order at 2:15 P. M., was devoted partly to a discus- 
sion of the report of the Special Committee on Cost of 
Doing Business, which was rendered by R. H. Tre- 
man, of Treman, King and Company, Boston, and J. 
E. Baum of Supplee-Biddle Hardware Company, 
Philadelphia, and during which a chart was exhibited 
and explained showing statements of selling expense. 

This was followed by a discussion regarding various 
methods of allowing for depreciation in value of slow 
selling stocks on hand, after which some time was 
given to the subject “In What Respect Is the Cost of 
Handling Merchandise Shipped From Factory Less 
Than That Shipped From Stock?” 

The meeting adjourned at 3:15 P. M. 

METAL BRANCH HOLDS FALL MEETING. 

Immediately upon adjournment of the regular ses- 
sion the Metal Branch of the National Retail Hard- 
ware Association held its Fall Meeting, with W. H. 
Donlevy, the chairman, presiding. 

The Committee to Improve the Quality of Base 
Plate rendered its report, which was followed by a 
discussion on “Is there a Natural Territory to Which 
Distributors Should Confine Themselves ?” 

J. I. Andrews, of the American Sheet and Tin Plate 
Company, Pittsburgh, then delivered an address on 
“The Business Outlook,” which was full of instruc- 
tive points. 

The present condition of the galvanized sheet metal 








market was another subject that came up for discus- 
sion. 
After considering the following questions the meet- 
ing was adjourned: 
QUESTION BOX. 
1. Along what lines can the Metal Branch best con- 





W. H. Donlevy, 
Chairman Metal Branch, 
National Hardware Association. 


tinue its work of increasing the popularity of Terne 
Plates and Sheet Metals as Roofing Materials? 

2. How can Distributors help to improve the Qual- 
ity of Terne Plates and Sheet Metals? 

3. On what basis should Inventories be figured ? 

4. What is the cost of handling mill shipments ? 

5. What are the best methods. of advertising for 
the manufacturer and for the jobber? 


FRIDAY, OCTOBER 15. 

At the Friday morning session, which, like all the 
preceding ones,-except that on Tuesday forenoon, was 
an executive meeting, the Committees on Heavy Hard- 
ware, Fraternal Relations, and Auditing made their 
reports, after which George T. McIntosh, secretary- 
treasurer of the National One-Cent Letter Postage 
Association, delivered an address on the movement in 
which he was engaged. 

This was followed by a discussion on “Price Pub- 
licity,” in which the various methods of furnishing 
the retailer guidance as to prices on the articles shown 
in catalogs were thoroughly considered. The discus- 
sion was led by W. D. Taylor, of the George Worth- 
ington Company, Cleveland, Ohio. 

The Fire Prevention Committee then made its re- 
port, followed by a discussion on “Methods of Reduc- 
ing the Abuses in Connection with the Return of Mer- 
chandise.”’ 

The Nominating Committee's report was presented, 
followed by the election of officers with this result: 
recommending that all the officers and H. August 
Luedke and R. H. Treman, the two members of the 
Executive Committee whose terms had expired, be re- 
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elected, so that the administration for the coming year 
will be as follows: 

President—A. J. Bihler, of James C. Lindsay Hard- 
ware Company, Pittsburgh. 

First vice-president—Brace Hayden, of Dunham, 
Carrigan and Hayden Company, San Francisco. 

Second vice-president—C. A. Knapp, of Knapp and 
Spencer Company, Sioux City, Iowa. 

Secretary-treasurer—T. James Fernley, Philadel- 
phia. 

The Executive Committee—Harry L. Doten, of Aus- 
tin and Doten, Boston; H. August Luedke, of John 
Pritzlaff Hardware Company, Milwaukee; F. A. Heit- 
mann, of F. W. Heitmann Company, Houston, Texas; 
R. H. Treman, of Treman, King and Company, Ithaca, 
New York; J. B. Silliman, of Blish, Mize and Silli- 
man Hardware Company, Atchison, Kansas, and A. H. 
Decatur, of Decaturand Hopkins Company, Boston. 

Thus ended the twenty-first annual convention, and 
it was the universal opinion that the work accom- 
plished would redound to the benefit of the entire hard- 
ware trade. 


a> 
oo 


PUSH SALES OF OIL CANS NOW. 





With the coming of fall, the long evenings bring 
into greater use all sorts of artificial light, and the 
hardware dealer who is alive to his 
opportunities, therein finds a means by 


a 


Mem which he can increase his sales, not 


> 


only of oil lamps, but of gasoline light- 
ing systems, and thereby of supplies 
for same, all of which means extra 
profits for him. The fact that many 
farmers today’ have gasoline engines 
oa which they use for feed grinding, 
Oil Can. wood sawing, in the dairy or in the 
laundry, and for many other purposes makes it neces- 
sary for them to buy gasoline in much larger quanti- 
ties than was formerly the case, and here again greater 
sales opportunities present themselves to the hard- 
ware dealer, because in most of the states there are 
laws which provide for special cans in which to carry 
and store this liquid. The Wheeling Corrugating 
Company manufacture a large line of cans for all 
kinds of volatile oils, all of which are said to comply 
in every respect with these laws and which, therefore, 
the dealer can safely offer to his customers. The ac- 
companying illustration shows one of these cans which 
is equipped with a heavy handle, attached to the body, 
besides the regular bail handle on top also with large 
opening with screw for filling and a screw cock spoui. 
For full information about these oil and gasoline cans 
dealers should write to the Wheeling Corrugating 
Company,.Wheeling, West Virginia. 








PATENTS COMBINED VACUUM WASHING AND 
WRINGING MACHINE. 





Shrewsbury B. Miller, Fairmont, West Virginia, 
has secured United States patent rights, under num- 
ber 1,155,946, for a combined vacuum washing and 
wringing machine described*in the following: In a 
washing machine, the combination with an air-tight 
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receptacle, of means for producing a partial vacuum 
within said receptacle, a movable clothes supporting 
member mounted within said receptacle having a ret- 






wae { 
830 id 


fhe a Bae 








=~ sss Fee 











iculated clothes supporting surface upon its upper 
side, and means for operating said movable clothes 
supporting members. 


FRUIT AND LARD PRESS AND SAUSAGE 
STUFFER. 


Many housewives have expressed dissatisfaction 
about the method in which most household fruit and 
lard presses are 
fastened down for 
use often requiring 
a mechanic. This 
undesirable feature 
is said to be entire- 
ly overcome in the 
New Standard 
Fruit and Lard 
Press and Sausage 
Stuffer, manufac- 
tured by the New 
Standard Hard- 
ware Works, 
Mount Joy, Pennsylvania. This press, which 
is shown in the accompanying illustration, is composed 
of two positive table clamps which are cast integral 





New Standard Fruit and Lard Press 
and Sausage Stuffer. 


with the main base and which fasten the press to the 
table. The press has an angle base which is said to in- 
sure perfect drainage and also to prevent the press 
from twisting off the table while being used. This is 
due to actuating the pressure at an angle different than 
the surface to which the press is attached. The cap 
is perforated and has a bottom so that it may be 
easily refilled without contents dropping out or scat- 
tering over the press. All parts are guaranteed rust 
proof and are said to be easy to get at. For further 
particulars, dealers should write to the New Standard 
Hardware Works, Mount Joy, Pennsylvania. 


* 
+o 


It is good business for the hardware dealer to al- 
ways keep the decks clear as far as paying accounts 
due is concerned. If he includes this among his poli- 
cies he is going to make himself a better merchant. 





Every good merchant insists on paying his bills wher 
they fall due, and because of his policy in this respect 
he insists on getting his own money promptly. This 
keeps the business on a good, sound basis always, im- 
proves his credit standing, and gives him a reputation 
for straight business dealings among all his associates. 
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WILLIAM H. MATTHAI, 


Retiring President American Hardware Manufacturers’ Association. 
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American Hardware Manufacturers 
in Convention 








The twenty-eighth convention of the American 
Hardware Manufacturers’ Association was held Octo- 
ber 13, 14 and 15, 
in the Marlborough- 
Blenheim Hotel, At- 
lantic City, New 
Jersey, and was at- 
tended by the largest 
number of delegates 
in the history of the 
Association. The 
weather was _ glori- 
ous. In fact, the 
members are to be 
complimented on 
their devotion to the 
convention business 
instead of being out 
on the famous Board 
Walk in the beauti- 
ful sunshine. 

Handsome _ white 
silk badges printed 
in gold were provid- 
eded for the dele- 
gates, their ladies 





Convention Badge. 
and guests, giving the name, the company or firm rep- 
resented and business address, as shown in the ac- 
companying illustration. 


The enthusiasm and interest manifested were re- 
markable, and many were the expressions that this 
was the most-successful convention in the history of 
the Association. 

The officers and members of the Executive Com- 
mittee who served the Association during the 1914- 
1915 term follow: 

President—William H. Matthai, Baltimore, of the 
National Enameling and Stamping Company, New 
York City. 

First vice-president—Charles J. Graham, of Graham 
Nut Company, Pittsburgh. 

Second vice-president—Frank Baackes, of Amer- 
ican Steel and Wire Company, Chicago. 

Third vice-president—Frederick H. Payne, of 
Greenfield Tap and Die Corporation, Greenfield, Mas- 
sachusetts. 

Executive Committee—B. A. Hawley, of Russell 
and Erwin Manufacturing Company, New Britain, 
Connecticut, chairman; Charles E. Bishop, of George 
H. Bishop and Company, Lawrenceburgh, Indiana; A. 
W.- Bowman, of Atlantic Screw Works, Hartford, 
Connecticut; William D. Disston, of Henry Disston 
and Sons, Incorporated, Philadelphia ; John L. Haines, 
of Jones and Laughlin Steel Company, Pittsburgh; 
Frank Harrison, of the Gulf States Steel Company, 


Birmingham, Alabama; Robert P. Jones, of the Clyde 
Cutlery Company, Clyde, Ohio, and Fayette R. Plumb, 
of Fayette R. Plumb, Incorporated, Philadelphia. 


The Advisory Board, which is composed of former 
presidents of the Association, consisted of the follow- 
ing: Julius C. Birge, of Ames Tool and Shovel Com- 
pany, and Seymour Manufacturing Company, St. 
Louis, Missouri; F. S. Kretsinger, of American Fork 
and Hoe Company, Evanston, Illinois; Charles W. 
Asbury, of The Enterprise Manufacturing Company, 
Philadelphia ; Honorable Robert Garland, of Garland 
Nut and Rivet Company, Pittsburgh; G. H. Jantz, of 
American Wringer Company, New-York City; P. B. 
Noyes, Oneida Community, Limited, Oneida, New 
York, and Nelson A. Gladding, of E. ‘G.,Atkins and 
Company, Indianapolis. 

WEDNESDAY, OCTOBER 14. 

The opening session on Wednesday forenoon was 
held in conjunction with the National Hardware As- 
sociation and was called to order by A. J. Bihler, pres- 
ident of that organization. The large Blenheim ball 
room was comfortably filled with wholesalers, manu- 
facturers, their ladies and others interested in the 
hardware business. 

After Charles J. Graham, vice-president of the 
American Hardware Manufacturers’ Association, had 
led the singing of “God Bless Our Native Land,” the 
Reverend John R. Davis, D. D., pronounced the in- 
vocation and then delivered an inspiring address which 
by vote was ordered published in pamphlet form for 
distribution. 

President A. J. Bihler, of the National Hardware 
Association, then delivered his annual address, which 
was followed by the annual report of secretary-treas- 
urer T. James Fernley of that Association 

William H. Ingersoll, of Robert H. Ingersoll and 
Brother, New York City, spoke on “Standardized Re- 
sale Prices in Relation to the Interests of the Whole- 
saler.”’ 

These addresses and the report of Secretary Fern- 
ley are published in the report of the National Hard- 
ware Association’s convention in this issue of 
AMERICAN ARTISAN. 

President William H. Matthai, of the Hardware 
Manufacturers’ Association and others representing 
wholesale and retail hardware associations of this 
country and Canada, made brief addresses expressing 
their good will and desire to co-operate. The session 
adjourned at 1 P. M. 


WEDNESDAY AFTERNOON SESSION. 
The Wednesday afternoon session was called to 
order at 2:30 P. M. by President William H. Mat- 


thai: Like all the following sessions this was an 
executive one and was held in the West Salariun. 
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CHARLES J. GRAHAM, 


President American Hardware Manufacturers’ Association. 

















President Matthai delivered his annual address 


which was given careful attention: 


ADDRESS OF PRESIDENT WILLIAM H. MATTHAI, 


A year has passed since we last gathered here. From 
the broadest viewpoint I fear it will be impossible to 
say that we come together under happier auspices. The 
world is still plunged deep in all the agony and woe of 
the greatest war it has known in its long and troubled 
history. Nations which even twélve months ago were 
still at peace have since been drawn into the struggle 
and the end is not yet. Eleven out of every eighteen 
human beings are subjects or citizens of the powers at 
war. The killing, the wounding, the capturing are still 
going on upon a scale of which the world heretofore 
never knew. Four or five thousand men are being killed 
every day, and every twenty-four hours 15,000 more are 
either wounded or captured. All or nearly all, it must be 
remembered, in the very flower of their manhood. Tens 
of thousands of square miles of thickly populated coun- 
try have been fought over until their devastation is well 
nigh complete, and still the waves of war roll on. More 
than half the world is giving itself up to the destruction 
of life and property and is working at the task with far 
more zeal and efficiency’than it has usually displayed in 
any peaceable pursuit. 

No one can say when all this will stop. It may be 
speedily, it may not be for months, or even perchance, for 





Frank Baackes, 
Retiring First Vice-President, 
American Hardware Manufacturers’ Association. 


years. No one knows. One man’s guess is worth as 
much or as little as another’s. 

From the more limited standpoint of American business 
men conditions are however vastly better than they were in 
October, 1914. The war was then only but ten weeks old. 
As late as July 22, 1914, all the world except Mexico and 
Albania was at peace, and so far as we business men, occu- 
pied as we were in our own ‘affairs, knew or supposed, was 
likely to continue so for an indefinite period. Thirteen days 
later we saw as it seemed to us that half mankind had gone 
crazy and were cutting each other’s throats and destroying 
each other’s property. We did not know the earth in which 
we lived. We could not tell what would happen next or how 
the most ordinary business of the world would or could be 
carried on. Some of the most usual and most used markets, 
such as our exchanges, were closed tight. Since then we have 
found ourselves, so to speak. We see that when most men 
are smashing things there is double work for those who are 
making them. At present activity is intense in some lines of 
business in this country. When the war began we were 
debtors to Europe, and for a while exchange was so high 
we could not hope to pay what we owed. Now Europe is so 
much our debtor that we can only continue to do business 
with her by taking her note instead of cash, as we have just 
done to the tune of half a billion dollars, and we have done it 
without in the slightest degree disturbing our markets or 
contracting our home credits. 

I have no wish to be understood as saying that business 
conditions are universally or even generally satisfactory. I 
do not think they are. It is hardly possible that they should 
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be. All I want to emphasize is that in most lines they are 
far better than when we were last together. There is always 
need for caution, and in such a colossal crisis as that through 
which we are passing the call for caution is trebly impera- 
tive. With the world turned topsy turvy, anything may 
happen and may happen quickly, too. Various incidents have 
showed us that at any moment our rights, our interests, or our 
honor may become involved. Fortunately the possibility of 
any such catastrophe is now far more remote than it has 
been at any time since the beginning of last February. Still, 
when men are shooting at each other, by-standers are in dan- 
ger. A wise by-stander does not stand by any longer or any 
closer than he is forced to, but in proportion to the amount 
of shooting which is now going on, this globe of ours is very 
small place after all, and the most prudent of by-standers 
cannot be sure that he will always keep out of range. 


WAR HAS STOPPED IMMIGRATION, 


Apart from such serious possibilities, the war is chang- 
ing so many things in so many different ways that it is hard 
to forecast what the effect on the business and industry of 
this country will be. It alters and disarranges conditions in 
all sorts of ways. In the twelve months before the war began 
the net addition to our population by immigration from 
abroad was over seven hundred thousand. That meant seven 
hundred thousand more people to house, to feed, to clothe, 
with the consequent increased demand for the things which 
go to house, to feed and to clothe. Since August, 1914, the 





Frederick H. Payne, 
First Vice-President, 
American Hardware Manufacturers’ Association. 


additions to our population have been practically nothing, 
other than those from natural increase and that is not what 
it used to be. What effect will. this cutting off of immigra- 
tion have on business? Will it be for good or ill? I am not 
talking or thinking of remote consequences, social or political, 
but merely of its immediate effect on business. 

COUNTRY SHOULD BE READY FOR ALL EMERGENCIES. 


We are face to face with new taxation in some form and 
business is always particularly sensitive to that possibility, 
and usually moves cautiously until it knows what the added 
burdens are to be and how they will be adjusted. The war 
bas so reduced our imports that our customs revenue is far 
below our needs. Nevertheless, the call for increased, per- 
haps for greatly increased, expenditure is strong. The last 
fifteen months have taught that the sword cannot be beaten 
into the plough-share and the spear into the pruning hook, 
unless the lamb is entirely willing to lie down inside the lion. 
Many, probably most, of our people feel that we should be 
better prepared to defend ourselves against attacks. The 
business of getting ready to fight is, however, costly every- 
where, and in the past has been, in proportion to what we 
have gotten for it, far more costly for us than for anybody 
else. Almost certainly we will have to face increased Fed- 
eral taxation. Just what form it will take, we do not yet 
know. All or nearly all taxes, however, are burdens on busi- 
ness and tend to obstruct its. flow and lessen its volume. Of 
course some are far more burdensome than others, and may 
have far less incidental and compensatory advantages. Never- 
theless, speaking for myself alone, for I have no right in such 
a matter to assume to speak for others, I wish to say as 
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F. D. MITCHEL, 


Re-elected Secretary-Treasurer American Hardware Manufacturers’ Association. 

















hatically as I can, that I believe we should put this coun- 
in a condition in which it can defend itself, no matter how 
ijiden and unexpected the attack upon it may be. 


WHAT WILL HAPPEN AFTER WAR? 


What will happen, when, after having adjusted ourselves 
war conditions, peace comes? Earnestly as it is to be 
nged for, devoutly as it is to be prayed. for, it will have its 
vn problems. To some lines of business it will bring shocks, 
slocations, losses. Some of the things which our factories 
are now working night and day to produce will then not be 
needed at all, or.if needed, in greatly diminished quantities. 
Perhaps many manufacturers have been able to protect them- 
elves by the terms of their contracts and the prices which 
‘hey have received from their war orders, against any serious 
injury from such losses. It is highly probable also that when 
hostilities cease there will be instant demand from Europe 
for some things immediately. needed. to begin the work of 
repairing the damage done. Nevertheless, we cannot turn 
from one kind of production to another without a good deal 
of friction and lost motion. Such changes always cost the 
wage earners something. .They cannot all transfer them- 
selves over night and without being the poorer, from one 
kind of work to another. Such immediate consequences of 
the return of peace can be accepted as so highly probable as 
for practical purposes to be counted among the certainties. 
But what will be the more general and permanent effects 
upon the competitive conditions which our manufacturers will 
have to face? Here the prophets differ. One school says 
that every one of the belligerents will be struggling under a 
huge debt which will mean a crushing burden of taxation. 
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elimination of so considerable a portion of the world’s work- 
ers have on the rate of wages? Those who believe that the 
factors named are thosé of the gréatest weight, are confident 
that the effects of the war will be to diminish for many years 
to come the stress and strain of European competition. — 

Another set. of learned men give us a directly opposite 
set of predictions. . They: say that while taxes will-be high 
abroad, perhaps money more or less hard to come by, and 
many capable workers will be resting in marked or unmarked 
graves along the thousands of miles of battle fronts. still 
there will be hundreds of millions of people left in Europe. 
During the war they have become used to a lower standard 
of comfort than they had before. All classes have found 
that they can do without many things- which they thought to 
be necessary. They will have become habituated to doing 
without many things. They will feel it is not-so much’a ques- 
tion of how they are to live, but as to whethér they can 
make a living at all. Their leaders will appreciate the vital 
importance of rebuilding their shattered industries, recover- 
ing the markets they have lost, extending their conquests it 
may be, to others which they never had. Under the stress‘ of 
war conditions the European peoples have become tised to 
organization, regulation, discipline. They can be handled: by 
their chiefs with more unity and efficiency than was possible 
before they had been subjected to the training of war times 
and war legislation. 

LOOK FOR FIERCER COMPETITION FROM ABROAD. 

Those who foresee such conditions warn us that shortly 
after the return of peace many of our industries, especially 
those which have expanded to supply things which before the 





Fayette R. Plumb, 
Second- Vice-President, 
American Hardware Manufacturers’ Association. 


From this burden there will be no escape except in repudia- 
tion, and repudiation will dislocate the whole credit system 
of any country which resorts to it. It is, of course, possible 
that one side or the other may win so decidedly that it can 
force the other by the paymént of a huge indemnity to as- 
sume the greater part, or, if you please, the whole of the 
victor’s war debt. Upon the probability of such an outcome 
I, of course, venture no opinion. If anything of the kind 
shall be successfully attempted the result from our standpoint 
will merely be to shift the burden from some of our com- 
petitors to others. 
EUROPEAN COST OF PROTECTION WILL BE GREATER. 


For many years European manufacturers as a rule had 
the advantage of cheaper money than we could command. 
Hereafter, apparently for many years to come, the price of 
money to them will be largely affected by the tens of billions 
of Government securities drawing interest at a rate which will 
average at least two percent higher than was formerly paid. 
Nor will their supply of labor be what it was. To estimate 
the number of men who have already been killed or so 
maimed that they will hereafter be incapable of productive 
labor, at two millions, is probably under rather than over the 
truth. This gruesome total is being added to at the rate of 
not less than one hundred and fifty thousand a month. 
Doubtless five-sixths of those were men in perfect health and 
between 18 and 35 years of age. What effect will the 





F. S. Kretsinger, : 
Advisory Board, 
American Hardware Manufacturers’ Association. 


war we were accustomed to buy abroad, will be subject to a 
fiercer and more relentless competition than they have ever 
before known. They say that unless we are wisely pre- 
pared to resist it, labor and capital will both have a terribly) 
serious situation to face. Perhaps to meet it will require ad- 
justments of wages and conditions of labor which will be 
anything rather than desirable, and which even if they should 
become inevitable, cannot be brought about except after con- 
flicts which may do infinite harm socially and politically. 


Well, gentlemen, I do not pretend to know which set of 
forecasters more accurately read the signs of the future. 
Perhaps I may venture the guess that whatever may be true 
generally, there are some lines of manufacture which will for 
a time at least after the war meet a very destructive competi- 
tion. The period between the going into effect of the present 
tariff and the outbreak of the war was not very long, but was 
long enough to show that under it some of our industries 
were going to have a hard time to live. Since the war so 
completely cut off our trade with the countries of Central 
and Eastern Europe, we have been compelled to begin making 
for ourselves some things of prime necessity which we had 
previously bought from them. Our experience in the last 
fourteen months has shown us how unwise it is to be entirely 
without adequate home supplies of things we cannot do with- 
out. The business of supplying them for ourselves has gone 
forward rather haltingly, because no one wished to venture 






a ree 





pas: retin 
at 





tomate ge Ae Saaenl 

















































I ARIE ER re RE rs ge 


eZ 





56 AMERICAN ARTISAN AND HARDWARE RECORD 


his capital in establishing any lines of manufacturing which 
might still in the formative period be subjected to the full 
stress of experienced, thoroughly trained and organized com- 
petition. 

URGES PERMANENT TARIFF BOARD. 


The business men of the country may properly ask that 
in the necessary adjustments of taxation required by our rev- 
enue needs, some attention shall be given such conditions. 
A general revision of the tariff is unnecessary and doubtless 
will be undesirable. Any tariff agitation which will lead to 
partisan controversy is to be deprecated. The President is 


SAN 





Julius C. Birge, 
Advisory Board, 
American Hardware Manufacturers’ Association. 


reported to think that any Tariff Commission is unnecessary, 
or even inexpedient; that the Federal Trade Commission has 
ample powers and is in its personnel well qualified to do all 
the, work which could properly be left to a Tariff Board. 
Very likely he is right. There. is no importance in the name 
given to the expert body. What is wanted is a study of the 
schedule by a small set of able and disinterested men acting 
under the sense of official responsibility and who cannot be 
subjected to the pressure of State and District interests which 
force most members of our National legislature to act as if 
they thought General Hancock was right when he said the 
tariff was a local issue. The final responsibility for any 
revenue regulation must of course rest upon Congress, but we 
believe that public opinion would require Congress in most 
respects to approve the recommendations which such a board 
might make as the result of a thorough and painstaking study 
of the subject. 
WHAT ASSOCIATION IS DOING. 

Now a word as to one thing which our Association has 
been doing to extend our trade to some foreign countries. 
Since our last meeting we have adopted the policy of adver- 
tising in several foreign trade journals. 

The columns of our official organ have shown you how 
much interest has been excited by these advertisements in the 
countries which can get goods from us, and how many in- 
quiries have been made by foreign dealers for such goods. 
Conditions are such that we now can secure an entrance into 
many markets heretofore closed to us. It is up to us, having 
secured that entrance, to keep the door open when the world 
comes to its senses again. 

Now is the time to demonstrate that jn price, in quality, 
and in adaptability to our customers’ tastés, we can hold our 
own against all comers. 

CANCELLATION OF ORDERS. 


I want to say a word on a subject which I have long had 
in mind and that is, on the freedom with which many manu- 
facturers allow their customers to cancel orders. When- 
ever a change in prices or other conditions make such cancel- 
lation desirable from the standpoint of the buyer, every man 
of good feeling and sound sense will keep. his customer's 


interest in mind, as well as his own. Under special circun- 
stances he will release the buyer from the bargain which tl 
latter can perform only at a loss utterly incommensurate 
with any profit which the seller can make in the transaction. 
It is not such exceptional cases I have in mind, but those in 
which the only real grounds for asking for a cancellation j; 
that the market has moved otherwise than the buyer thoug!: 
it would. The manufacturer is bound to deliver whatever 
befalls, provided he has not protected himself by an expres; 
stipulation in his contract. Ought not such obligation to b 
reciprocal? Our customers are quite our equals in business 
acumen and should be treated as such. In the long run | 
believe they would think better of us if we insisted on acting 
upon the assumption, which would be true, that when the, 
made a bargain they knew what they were doing and had 
their eyes open, and that therefore they were as much bound 
by it as we are. 

I cannot close without expressing the gratification of this 
Association that the National Hardware Association is also 
meeting here at this time. Their essential interests and ours 
are, and in my judgment will long continue, identical, how- 
ever often we may approach matters of detail from a dif- 
ferent standpoint. We assure them that we thoroughly ap- 
preciate the fact that we cannot prosper unless they thrive, 
and we are confident that they are equally convinced that 
when we are losing money they cannot make it. 

Now, gentlemen, speaking for our own Association, we 
can congratulate ourselves on the fact that both our revenue 
and our membership are larger than ever before. The Asso- 
ciation has made progress during the year and has done, | 
think, efficient work, and what we have done and how we 
have done it will be now told you by our experienced and 
efficient Secretary. 

I thank you all for your courteous attention to my all 
too lengthy remarks. 


The President’s address was followed by the read- 
ing of the minutes of the previous meeting, and the 
reports were then rendered by the following commit- 
tees: Auditing, Executive, Membership, Entertain- 
ment and Promotion, as well as the annual report of 
Secretary-Treasurer F, D. Mitchell. 

After a number of communications had been read, 
President Matthai announced the personnel of the fol 
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lowing committees : * 
Resolutions—John G. Schmidt, Julius C. Birge, J. 
Lovell Johnson, F. S. Kretsinger and T. H. Taylor. 
Nominating-—Nelson A. Gladding, William D. Dis- 
ston, Edward S. Jackson John J. Kennedy, Seneca G. 
Lewis, Robert N. Peck, L. W. Seymour, Frank Wes- 
son and H. D. Westfall. 
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rhis was followed by an address by S. S. Brill, 
special Agent of the Department of Commerce, who 
ery interestingly described conditions in South Am- 

rica, the opportunities for hardware business there 
nd what must be done to secure a strong foothold in 
those countries : 
ADDRESS OF S. S. BRILL. 
Not being an orator or speaker I will omit the usual 
ratorical phrases “how much honored, etc.” Instead, I want 

to say to you in plain, every day business language that I 
am glad, mighty glad, to be here with you today and to have 
the opportunity to talk to a representative business gathering 
on a subject to which I have devoted nearly a quarter of a 
century from the point of view of a salesman and a depart- 
ment manager. 

For a number of years, more so recently, Latin or South 
\merica has been discussed very extensively by prominent 
writers in books, elaborate newspaper articles, by speakers, by 
special commissions, delegates of Chambers of Commerce and 
others, glowing resolutions passed, etc. In fact, so much has 
been said and written that King Solomon’s statement “Nothing 
new under the sun” is fully substantiated, at least, so far as 
South America is concerned Therefore, when I get through 
you may say what the old Colonel said when he surprised his 
nephew at College. It is “the same old story.” If you should 
happen not to know the story ask my friend Mr. A. Vere 
Martin, President of the Hardware Club of Chicago, who 
can tell it to perfection. Therefore, I will ask your in- 
dulgence, and although it may be the old story, I will try to 
present it to you in a different manner. 

In quite a number of cases in referring to Latin or South 
America the various countries are taken as a whole and 
treated as if they were a State or community in the Union. In 
most cases we do not speak about Brazil, Argentina, Chile, 
etc. but generally say Latin or South America, overlooking 
the fact that Brazil alone is 300,000 square miles larger in 
area than the United States, and that conditions in one sec- 
tion are entirely different than from those in another; that 
different customs and different methods prevail in the Argen- 
tina than in Brazil or in the Republics of the West Coast. 

CONDITIONS IN BRAZIL. 

As an illustration let us take Brazil. The Amazon Valley 

is a tropical section; the people are mostly natives, Portuguese 
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or of Portuguese descent, and very few of other nationalities. 
The business is in the hands of Portuguese, natives and 
Moroccans, except that a few large export and import firms 
and banks are controlled by English or Germans. “The prin- 
cipal source of revenue or production is rubber. 

In the States of Maranhao and Ceara, with about 2,000,000 
population, the people are about the same as in the Amazon 
Valley; but the principal production is cotton and _ rice. 
Pernambuco, with a population of 1,750,000, is one of the 
most progressive states in the Union, and the prominent busi- 
ness houses are more equally divided between Portuguese, 
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French, German and English. The latter are especially 
strong in banks and public utilities. The State produces prin- 
cipally sugar, supplying practically the whole Republic and 
exporting it to a large extent to Europe; it also produces 
cotton and other minor products. The city of Pernambuco, 
with 300,000 inhabitants, is a manufacturing district and from 
a business point of view is a very desirable market. 

Bahia has a population of about 1,000,000, of which a 
large proportion is colored, and the business. is principally in 
the hands of Portuguese, Spaniards, Germans (especially in 
the tobacco industry) and a few English. The products of 
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the State are tobacco, cocoa, coffee, cotton, rubber and a few 
minor products. 

The federal districts, the States of Rio de Janeiro and 
Minas Geraes, with a population of about 7,500,000, are agri- 
cultural sections, manufacturing and mining centers. The 
majority of the large manufacturers and importers are Eng- 
lish, German and Portuguese, while in the interior are mostly 
natives, Portuguese and Italians. The city of Rio de Janeiro, 
with about 1,000,000 population, has over 700 factories with an 
investment of $220,000,000 and an annual production of $250,- 
000,000. From a progressive point of view Rio de Janeiro is 
only fifteen vears old. Where formerly it was the most un- 
sanitary spot on the face of the earth, today it is the most 
beautiful, picturesque, healthy city; a number of streets have 
been widened; hundreds newly paved; beautiful, modern 
and artistic structures have taken the place of old unsanitary 
narrow buildings, and the Avenida Rio Branco, which is two 
miles long and over 150 feet wide, and the Avenida Beira 
Mar are the most beautiful thoroughfares in the world. 


Sao Paulo, where the climate is temperate, has a popu- 
lation of about 3,000,000, a very large number of which are 
Italians. In fact, some of the most prominent business and 
industries are in the hands of Italians. The principal prod- 
ucts of the State are coffee and rice, the first item comprising 
about 60 percent of Brazil’s total export. As a manufacturing 
center, it is called the Pittsburgh of Brazil and is the richest 
State in the Union. 

The States of Southern Brazil, Santa Catharina and Rio 
de Grande do Sul, are agricultural sections where large 
German colonies are located and practically all of the busi- 
ness or principal industries are in the hands of Germans or 
German descendants. 

As a whole Brazil produces most anything under the 
sun, and in natural resources it even surpasses those of the 
United States. However, its resources have been very little 
developed and the future of Brazil is very promising. It 
must be taken into consideration that Brazil is practically the 
youngest Republic of the Latin-American countries, except 
Panama, and it needs men with money to assist in develop- 
ing the rich resources. 

ARGENTINA AGRICULTURAL COUNTRY. 
Uruguay and the Argentina are strictly agricultural coun- 
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tries and in view of their. favorable climatic conditions, im- 
migration has come to these countries more freely, and, there- 
fore, they are better developed than any other South Ameri- 
can countries. The population is a mixture of all races, but 
Italians are predominant in Buenos Aires. To give you an 
idea of the variety of the nationalities in Buenos Aires, a city 
of about 1,600,000 population, two daily newspapers are pub- 
lished in the English language, two in German, two in Italian, 
one in French and about five in Spanish. Besides there are 
weekly and monthly publications in the English and the Ger- 
man languages. So Buenos Aires is really a cosmopolitan city. 
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In the other provinces of the Argentina there are a number of 
colonies, Italian, Swiss, Syrian, Dutch and even some Jewish 
settlements. 

Chili on the other hand is in many instances, at least 
so far as the climatic condition and the products of the 
country are concerned, like Brazil. Its principal product is 
nitrate which constitutes about 85 percent of Chili’s export. 
These deposits are located in the Northern States of Chili, 
Antofogasto and Iquique. The population of these districts 
has a large percentage of Slavs, who are also interested in 
many business enterprises, especially the large retail stores, 
hardware lines and the imports of groceries, etc. However 
the large export and import houses are in the hands of 
English and German concerns and one American firm who 
have branches in practically every important city in Chili. 

CAREFUL STUDY OF EACH COUNTRY NECESSARY. 


The Southern States are principally devoted to agricul- 
ture. Northern Chili has also immense rich deposits of 
minerals and ore, part of which are now developed by 
American capital, and so on through the Republics of South 
America, there are different kinds of climate, population, 
industries, etc., all of which should be taken into considera- 
tion appertaining to a new territory. In addition distance 
transportation and dock facilities, banking accommodations, 
destination of merchandise, if for use in port towns or to be 
forwarded to the interior, the difference in tariff, exchange 
and a number of other matters must be carefully studied 
as they all have important bearings in connection with our 
foreign trade, and mode of packing, shipping, invoicing, ex- 
tension of terms, etc., must be guided accordingly. Each 
country, each State, must be considered separately. 

Many years of practical experience has taught me that 
there are a multitude of factors entering into in connection 
with foreign trade which are just as important as quality 
and price; in fact, in many instances even more so (an illus- 
tration of which I will give you later). My investigation for 
the United States Department of Commerce was made ac- 
cordingly and the report which I have submitted and which 
will probably be ready for distribution within five to six 
weeks contains information as to mail and parcel post ser- 
vice, cable, cost, steamship communications, railroads, freight 
rates, banks, industries, principal products of the various 
countries and states, area, population, imports and exports 
details of tariff pertaining to hardware and how it is figured, 
packing, terms, credit conditions, names of reliable hardware 
dealers, newspapers, general remarks about conditions and 


suggestions, etc., all of which are dealt with separately for 
each country and if circumstances warrant for each Stat 
or section—all matters which have a bearing on hardware and 
its kindred trade. In addition there are several hundred 
pages of specific information and descriptive matter and 
about 500 illustrations dealing directly with the kind and 
style of manufacture and prices of shelf hardware large, 
sold in South America. It is impossible to dwell on ea 
particular feature at this meeting in detail, therefore, I wil! 
dwell on Latin-America as an export field and suggestio 
of methods to be pursued in obtaining our share and mai: 
tala 16:5. % > oF 

EUROPEAN NATIONS STILL ACTIVE IN SOUTH AMERICA. 

The European nations at present at war have by no 
means diminished their efforts in maintaining or extending 
their South American trade. They have used and are using 
every possible means at their command to keep the trad 
for themselves by offering advantageous terms, shipments, 
etc. The missionaries of Great Britain, Germany and 
France are touring the South American countries, men of 
exceptional training, especially qualified to induce the people 
and to influence them to remain loyal to their former con- 
nections. In fact, no stone is left unturned to maintain and 
enlarge the trade. Neither have the countries not directly at 
war been idle, and although some of them are small in area, 
they are large and important in industrial enterprise. While 
after the war there will be a shortage of necessary working 
capital to carry on any large expansion scheme and credit 
facilities will also be reduced and traveling and producing 
facilities greatly complicated in the European countries, the, 
will use every effort, devise every means, to re-establish their 
industries, to recuperate as much and as quickly as pos- 
sible, and you can rest assured that they will leave nothing 


‘undone to keep their factories going and all the money at 


home. Necessity is the mother of invention; therefore, to 

replenish their empty treasury with gold, they will go after 

export trade with vigor and energy as never before. 
EXPORT TRADE NOW NECESSITY FOR UNITED STATES. 


On the other hand, in this country a large number of 
factories have been enlarged, newly built for the manufac- 
ture of articles needed by the Europeans on account of the 
abnormal conditions there, and the price of labor has been 
advanced, all of which is bound to create a reaction when 
the present European conditions have been terminated. 

Latin or South America is certain to be an important 
factor in connection with the development of our foreign 
trade in industrial articles. About 95 percent of the goods 
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the United States receives from Latin-American countries 
consists of crude material, food stuffs, etc.; about 90 percent 
of the merchandise the United States supplies to the Latin- 
American countries consists of manufactured products, s« 
it is practically an exchange of commodities—which is the 
true basis and permanency of the success of foreign com- 
merce. 

Latin-America can supply us advantageously with such 
commodities as we need and the United States can supply 
the Latin-American Republics with’ merchandise which they 
can buy advantageously from us. So the prosperity of one 
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i material interest to the other.’ The possibilities of con- 
iption of the American manufacturer in these countries 
creat, the possibilities as to the,source of supply of 
material and other articles essential to manufacture are 
greater. In most of the Latin-American countries the 

ports in general are about of the same character as there 

but few manufactures, and none of them could be con- 

ered a manufacturing country, not even Argentine, Brazil 
.od Chili, where enterprise has accomplished more than 
elsewhere. The output of their mills and factories, how- 
ever, is small compared with like articles imported there, 
nd while in some of these countries a high protective tariff 
gives a practical monopoly to some of the domestic manu- 
facturers, at the same time, the production is not sufficient to 
supply the home market. 

WHAT STEPS MUST BE TAKEN. 

The requirements of the various republics of South 
\merica undoubtedly constitute one of the richest markets, 
both present and future, for the type of industrial nations 
like the United States, but the real question is “What are 
the best steps to take to secure the trade, maintain and en- 
large it?” Ome can rest assured that it will not come to 
us merely in the regular course of succession. “What are 
the particular branches of trade of South America open 
to acquisition by American /manufacturers ?” 

In all the great classes’of engineering, tools, hardware, 
fabrics, prepared food stuffs, utilities and the innumerable 
number of commodities of civilized life, Great Britain, United 
States, Germany and France have come into severe compe- 
tition, England holding its position better in wool and cotton 
fabrics, France in ladies’ wear. Germany was gradually gain- 
ing ground in chemical products. electrical equipments and in- 
struments of every description, machinery, etc., while the 
United States stands high in practically everything it has 
endeavored to introduce. These four countries mentioned 
control over three-fourths of the total trade and are rivals 
both in import and export. The United States in fully half 
of the classes has scarcely if at all entered the field in com- 
petition with the other three countries. 


BETTER METHODS OF GERMANS. 
In the struggle for this trade Germany has scored suc- 
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essfully by reason “of their more painstaking and better 
rganized methods by a shrewd appreciation of the peculiar 
equirements of the-various markets and by a disposition on 


the part of their home authorities to assist them financially 


nd diplomatically. 

Great Britain has done the same thing by the dominance 
its fleet over the maritime commercial highways by a 
ontinuously enlarged and improved mercantile marine organ- 
‘ed with care and skill and the splendidly organized bank- 
ig system established for many years in these countries, 
established at a time when England had practically no com- 


t 
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petitor in the field of artisan.industry. It has held for a 
long time a leading position, but in later years Germany 
and the United States have made rapid advances on Great 
Britain’s monopoly, so. she has been losing ground in the 
bulk of her exports to South America compared with the 
increase in the exports to those countries by the United 
States and Germany. If it were not for the fact that Eng- 
lish capital has lavishly followed the enterprise of South 
American railways and other great undertakings, the per- 
centage of loss of trade would probably have been consid- 
erably more. The most potential factor in maintaining a 
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supremacy of British trade in South America is the highly 
organized banking system and the dominance of their com- 
mercial navy. 

PREPARATORY MEASURES. 

To acquire and establish a big business straight off-the- 
reel cannot of course be done. There must be much prepara- 
tory work. The establishment of adequate and _ efficient 
American banks and transportation facilities are undoubtedly 
two most cardinal factors in the upbuilding of foreign com- 
merce. The truth of the same has been demonstrated by 
older nations who have attained an unparalleled success in 
international commerce, but, gentlemen, unless the banks 
and transportation companies co-operate with the manufac- 
turers or exporters in the same manner as the European na- 
tions have done; unless the banks actually assist the manu- 
facturers or exporters by discounting their drafts on re- 
liable or responsible firms on whom they (the banks) have 
information, or can promptly obtain information through their 
branch offices or agents, what good is the credit informa- 
tion which the bank furnishes when it refuses to discount 
the drafts on firms whose orders were accepted on the 
strength of the bank’s information? Other banks will natural- 
ly say, if those banks which have all facilities at their com- 
mand through their branches or through agents, refuse to 
do it, why shall we take the risk? While the commercial or 
general information given by the bank is, of course, very 
valuable, the same can be obtained promptly and accurately 
from the Buréau of Foreign and Domestic Commerce through 
its able and efficient stationary and traveling representatives 
in foreign countries (providing, of course, you gentlemen 
will see to it that Congress gives us sufficient money to 
carry on the work according to your desires). We need 
more banks, more competition, more effective co-operation 
between banks-.and manufacturers. 

FACILITIES FOR CREDITS AND EXCHANGE. 

We need adequate facilities to provide the ready transfer 
of credits and the exchange between this country and South 
America, which means the development of a reciprocal trade 
and eliminating long terms, combining credit to the buyer 
and practical cash on delivery to the shipper, assistance and 
facilities to enable the manufacturer or exporter to convert 
his long term drafts into ready cash. 

What good does it do you; what benefit is it to your cus- 
tomers in Latin-America or elsewhere; what material ad- 
vantages do you or your customers in South America derive 
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when the freight rate of noncontraband merchandise from 
the United States to South America from and to a neutral 
port shipped on a neutral steamer (I have reference especial- 
ly of shipments from South America to this country), is the 
same for the same commodity as if shipped from a belligerent 
country on a belligerent steamer to South America or vice 
versa? (When the last. German battleship was sunk on the 
Pacific Coast the freight rate on cocoa advanced 35 percent.) 
The same rate applied for shipments from Peru or Ecuador 
to the United States via Panama Canal on neutral steamers, 
such as Chilian, Peruvian or American, as for the same com- 
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modity shipped from Peru or Ecuador to Holland or Eng- 
land or France on a belligerent steamer. ° 

What good does it do us or our foreign customers if 
we have steamers flying the American flag when our ship- 
ments to neutral countries or vice versa are subject to the 
same regulations as shipments to the belligerent nations on 
belligerent steamers, and when we are compelled, either by 
force or condition to submit to regulations in reference to 
our exports of a number of articles even to Latin America 
or the far East, and when consent and permission must be 
obtained from the European countries before making ship- 
ment ? 

MERCHANT MARINE NOT CHIEF POINT. 

I noticed in the papers the other day that our merchant 
marine or rather the tonnage under the American flag is 
now second only to Great Britain. The mere fact that the 
steamers which carry your goods are of American register 
is from a business point of view, of little or no value, unless 
it gives you or your customers better service, lower rates 
and gives you the advantages over the belligerent nations to 
which you are entitled. Unless we can have an independent, 
noncombined, real American merchant marine which will 
give all of the American manufacturers. or exporters, equal 
terms, equal rates, and equal service, a merchant marine or 
an American steamer is of no real assistance to our export 
trade. 

The mere fact of having American banks or that the 
steamer flies the American flag, or that American capital is 
invested in such enterprise will not help the American in- 
dustry or manufacturers or exporters, unless they are placed 
on equal footing with the large corporations which are able 
to finance their own business or own or charter their own 
steamships. What faith is in religion, credit is in commerce. 
Business is carried on with only a fractional margin of cash. 
Transportation is the connecting link between producer and 
consumer; without it commerce would practically be impos- 
sible. To build up a large foreign trade which shail be 
beneficial to all, co-operation of the Federal banks, transpor- 
tation companies and commercial organizations with the large 
number of smaller manufacturers is absolutely imperative. 

MANUFACTURERS MUST MAKE ORGANIZED EFFORT. 

While it is true that banking and transportation facili- 
ties are two.most cardinal factors, no big success can be 
obtained and merchant marine and banks are of no value 
without the energetic efforts of the manufacturers them- 
selves. The upbuilding of our foreign trade depends largely 


on the attitude of the American manufacturers at home. 
The first essential thing for the manufacturers to do is not 
to depend on generalities but to organize their efforts in de- 
veloping their export trade on sound lines, to eliminate the 
erroneous ideas that foreign trade is merely a plaything and 
can be gotten with less expenses and without effort simply 
for the asking, to realize that the merchants in South 
America are just as experienced, if not more so, and reliable 
as the average merchant at home, and that the moral stand- 
ing of the greater part of the business men in Latin-America 
is generally very commendable. 

The development of foreign trade does not depend 
solely upon the quality and price of the merchandise nor 
merely upon the desire to extend the field of operation to 
foreign countries, but also depends very largely upon the 
willingness and ability of the manufacturers to carry out the 
details connected with the conduct of foreign trade, especial, 
with South America. It should be strongly borne in mind 
that to build up a substantial trade in foreign countries takes 
men, money and patience, the same as it does at home. 

Germany’s success in its foreign commerce and also in 
domestic development has been due to its magnificent sys- 
tem of technical education in vocational schools, taught by 
practical men in each line, and through its exact adaptation 
of educational means to industrial and commercial ends. 
In other words, Germany has trained its men for a purpose 
and placed them rightly. Foreign trade is a profession or a 
science, just the same as medicine, law, engineering or chem- 
istry. 

SPECIAL TRAINING FOR YOUNG MEN. 

Young men who expect to embark in foreign trade 
should look upon it as a profession and should be trained 
for it by practical and experienced business men, by prac- 
tical methods and demonstrations how to do things, what to 
do and to do it right. The teaching of foreign languages 
should begin in the higher classes of grammar school. 

To prepare for foreign trade, commercizl geography, 
different products of a country, its manufacturers, conditions, 
mode of transportation, exchange, tariffs, mode of govern- 
ment, foreign languages commercially, etc., should be taught 
in a practical and thorough manner. Of course, it is selt- 
understood that they must also know their own country, 
its resources, methods of doing business, and the line to 
handle, so you will have trained men when the necessity 
of foreign. commerce becomes more pronounced. We teach 
in our schools and colleges foreign languages and foreign 
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commerce, but while students are instructed in medicine, 

chemistry, law and engineering, etc., By experts and by prac- 

tical demonstrations, in foreigm trade, we lack the practical 

end; we lack the proper men to develop our international 

commerce to the extent to which we are justly entitled. 
WHY THE SHIPMENT WAS REFUSED. 

I will give you a little illustration of how much of im- 
portance for instance, the knowledge of tariffs is, I have 
here a Cremnore. You will notice that the handle which is 
supposed to be brass is not fully covered. A South Ameri- 
can importer sent a sample to the United States and re- 
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kilos, and so many kilos of iron rods. 





ted a duplicate of same. The manufacturer, anxious to 
se the South American customer and to give him better 
waive than he had been getting, sent him one, the entire 
adle all brass covered. Notwithstanding the fact that the 
e of same, or the original value, was about 10 to 12 per- 
t higher than the sample sent and the manufacturer gave 
it to him at the same price, and notwithstanding the fact 
that it was of the same pattern, style and material, the 
goods were rejected. The result was that the American 
manufacturer got a very wrong impression of the integrity 
and business methods of the South American merchants; in 
fact he expressed himself and condemned them in very un- 
complimentary terms. From his point of view he was prob- 
ably right. Not knowing the details he thought that the 
South American importer wanted to tc‘e advantage because 
the goods had already arrived and the manufacturer instead 
of having it returned and spending money for return freight, 
and charge, etc., would prefer to make a substantial allow- 
ance to him to have him accept the goods. 


The fact of the matter, however, was that although the 
manufacturer had actually given the customer an article 
that was from 10 to 12 percent, better and not a particular 
change in the construction of material of same, except that 
it covered the handle entirely which made it much better 
looking, and notwithstanding that the merchant or importer 
recognized that, nevertheless; he was compelled to reject it. 
Why? Because the European sample which is not fully 
covered enters the Custom House as iron manufacture with 
brass trimmings. At the Custom House rate of 20 cents a 
kilo, and on which 25 percent duty is assessed, while the 
American article which is fully covered comes under the 
heading of brass manufacture, the rate of which is $2.00 a 
kilo on which 25 percent duty is assessed, a dozen of each 
weighing about four kilos so the former pays about 20 cents 
a dozen in duty, while the latter pays $2.00 a dozen in duties. 
It can therefore be readily seen why the importer ‘has re- 
jected the substitute although a much better article was sent 
to him at the same price. 


MANNER OF PACKING IMPORTANT. 


Another illustration. Take the same article which comes 
with iron rods. If you ship it to Peru and invoice the 
Cremnore complete, including the rods, the duties on same 
will be about 30 percent higher than if you invoiced it 





Robert P. Jones, 
Member of Executive Committee. 
American Hardware Manufacturers’ Association. 


weighing so many 
I can point out to 


eparately, stating so many Cremnores, 


ou a number of other examples. 


To handle South American or foreign trade in general 
uccessfully, requires a greater and particularly a more 
aried experience than other departments of business. . It 
also more expensive than domestic trade. At least, the 

'rst outlay is larger. Therefore, the popular fallacy that it 


costs too much; the business won’t stand it; the profits are 


iot big enough, is holding back many from entering ceriously 
nto the consideration of foreign trade. The fact, however, 
that if properly handled export business is just as profit- 
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able and just as satisfactory, and even more so than domestic 
business. 
SUGGESTS CO-OPERATIVE EXPORT CORPORATIONS. 

To enable the number of smaller manufacturers or even 
larger ones to extend and increase their business with 
Latin-America at a minimum expense, a co- operative export 
company or corporation should be formed comprising either 
kindred or non-competitive lines, each manufacturer invest- 
ing a certain amount of money according to his means and to 
the importance of his products, on the order of the German 
Cartell system or similar to that of the United States Steel 
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Products Company which I understand is the Export De- 
partment of the United States Steel Company. 

Whereas it is too expensive for one firm to have a 
thoroughly organized foreign department with its trained 
force, export manager, foreign salesmen, local representatives, 
foreign catalog and financial facilities to extend the neces- 
sary time of payment required, a co-operative organization 
will make it possible to engage not only the best men for 
their positions but it will also give you the service of experts 
at a minimum cost. By these methods you will be able also 
to supply the importer with a full line and with a number 
of articles which formerly were bought from Europe and 
which the importer could not buy from the United States 
on account of lack of proper facilities. Many importers 
would be glad to place trial orders for certain American 
articles of higher price if they could get the cheaper o 
medium grades also from the States. A number of manu- 
facturers represented now in South America make high- 
priced goods only and do not care to make the cheaper grades 
nor to cater to such business. Thé result is that the importer 
is compelled to buy from European manufacturers some 
better grades also, as it wouid not be to his advantage to 
divide his orders, because the demand for the medium and 
cheaper grades is much larger. 

TRAINED MEN AS RESIDENT AGENTS. 


In connection with forming a co-operative company for 
export purposes, it will enable you to prepare young men by 
practical methods. Let the manager, or the practical man of 
the export company, take ambitious bright young men of the 
various factories or organizations, familiar with the lines, 
train them in foreign trade and after preliminary experience 
or training in a manner as outlined before, take a crew of 
four or five and show them how to sell goods in foreign 
countries, then open resident offices and place one of the 
young men in charge of each of these offices; say one in 
Rio de Janeiro, one in Buenos Aires, one in Valparaiso, one in 
Peru or Ecuador. or as many more young men or places as 
it is deemed advisable according to the requirements. [m- 
press upon.the young men the importance of their mission, 
that the future of our foreign trade in South America de- 
pends on what they will accomplish. Ambition and intelli- 
gence will: soon acquire additional information on _ the 
ground. In this way you will have a thoroughly organized 
and trained American force at the smallest expense. Fur- 
thermore, many products of South America used by our 
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manufacturers could also. be imported direct; having young 
men on the ground, a number of articles could be procured 
advantageously. 

INTERCHANGE OF YOUNG MEN. 

I may offer another. suggestion—the interchange of 
young men—to place American boys with South American 
firms and to encourage South Americans to come here, to 
get acquainted with otir methods of doing business, our cus- 
toms, etc. I venture to say that nowhere else in the world 
has the subject of foreign trade received more attention from 
so large a body of intelligent and practical men as in Ger- 
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many. I believe that the systematic and thorough study of 
the German nation in foreign trade is not open to serious 
dispute. Nowhere else have the methods of detail so sys- 
tematically and widely been applied and the work so well 
done. I may say that Germany did the same in foreign trade 
as we did in advertising. After obtaining careful and thor- 
ough training at home, the young Germans were sent to for- 
eign countries to study conditions on the ground in the man- 
ner as suggested before, to familiarize themselves with the 
details, with their wants and acquirements and peculiarities 
of the people of each section, based on the fact that the only 
person who really concerns the manufacturer from a busi- 
ness point of view is the individual who buys, who consumes. 
Gentlemen, you may capture the trader, but how are you 
going to capture his trade except by giving the trader what 
his trade wants and needs? Trade is something intangible; it 
follows good will and economic laws. Good will can best 
be acquired by knowing each other better, by getting better 
acquainted, by endeavor to please, to accommodate. Good 
will follows confidence, and confidence is the basis of all com- 
merce. Commerce and civilization are synonomous; destroy 
confidence and you destroy civilization. The loss of confi- 
dence between the European nations is the cause of the pres- 
ent mediaeval state in Europe. 

Whatever the outcome of this war may be it will be a 
loss to the warring nations. The enormous waste of life 
and the financial outlay and the destruction of property spells 
almost ruin even to the nations that conquer, so the purchas- 
ing power of the European nations is bound to be curtailed 
after the war, and as the output of our mills and factories 
is increasing in much larger proportion than the increase in 
population and consumption, we must look to Latin-America 
for an outlet for our products. The mutual interest of the 
two continents which, far from opposing each other. are in 
perfect harmony, should prove an incentive to the different 
American republics to become better acquainted in order to 
find out the best means of developing their commercial rela- 
tions with each other. 

NOW IS OPPORTUNE TIME. 

Now is the time to act; the present opportunity is only 
the advance guard. It is the future that must be faced and 
met with; plans and policies established to wring success from 
it. Lay your plans now and act; a rightly thought-out plan 
is the first step; a rightly wrought-out plan is the other step. 
Foreign trade is not a matter which follows the enactment 
of laws or the passing of glowing resolutions, nor can the 


department of:export trade be first. Get together, co-operz:e 
in South American trade; even if you know a whole ‘0: 
about it, someone else knows something of advantage whi 


you don’t know. It would certainly be good, common sense 
for you and that someone else to get together on this qu 
tion. 

The question is how large results, how much profit, you 
can get out of it. Put a qualitied pilot aboard who knows 
both his ship and his sea and he will bring you surely and 
safely to harbor. It is the lack of system in our initiative 
of selling methods which has retarded our trade with South 


America. I firmly believe that the suggestion as to co-oper- 
ative methods and education of young men wili and mus 
bring the successful result. “Evolution and not revolution ; 
what is needed.” 

ESSENTIAL FACTORS IN DEVELOPING SOUTH AMERICAN TRADE. 


In conclusion permit me to sum up a few essential fac- 
tors pertaining to the development of our commerce with 
Latin America and the necessary steps to be taken by the 
American business men to establish permanent business re- 
lations with these countries. 

To take the necessary steps which will result in a closer 
acquaintance with the buyers in South America. 

To use every effort to the prompt establishment of proper 
and adequate independent transportation and banking facil- 
ities. 

To send out experienced commercial travelers who have 
a good knowledge of the language, customs, and conditions 
of the countries to which they go. 

To have an experienced man attend to the foreign busi- 
ness at this end, a man fully conversant with the details of 
export trade. 

To manufacture such products which the customers are 
used to, even if conditions and customs demand different 
ones from those ordinarily used at home. 

To extend credit on account of the geographical condi- 
tion in accordance with the custom prevailing and corre- 
sponding with the methods of other countries. 

To attach due importance to punctuality of delivery. 

To appreciate more fully the importance of correct pack- 
ing and marking of merchandise and the absolute necessity 
of sending shipping documents on the same steamer on which 
the goods are shipped. 

To advertise properly, and to correspond in the language 
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of the respective countries, and by all means, to eliminate 
generalities and judge by facts. 

To remember that what is said of one country does not 
always apply to another and that what may be true of thé 
conditions in Argentina does not necessarily follow in th« 
case of Chile, or vice versa, and that what may be true of on¢ 
state in the country does not always apply to another state, 
or that what may affect.one branch of trade does not neces- 
sarily reflect on another. 

To remember that the system of doing business with 
South American countries are not much different than that 
of the United States, but that it is the application of the sys- 
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n and the methods of carrying it out that are different 


1m those applied at home. 
To train young men by practical efficient methods for 
reign trade. 
To employ with preference and, wherever possible, 
merican men. 
American men with American ideas, the knowledge of 
hat their country produces, the good preliminary practical 
‘raining of foreign trade backed by the co-operation of their 
farms are bound to press old “Competition” into his corner 
and to place and hold the United States in the position of 
he world’s trade to which its progressive enterprises, fin- 
ancial nerves, industrial muscles, unbroken confidence, natu- 
ral resources and intelligent, energetic men entitle it—‘“The 
World’s Power” in international commerce. 


Mr. Brill had brought with him an interesting col- 
lection of samples of hardware that is now being used 
in South America, and the display of these samples 
was visited by a large number of the delegates many 
of whom expressed themselves in complimentary terms 
about the enterprise shown by the Department of 
Commerce and gave individual praise to Mr. Brill. 


THURSDAY, OCTOBER 14. 

The Thursday forenoon session which was an exec- 
utive one was called to order by President Matthai 
at 10:30 and Edward James Cattell, Statistician of 
Philadelphia, was introduced. He delivered an address 
full of cheerful and instructive suggestions. Mr. Cat- 
tell fully justified the reputation he bears of being one 
of the most entertaining speakers of his city. 

President Matthai then in a highly complimentary 
manner introduced D. Fletcher Barber, Boston, presi- 
dent of the National~Retail Hardware Association, 
who discussed the problems of the manufacturer and 
the retailer of hardware and the ways in which they 





Sanford S. Vaughan, 
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can best serve each other. His address follows: 


D. FLETCHER BARBER’S ADDRESS. 

I accepted vour kind invitation to meet with you in this 
place amid these agreeable surroundings, and to say some- 
thing to you as representing the National Retail Hardware 
\ssociation, with its nearly 15,000 members, because I wish 
to express in a personal way our appreciation of the real 
interest you as manufacturers have always taken in the dis- 
‘ussion of problems that concern the retail hardware mer- 
chant. This, I believe, too, is as it should be, for while a 
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very large part of your product must and does pass through 
the hands of the jobber, yet the retailer is, I believe, the 
most important link in the chain of distribution. He is the 
man who comes in contact with the consumer—the final dis- 
tributor of your product—your agent in the thousands of 
communities in which your goods are sold—the man upon 
whom you must rely to create a demand for and supply your 
goods. . 
The retailer's problems are real and his difficulties great. 
How can the thousands of small dealers buy goods at a price 
that will enable them to compete with their large retailer 








D. Fletcher, Barber, 
President, 
National Retail Hardware Association. 


competitors, is a very great and grave problem, worthy of 
your most earnest and careful consideration. 
TRADE CONDITIONS HAVE CHANGED. 

Trade conditions have materially changed within a few 
years, and today more than ever before the retailer depends 
upon the manufacturer to protect his interest and his profit 
in every fair and lawful way. 

It is our duty and desire to serve the public in our 
capacity as retailers of hardware to the best of our ability, 
and at the least expense to consumers. We cannot do this 
unless we are able to sell at approximately the same prices 
quoted by large retailers. 

In speaking of large retailers here I mean the Mail Or- 
der Houses, for they are nothing in the world but retail mer- 
chants. 

It is acknowledged that the lowest printed price eventu- 
ally becomes the established retail price of any merchandise, 
and it has always seemed to us unjust that while it is con- 
ceded that the retail hardware dealers of the country sell 
ninety percent of the total volume of hardware sold, that the 
ten percent passing through the hands of mail order houses 
should regulate or govern the price of the merchandise sold 
by the ninety percent. 

This is a large problem, and we believe it is great enough 
to demand the concentrated thought of manufacturers, job- 
bers, and retailers. 

Our organization is trying persistently to bring the re- 
tailer up to a higher standard, and is spending a great deal 
of thought and money for this purpose. To accomplish this 
it is sometimes necessary to create a very strong sentiment 
on the particular subject under discussion. It is possible 
that in doing this, we may reveal conditions that are dis- 
creditable to the membership of our organization, and pos- 
sibly to that of the jobbers also, but it is the condition that 
has been revealed by the facts presented and not a theory that 
has been stated that might or might not exist. 

Our National organization does no buying of merchan- 
dise, nor do I believe it will do so, unless conditions become 
such as to make such a course absolutely essential. The As- 
sociation does, however, answer thousands of inquiries every 
year concerning the manifold products that pass through the 
hardware trade; many of these showing a constantly growing 
interest among retailers for more specific knowledge with 
reference to the manufacture of the various lines, of proc- 
esses of manufacture, comparative quality, advantageous 
sources of supply, more economical distributive methods, and 
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all those factors which we might well consider vital to the 
entire trade. Otherwise stated, the Association is now ren- 
dering a greater personal service than ever before to its mem- 
bership, a service which is steadily increasing in scope, value, 
appreciation and prestige. 

We are also endeavoring to assist our members through 
the National Hardware Bulletin to be better merchants by 
better arrangements of goods, both in show windows, and in 
the store, by being more careful in buying, concentrating or- 
ders, discounting bills, in the best methods of bookkeeping, 
accounting and stock taking, and suggesting new lines they 
should stock and push. 





David Haistead, 
Chairman Entertainment Committee, 
American Hardware Manufacturers’ Association. 


MAKE BETTER USE OF MANUFACTURERS SELLING HELPS, 

We are urging them to make better use of manufactur- 
ers’ and jobbers’ advertising matter. You will find something 
along this line in the October issue of the Association’s of- 
figial publication, the National Hardware Bulletin. 

We have from among our members a voluntary com- 
mittee of expert hardware men who at least once a month 
send in lists of these new goods to our Argos office, for re- 
view and probable publication. We realize that the proper 
education of the hardware dealer is of slow growth, and 
in an organization so large as ours this must necessarily 
be So. 

A canvass taken by our Association as to its membership 
reveals a number of significant things: among them, that 
more of its members are rated above $15,000 than under any 
$1,000 multiple below that amount. These members are dis- 
tributed in 8,000 towns and cities: that of the 14,452 active 
members all retail hardware merchants, at the time of can- 
vass, 5,590 are dealers in towns of 1,000 and less, 2,206 in 
towns of 1,000 to 2,000, and 2,218 in towns of 2,000 to 5,000. 
This gives us 10,014 members in towns up to 5,000. 

SELL 360 MILLION DOLLARS’ WORTH EACH YEAR. 

Assuming that these dealers average a stock of $8,000, 
they are carrying approximately $120,000,000 worth of mer- 
chandise on their shelves. Turning their stock three times, 
the total makes the enormous sum of $360,000,000. I think 
you will admit that these figures are conservative, although 
they are of course approximate. 

It will be interesting to know that more than $65,000,000 
of insurance is carried by these dealers in the mutual com- 
panies organized and operated by hardware merchants. 

The above small town circulation would indicate that the 
hardware merchant is a real necessity and is so recognized 
in the rural communities. His trade is largely with farmers, 
and it is a well known fact that this is the class of people the 
catalog houses make very persistent efforts to win as cus- 
tomers. 

It is true that farmers do not always recognize the value 
of the village and its merchants, and how their success and 
growth regulates their own prosperity. Farmers seem 
chiefly concerned in getting the highest prices for their own 
products and buying at the lowest prices regardless of other 
conditions. 

For vears the farm press and magazine writers lost no 
opportunity to take a slap at country retailers. Recently 
there has been a change of view in many of these publica- 


tions and they are now seeking to uphold the rural com- 
munity and the business of the small town merchant. 

It is generally recognized that it would be a very great 
loss to the community and to the country if the community 
life, the villages and towns were curtailed, or perhaps en- 
tirely extinguished and a consequent further congestion of 
population in the large centers with the attendant difficult, 
of securing adequate help on the farms resulted. 

The environments of country life are being made more 
cheerful and agreeable, and the small town merchants play 
no small part in this commendable program. The automo- 
bile, moving picture shows and other forms of entertain- 
ment are making farms more tenable for the farmer lads. 

We have no voice or council in deciding what consti- 
tutes a reasonable jobbers’ profit, or who is entitled to the 
privileges. 

We are compelled to fight the jobber-retailer as well as 
the catalog house for the most desirable trade in our several 
communities. 

When one class of retailers buy for 25 or more percent 
less than another, successful competition becomes impossible 
on some goods; therefore we are often compelled, against 
our will, to give preference to special brands, substitutes and 
imitations. 

DANGER TO STANDARD BRANDS. 

The value and reputation of standard brands is lowered 
by the abuses above mentioned, and a class of manufacturers 
built up who depend almost entirely upon their ability as 
duplicators. 

Catalog houses have profited by the situation and are 
doing much to encourage it. 

Under existing laws a schedule of satisfactory resale 
prices cannot be maintained. Quantity and class buyers have 
too long been given excessive advantage. 

Many country retailers are dissatisfied, and in numerous 
cases making new buying connections, which are not always 
well established or reliable. 

We realize that your problems as manufacturers are 
large and complex, but those of the retailer are just as im- 
portant to him, and directly to yourself; consequently, the 
very cordial way in which you have always expressed a feel- 
ing of helpfulness in trying to solve these problems is a very 
great encouragement to us, and will, we believe, assist largely 
in giving us the right attitude of approach-in which to in- 
vestigate conditions. 

We will all concur, I presume, in the statement made by 





Frank G. Drew, 
Member Entertainment Committee, 
American Hardware Manufacturers’ Association. 


the late Richard R. Williams, some years ago, that retailing 
of hardware is a profession rather tham a business if it is 
properly worked out. 

It is a well known fact that the retail hardware dealer is 
using every effort to first satisfy himself as to the quality of 
the goods and then bringing the merits of these goods to the 
attention of his customers. It is worthy of note that the 
retail hardware trade ranks high in efficiency in salesman- 
ship, in aggressiveness and reliability. Information we have 
gleaned from various sources shows that no other class of 
merchants ranks higher. 
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<TANDING: OF RETAIL HARDWARE DEALER HELPS TO MAKE 
SUCCESS FOR MANUFACTURERS. 


You all know the lack of attention paid to labels contain- 

2 guarantees and other statements concerning the quality 

vour goods. It is the recommendation or guarantee com- 

» from the retail hardware man that makes the impression 

nd sells the goods. His reputation in his community car- 

ies greater weight than your own, Under these circum- 

stances there is no question but what the retailer has been 

responsible in a very real way for the success of your 
vroducts. 

He must explain the various uses of every tool and 
article, not only to the farmers, but to the mechanics of 
every kind, the housekeeper, the manual teacher or scholar, 
the amateur of every degree; consequntly he must under- 
stand the use of the thousands of various kinds of tools, 
used by every kind of mechanic, as well as the amateur, and 
the professional teachers. 


This requires very long and severe training, and after 
the number of years that I have put into it, which I would 
hardly dare admit, I would state that the only fault that I 
have to find with the business is that it does not pay well 
enough for the amount of time, capital and other: investments. 
Other than that, it is the very best business I know of, as it 
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Member Entertainment Committee, 
American Hardware Manufacturers’ Association. 


requires all that is worth while in human nature to enable 
one to successfully win out or to be recognized as a good 
merchant. 


THURSDAY AFTERNOON SESSION. 

At the Thursday afternoon session, which was an 
executive one and was called to order by President 
Matthai promptly at 2:15, the Honorable Raymond 
3. Fosdick, formerly Commissioner of Accounts of 
the City of New York, was introduced and delivered 
an interesting address on “Modern Methods in 
Municipal Government” in which he pointed out that 
the manner in which the modern city government was 
conducted was on a far higher plane than was the case 
only a few years ago. 

President Matthai then introduced Mr. Percy G. 
Donald, a prominent English business man and mem- 
ber of the firm of Rownson, Drew and Clydesdale, 
limited, London, England. Mr. Donald, who is well 
known to many hardware manufacturers from his 
numerous visits to this country, and who spoke at the 
'lardware Club of New York a year ago, discussed in 


an interesting manner the problems that have grown 
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out of the great European war, as they affect his own 
country and the United States. He is a forceful and 
entertaining speaker and his address was listened to 
with careful attention. 


FRIDAY, OCTOBER 15. 

The session was called to order promptly at 10:30 
A. M. and the report of the Resolutions Committee 
was rendered by its chairman, John G. Schmidt, as 
follows: 

Whereas, the subject of national defense is now 
justly prominent in the public mind, and 

Whereas, one important feature is the procuring of 
information when and how soon the many items of 
manufactures for this purpose can be assembled, 

Therefore, be it resolved, that this body respect- 
fully memorialize. the President of the United States 
to appoint a committee of representative manufactur- 
ers of broad experience and of national standing who 
shall serve without pay as an advisory committee un- 
der the direction of the War and Navy Departments, 
to assist in attaining information as to where and in 
what time and in what quantities can be obtained such 
items as the War and Navy Departments may require 
to equip and maintain an adequate defensive force, 
and it shall be the duty of such committee to aid in 
the preparation of such forms of inquiry as by their 
technical knowledge they will be able to design, to 
the end that the National Government may have exact 
knowledge of the actual weekly and monthly produc- 
tion of each item, and with a knowledge of the pos- 
sible shortage thus disclosed that steps may be taken 
to provide for such deficiency. 

The report of the Nominating Committee was then 
presented, after which the election of officers and 
members of the Executive Committee followed, with 
this result: 

President—Charles J. Graham, of Graham Nut 
Company, Pittsburgh. 

First vice-president—F rederick H. Payne, of Green- 
field Tap and Die Corporation, Greenfield, Massachu- 
setts. 

Second vice-president—Fayette R. Plumb, of Fay- 
ette R. Plumb, Incorporated, Philadelphia. 

Third vice-president—Roland Gerry, of Jones and 
Laughlin Steel Company, Pittsburgh. 

In place of Messrs. Payne and Plumb and the retir- 
ing members of the Executive Committee, the follow- 
ing were elected: 

Arthur B. Birge, of Ames Shovel and Tool Com- 
pany, St. Louis, Missouri; George Prize, of the Kelly 
Axe Company, Charleston, West Virginia; Paul 
Heller, of Heller Brothers, Newark, New Jersey; 
Frank Disston, of Henry Disston and Sons, Incorpor- 
ated, Philadelphia, and Sanford S. Vaughan, of 
Vaughan and Bushnell Manufacturing Company, Chi- 
cago. These, together with Charles E. Bishop, of 
George H. Bishop and Company, Lawrenceburg, Indi- 
ana; Robert P. Jones, of Clyde Cutlery Compary, 
Cylde, Ohio, and A. W. Bowman, of Atlantic Screen 
Works, Hartford, Connecticut, compose the Executive 
Committee, with Arthur B. Birge as chairman. 

After several minor matters had been discussed the 
Convention was adjourned. 
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ENTERTAINMENT FEATURES. 


The Entertainment Committee, under the able 
leadership of David Halstead, of the Delta File 
Works, Philadelphia, covered itself with glory, and 
many were the compliments and felicitations that 
were showered upon the members of the Committee 
fur the splendid manner in which everything had been 
planned for the pleasure and entertainment of the 
delegates, their ladies and other guests. 

The entertainment started in full swing Tuesday 
evening with an informal reception in the Blenheim 
ball room, followed by dancing, and practically all 
who had arrived at that time enjoyed several hours of 
visiting and “tripping the light fantastic.” 

Wednesday afternoon at 3:30 the ladies took part 
in a card party at the Blenheim East Solarium; which 
was greatly enjoyed by the devotees of the enameled 
paste boards. Beautiful and valuable. prizes were 
awarded to the winners. 

In the evening there was a theater party at Nixon’s 
Apollo Theater where the entire lower floor and all 
boxes had been reserved. The play was entitled “Wall 
Street Gets Potash and Perlmutter,” and is a sequel 
to the famous “Potash and Perlmutter” which has en- 
joyed such a marvelous run in many of the large cities. 
To say that the audience had a good time is putting it 
mildly, for there was hardly a moment when the house 
was not ringing with laughter at the funny situations. 

Thursday afternoon a Roller Chair Parade started 
from the Marlborough-Blenheim at 3:30 in which a 
large number of the ladies took part. As is well known, 
the roller chair is an Atlantic City institution, and dur- 
ing the entire Convention free chair rides were the 
rule. All any of the ladies had to do was to show 
their badge and say “Roller Chair,” and a roller chair 
with attendant was provided. 

In the evening the crowning feature of the enter- 
tainment was given, in the shape of a ball at the Blen- 
heim, and for many hours the ladies and gentlemen 
enjoyed the beautiful music and took part in the 
dancing or watched the “experts” execute the newest 
fancy steps. 

Friday evening there was again informal dancing in 
the Blenheim ball room. 

It is only just to say that the Committee worked 
very hard, but the many expressions of appreciation 
of their splendid efforts must have compensated them 
in full measure. 

The Committee consisted of the following: David 
Halstead, chairman; Arthur B. Birge, of Ames Shovel 
and Tool Company, St. Louis, Missouri; Frank G. 
Drew, of Winchester Repeating Arms Company, New 
Haven, Connecticut ; E. C. Griswold, Philadelphia, of 
Corbin Cabinet Lock Company, New Britain, Connecti- 
cut, and George H. Harper, Baltimore, of the National 
Enameling and Stamping Company, New York. 





CONVENTIONALITIES. 


All records in the way of attendance at any former 
conventions were placed in the background, and all 
were enthusiastic over the very large number who 
were present. The jobbers, as well as the manufac- 


turers, were keen to get a line on what the coming 
year held out in the way of business and the meeting 
of both associations were .vety well attended. Taken 
all in all, there never was a better feeling prevalent 
than this year. The East, the West and the Sout! 
was represented by prominent jobbers and their re 
ports were most encouraging to the manufacturers. 

President A. J. Bihler, of the National Hardwar 
Association, in making his address at the joint session 
Wednesday morning, should be well pleased over the 
reception given him by the attendance. ‘“Dolf’s” af- 
fability, backed up by common sense argument, has 
made him many friends and his address was of such 
a character that nothing but praise was heard of its 
timely information. 

The theater party at the Apollo Wednesday evening 
proved very popular and every seat in the house was 
occupied, practically all present being members and 
ladies of the two Hardware Associations. The play 
was very good, and was thoroughly appreciated. So 
much so, that the members of the company were pre- 
sented a floral horseshoe by the Entertainment Com- 
mittee in behalf of the hardware boys. 


Many amusing incidents occurred at the convention, 
but one of especial interest on Frank E. Cornell, head 
of the Montauk Paint Manufacturing Company, 
Brooklyn, New York, should be told. Mr. Cornell, 
to those who do not know him, is built solidly from 
the ground up, or to be plain in giving his description, 
is short and fat. He was very busy and when he ar- 
rived at the hotel he did not unpack his suit case. He 
hurried to his room on Wednesday evening and started 
to put on his evening dress clothes, and had’ ordered 
the valet to press up his business suit. After sweat- 
ing over studs, etc., he went to look for his trousers, 
when to his surprise he found he did not have any 
black trousers, in fact he was in his room and was 
without any trousers. Some. excitement prevailed 
within our genial friend, and he reached for the phone 
to call up the valet to bring back his business suit. 
It never rains but it pours, for he could not get the 
telephone operator, as the phone was out of kilter. 
We dislike to tell the rest of the story, but must give 
an idea of what the final round was, for he was com- 
pell. il to secure the attention of the party in the next 
room ‘by putting his head out of the window to attract 
their attention and shouting—and the party in the 
next room happened to be a woman—but she did the 
telephoning. 


Those who never wore canes before were given an 
opportunity to see how it seemed at the convention, 
for every man present was furnished with very nifty 
canes by the Sparks-Withington Company, Jackson, 
Michigan. 

Our friend M. B. Joslin, of the J. Stevens Arms 
and Tool Company, who has traveled a good many 
years, gave out a very handy souvenir in the shape 
of a traveling man’s emergency sewing kit, consisting 
of thimble, thread, needles, etc. 

Harry Lewis, of the M. W. Robinson Company, 
was one of the advance guard at Atlantic City, and 
we can state positively there is no better reception 
committee in the world than is Harry. He seems to 
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zo out of his way to make one feel at home, no matter 
where you run into him. 

Emil Grossman, president of the Emil Grossman 
Manufacturing Company, Brooklyn, New York, was 
at the convention. Years ago Mr. Grossman was a 
publisher, but today he is the head of one of the most 
prominent automobile accessory manufacturing com- 
panies in the country. 

Some people have different reasons for going to 
conventions, but A. C. Penn was there to do some 
educational work for the safety razor cause. He was 
found several times explaining the proper use of a 
safety razor, as against a blade razor, and in his con- 
vincing way he made the skeptical promise to use one 
of the well known Penn razors and the Penn Sheffield 
blades, which he handed to the unbeliever. 

Two hundred copies of the following letter were 
furnished to Secretary Fernley for distribution among 
the delegates and members: 


WHY SHOULD SHIPPERS ‘MAINTAIN COMPETENT CLERICAL FORCES 
FOR TRANSPORTATION COMPANIES? 

This existing evil which has always been in vogue is of 
extreme importance to every shipper of freight, regardless of 
what line he is in. All shippers are compelled to pay the 
auditing of expense bills of all Transportation Companies. 

The usual method of getting a refund for an overcharge 
from the Transportation Companies is to employ a traffic 
man, and a good traffic man’s services cannot be had under 
three to five thousand dollars per year, or otherwise hire a 
professional freight auditor whose usual charge is fifty per- 
cent of the money collected. 

We presume all jobbers have in their home city a Com- 
mercial Club, the secretary of which usually audits the ex- 
pense bills for its members, but always with questionable 
results. The above methods are all wrong. 

Why should shippers pay for incompetent forces for any 
Transportation Company? Our contentions are as follows: 

(1) Discrepancies occur nearly always in favor of 
the Transportation Company, very seldom in favor of 
consignee. 

(2) It is wrong for any Transportation Company to 
assume that all shippers must have a so-called traffic 
man to audit freight bills; the services of a good auditor 
cannot be had for less than $3,000.00 to $5,000.00 per 
year. 

(3)- It is wrong for Transportation Companies to 
purchase the very cheapest help they can, and make 
shippers procure a $3,000.00 man to audit and assist 
the railroads to pay exorbitant dividends. 

(4) It is wrong for railroad companies to charge 
any rate they see fit, and unless consignee goes to the 
expense of employing a $3,000.00 man to audit his 
freight bills, the consignee must pay rate charged. 

(5) It is wrong that the consignee be compelled to 
pay the expense of maintaining a ~ompetent clerical 
force for any Transportation Company. 

We recently had this matter up with an auditor o one 
of the leading trunk lines coming in to our city, anc in one 
of his replies he stated it was the railroad company’s aim to 
deliver all shipments at correct tariff rates and later to cor- 
rect any errors that may have occurred. 

In order to collect and show him his errors, we are com- 
pelled to employ a traffic man at a big salary or a professional 
auditor, so that the Railroad Companies can dispense with a 
competent force. He also stated that many houses employ a 
trafic man. This may be true, and we presume is true, but 
there are thousands of houses doing business, for every one 
that does employ a traffic man, who cannot afford to employ 
a high priced man. These business houses are and always 
will be at the mercy of railroads, until this evil is remedied. 

Railroads as you all know are under the protection of the 
Interstate Commerce Commission which is a most laudable 
and fair commission for both the shippers and the Transpor- 
tation Companies, and we dare say that this matter has 
never been called to their attention. 

In conclusion, we would say that with the combined 
effort on the part of hardware jobbers, also jobbers of other 
commodities, we can show the Interstate Commerce Com- 
mission the justice of our contention. If shippers suffer by 
mistakes made by Transportation Companies, the Transpor- 
tation Companies should pay for any expense incurred to 
correct such errors. 

THEO. NEUHAUS, Vice-President, 
Sickels & Preston Company. 


Davenport, Iowa. 
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PROMOTION COMMITTEE DOES GOOD WORK. 

The Promotion Committee, under the efficient lead- 
ership of A. C. McKinnie, did yeoman service in help- 
ing to promote the good feling and fellowship spirit 
during the Conventions. A little folder entitled 
“Greetings” was distributed with the following salu- 
tation: 

_ We are very glad that you are with us. The purpose of 
this little note is to help you to the fullest enjoyment of our 
party. 

When you received this note at the convention head- 
quarters you perhaps noticed the young man wearing a smile 
which does not seem to come off seated directly under the 
sign “Information Bureau.” He is a veritable encyclopedia of 
interesting information concerning Atlantic City proper. The 
more questions you ask him the better pleased he will be. 

Doubtless you have in mind some one or more gentle- 
men whom you are particularly desirous of meeting early 
in your visit with us. We have a committee of twelve gentle- 
men selected because of their wide acquaintanceship in the 
hardware industry whose privilege and pleasure as well as 
duty it is to see to it that every one at this convention is 
properly introduced to every other person here whose ac- 
quaintance he desires for social or business reasons. The 
members of this committee may be easily distinguished by a 
red rosette with a white center on which are placed the words 
“Promotion Committee.” 

Of course, the members of the Promotion Committee at- 
eend the convention in the interests of their respective Com- 
panies and they may not be expected to seek every oppor- 
tunity for justifying their selection every hour in the day. 
At the same time, this is their notice to you that they will be 
very glad indeed to have you call upon them for any service 
in this line. 

Finally, we at the Convention Headquarters want to 
have the privilege of posting you as to matters of the con- 
vention itself. Please do not slight us. We must keep our- 
selves busy to justify our existence. 


The Committee was composed of the following: 

A. C. McKinnie, of Stanley Works, New Britain, 
Connecticut, chairman; W. H. Booth, of Cor- 
bin Cabinet Lock Company, New Britain, Connecti- 
cut; W. M. Brezette, of Bryden Horse Shoe Company, 
Catasauqua, Pennsylvania; Howard M. Davis, of 
Phillips Sheet and Tin Plate Company, Philadelphia ; 
William C. Jenkins, of Baeder, Adamson and Com- 
pany, Philadelphia; Daniel T. Mallet, of Hardware 
Dealers’ Magazine, New York City; John G. H. Mar- 
vin, of L. and I. J. White Company, Buffalo, 
New York; J. G. O’Brien, of Caldwell Manufactur- 
ing Company, Rochester, New York; J. W. Pentz, 
of Hardware Review, New York City; Roy F. Soule, 
of Hardware Age, New York City, and Honorable 
George M. Wright, of Wright Wire Company, Wor- 
cester, Massachusetts. 





HARDWARE SPECIAL FROM CHICAGO HUGE 
SUCCESS. 


As was evidenced by the large number of reserva- 
tions for the Hardware Special from Chicago, which 
was planned for the delegates and their guests to the 
conventions of the American Hardware Manufactur- 
ers’ Association and of the National Hardware Asso- 
ciation, those who left Chicago on this train had 
plenty of company, and the splendid arrangements 
which the committee under the able chairmanship of 
“Tom” Usher made it certain that everybody would 
have a pleasant time and every comfort that could be 
secured. 

At 1:40 P. M. sharp, the Hardware Special pulled 
out from the LaSalle Street Station on the New York 
Central Railroad, but for over an hour previous to 
that the great depot was the scene of many humorous 
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greetings and hearty handclasps when men from Mis- 
souri met Wisconsin acquaintances or Kansas dele- 
gates greeted Minnesota friends. Even Texas was 
represented by “Charlie” Nash of Fort Worth. 

The Hardware Special carried a larger number of 





T. J. Usher, 
Chairman of Chicago Transportation Committee, 
Hardware Special. 
delegates, their ladies and guests than ever before 
since it was first started by “Pop” Bennett many years 
ago. Stops were made at Englewood, Toledo, Cleve- 
land and to take those who reside at or near the re- 
spective cities. 
SEND TELEGRAM TO “POP” BENNETT. 
The following telegram was sent by the Transporta- 





Fred E. Sorenson, 
Member of Chicago Transportation Committee, 
Hardware Special. 
tion Committee to “Pop” Bennett: 
“Mr. Pop Bennett, 
Care of W. H. Bennett and Company, 
Long Beach, California. 


“Hardware Special which you originated leaving fo: 
Atlantic City with over one hundred on board. Alli 
join in wishing you were along. Hope some day you 
will. We are drinking to your good health and pros- 
perity. Will reach Cleveland, Lake Shore, at ten P. M. 

“T. J. Usher, E. R. Swift, R. B. Jones and F. E. 
Sorensen, Committee.” 

At 6 o'clock, the travelers sat down to a splendid 
dinner, the jobbers and representatives being the guests 


of the manufacturers and others named in the follow- 
ing : 
HOSTS AT RANQUET ON WHEELS, 
American Hardware Corporation of Chicago, Chicago. 
AMERICAN ARTISAN. 
American Screw Company, Providence, Rhode Island. 
American Steel and Wire Company, Chicago. 
American Wire Fabrics Company, Chicago. 
Ames Shovel and Tool Company, Boston, Massachusetts. 
E. C. Atkins and Company, Indianapolis, Indiana. 
Baldwin Tool Works, Parkersburg, West Virginia. 
George H. Bishop Company, Lawrenceburg, Indiana. 
_ Bissell Carpet Sweeper Company, Grand Rapids, Mich- 
igan. 
Bommer Brothers, Brooklyn, New York. 
Chicago Spring Butt Company, Chicago. 
The Clyde Cutlery Company, Clyde, Ohio. 
Columbian Rope Company, Auburn, New York. 
Daisy Manufacturing Company, Plymouth, Michigan. 
Henry Disston and Sons, Incorporated, Philadelphia. 
Eagle Lock Company, Terryville, Connecticut. 
Hardware Age. 
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Place Card at Banquet on Wheels. 


Hardware Dealers’ Magazine. 

Hunt, Helm, Ferris and Company, Harvard, Illinois. 

H. C. Tack Company, Chicago. 

Klauer Manufacturing Company, Dubuque, Iowa. 

Lalance and Grosjean Manufacturing Company, Chicago 
and New York City. 

Lovell Manufacturing Company, Erie, Pennsylvania. 

Warren McArthur, Chicago. 

Milwaukee Corrugating Company, Milwaukee, Wis- 
consin. 

Oliver Iron and Steel Company, Pittsburgh, Pennsyl- 
vania. 

Payson Manufacturing Company, Chicago. 

Pittsburgh Steel Company, Pittsburgh, Pennsylvania. 

Reynolds Wire Company, Dixon, Illinois. 

Rome Manufacturing Company, Rome, New York. 

Russell and Erwin Division of American Hardware Cor- 
poration, New Britain, Connecticut. 

Sargent and Company, New Haven, Connecticut. 

Simonds Manufacturing Company, Chicago, Illinois and 
Fitchburg, Massachusetts. 

Stanley Works of Illinois, Chicago. 

Stanley Rule and Level Company, New Britain, Con- 
necticut. 
r Surpless, Dunn and Company, Chicago and New York 
ity. 
Vaughan and Bushnell Manu facturthg Company, Chi- 
cago. 
Wabash Screen Door Company, Chicago. 
Winchester ‘Repeating Arms Company, New Haven, 
Connecticut. 

The Wood, Shovel and Tool Company, Piqua, Ohio. 

Fred J. Wooster, St. Louis, Missouri. 

The Yale and Towne Manufacturing Company, New 
York City. 
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each lady, and souvenirs in the shape of carnival caps, 


\oise rattlers and toy balloons. Unique and handsome 





wae 








View Near Station at Sayre, Pennsyivania. 


place cards indicated the place at each table where the 
particular traveler was to enjoy his or her dinner. 
The menu follows: 
weordl 


Bronx Cocktail 
Cape Cod Oyster Cocktail 
Stuffed Olives Celery Pin Money Pickles 
Mock Turtle, Madeira Consomme Celestine 
Fresh Crab Flake en Coquille, au Gratin 
Sweetbreads, Colbert Sauce 
Broiled Guinea Hen 
Red Currant Jelly 
Candied Sweet Potatoes Fried Egg Plant 
: Brussels Sprouts in Butter 
Punch Curacoa 
Lettuce and Cucumber Salad 
French Dressing 
French Pancakes with Marmalade 
Peach Ice Cream Cake 
Cream Cheese with Chives 
Toasted Biscuits 
Coffee 
Cigarettes Cigars 


As usual, the Transportation Committee had pro- 
vided very beautiful presents for the ladies. This time 
they consisted of high grade manicure sets in tan seal 
leather lined with moire silk and closed with pearl 
snap buttons. Boxes of candy were also distributed 
to the ladies during the journey. 

As the splendid train traveled along over the plains 

















Some of the Travelers Around Soldiers’ 
Monument in Summit Hill, Pennsylvania. 


of Indiana and Ohio, groups gathered together in the 
various cars and the time was pleasantly spent in 
story telling, impromptu singing, with an occasional 
serious group discussing the outcome of the war and 


its effect upon business conditions but these seriously 


Not only were the provisions which the committee 
1 charge had made for the “inner man” most splendid, 
ut there were beautiful floral decorations on the 
ables, such as carnations and American beauties for 
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inclined travelers were not allowed to remain in that 
state of mind for any length of time as Ned Swift, 
“Louie” Kuehn, “Bob” Jones, “Tom’’ Usher, “Bill” 
Hawkins and others would break in on them and tell 
a funny story. 

“A poor excuse is better than none,” said William 
V. Hawkins, of the Columbian Rope Company, who 
was recently elected to the Board of Governors of the 
Hardware Club of Chicago, and to illustrate his point, 
Mr. Hawkins told the following story about an Irish 
housemaid named Bridget: 

“Why, Bridget, you surely don’t consider those win- 
dows washed?” said the lady of the house, reproach- 
fully. 

“Sure, I washed ’em nicely on the inside, mum, so ye 
can look out,” replied Bridget; “but I intintionally lift 














Charles L. Schwartz, 
“Official Photographer,” 
Hardware Special. 


thim a little dirty on the outside, so thim ignorant 
Jones children nixt door couldn’t look in.” 

Robert B. Jones, of the Clyde Cutlery Company, 
which is located in the Presidential state of Ohio, 
owned up to the accusation that there are some long 
winded orators in that commonwealth, “but,” said he, 
“they are not in a class with D. O. Macquarrie, who, 
I understand, is somewhat interested in the Hardware 
Club of Chicago, and also in the selling of locks. Some 
friend of his sent me a report of a political meeting in 
which ‘Mac’ took part, and this is the way the reporter 
put it: ‘D. O. Macquarrie addressed the voters of the 
thirteenth ward last night and this morning.’ ”’ 

“There are some people who are so constituted that 
they can manage to get out of the most uncomfortable 
and embarrassing situations and come out on top,” 
said Irving S. Kemp, of Vaughan and Bushnell Manu- 
facturing Company. “I call to mind a little friend of 
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mine by name of Arthur, and if he doesn’t grow up to 
become a leader of men I miss my guess. 

“Jam always did attract little Arthur, and he per- 
sisted in helping himself, in spite of his mother’s 
orders. 

“One day she caught him in the act, the jam pot in 
one hand and a large spoon in the other. 

“Arthur, you naughty boy!’ she said, sadly. “Why 
do you always disobey me and steal the jam?’ 

“Arthur’s sweet blue eyes turned heavenward, and 
a little smile stole around his lips. 

““T was just wondering, mother,’ he murmured 
gently. 

“*Wondering? What do you mean, child?’ asked 


his exasperated parent. 











Climbing the Grade to Mount Pisgah. 


“Well, mother, I haven’t tasted the jam yet,’ ex- 
plained the lad, ‘and I was just wondering if it’s nice 
enough to be whipped for.’ ” 

“Charlie” Meacham, of the Lovell Manufacturing 
Company, was as usual one of the centers of attraction 
on the “Hardware Special,” owing to his well known 
ability as a story teller, and he had provided himself 
with an entirely new stock for the occasion. Here is 
one of them: 

An elderly,, benevolent-looking gentleman ap- 
proached the man and his wife who were quarreling 
bitterly. “My dear friend,” he said, “this won’t do at 
all, you know.” 

“What have you got to do with it?” snarled the man. 

“Nothing at all, except so far as I can help in set- 
tling this dispute.” 

“There ain’t no dispute,” growled the belligerent. 

“No dispute? But my dear friend ss 





“T tell you there ain’t no dispute. She thinks she 
ain't going to get my week’s wages, and I know she 
ain't. So where’s any dispute?” 

“Charlie” Schwartz, vice-president of the Lee Hard- 
ware Company, Salina, Kansas, demonstrated the fact 
that he knows how to operate a camera, and a number 
of the “shots” taken by him en route are shown here- 
with. 

About noon on Tuesday the Special stopped at 
Mauch Chunk, Pennsylvania, and the party got into 








Several Highbrows in This Group. 


conveyances and journeyed a short distance to the 
station of the famous “Switchback Railroad,” where 
special cars were waiting for them. 

This famous railroad, which is said to be the oldest 
in America, runs through a section that for splendor 
of scenery and beautiful views has few equals in the 
world. Leaving the station the open cars run by 
gravity to the foot of Mount Pisgah Plane, which is 
2,322 feet in length with an elevation of 664 feet, 








On Station Platform of Sayre, Pennsylvania. 


being a rise of about two feet in seven. There are 
two tracks, upon each of which safety cars are run, 
to which two heavy steel bands are attached, each 6% 
inches wide. These bands are fastened to iron drums, 
28 feet in diameter, in the engine house at the head 
of this plane, the motive power of which consists of 
two stationary engines each of 120 horsepower ca- 
pacity. 

Up and up the cars went, until they reached the 
mountain top, and the whole face of the country sur- 
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rounding was open to view like one vast flower bed, 
-nriched with all the glowing garb of autumn and giit- 
‘ering in the sunlight which intensified every beauty 
and color. 

Mountains and valleys, hills, ravines, little villages 
and mining settlements were spread out in a living 
panorama, with long blue ridges of mountains rising 














This Bridge Held Up ven When Ned Swift Rode Across. 


all about the visitors, as far as the eye could reach. One 
is reminded of the lines of Sir Walter Scott: 
“So wondrous wild, the whole might seem 
The scenery of a Fairy dream.” 

The fall of the grade to the next plane is about fifty 
feet to the mile; then comes another climb to Mount 
Jefferson which is 2,070 feet long with an elevation of 
464 feet, and then the return by the old mule-track 
route over nine miles of continuous descending grade 
to the station at Mauch Chunk. It was a happy in- 








Where the Up and Down Tracks Cross. 


spiration to break the railroad journey for this trip of 
two hours through such a beautiful country. 

At the Luncheon, which was served after the return 
from the trip over the Switchback Railroad, the twen- 
ty-eight ladies of the party had one of the dining cars 
to themselves, but at the dinner Monday evening they 
had escorts of the “male persuasion” at the tables. 
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The Luncheon menu was printed on a deckle-edged 
paper with colored views of the beautiful scenery on 
the Lehigh Valley Railroad shown in the border. The 
menu follows: 

: LUNCHEON, 

Chicken Soup with Rice Tomato Bouillon 
Olives : Celery 
3 Broiled Bluefish, Parsley Butter 
Spaghetti Creole 
Fricassee of Chicken, Parisienne 
7 roe Pineapple Fritters 
Prime Roast Beef, Dish Gravy 
June Peas Mashed Potatoes Sweet Potatoes 
_ Tomatoes and Lettuce, Roquefort Dressing 
Cottage Pudding Grape Fruit, 
Ice Cream Assorted Cake 
Tea Coffee Milk 

To say that the Transportation Committee was com- 
plimented upon the splendid manner in which all ar- 
rangements had been carried out for the pleasure and 
comfort of the travelers, is putting it very mildly, for 
each one of these four gentlemen was fairly showered 
with praise and congratulations. Some of the ladies 
even offered to dedicate the handsome manicure sets 
that had been presented to them by giving a special 
“sitting” to the members of the Committee. 

Colonel J. F. Richards, of Kansas City, on behalf of 
the jobbers, delivered a speech of thanks in one of 
the parlor cars during the run from Philadelphia to 











That Transportation Committee Certainly Looks Pleased. 
“Tom” Usher, ‘‘Fred’’ Sorenson, ‘‘Bob’’ Jones and 
“Ned” Swift. 

Atlantic City, and “Tom” Usher, “Fred” Sorenson, 
“Bob” Jones and the newly elected, but very modest 
vice president of the Hardware Club, responded in a 

very happy and appropriate manner. 

The gentlemen of -the party were presented with 
walking sticks by the Sparks-Withington Company, of 
Jackson, Michigan, and the Clauss Shear Company, 
Fremont, Ohio, distributed handsome manicure files 
to the ladies. 

About 8 o’clock, the travelers arrived at Atlantic 
City, some of them perhaps a little tired but all in a 
very happy frame of mind. 

The following is the list of those who traveled on 
the Hardware Special: 

C. J. Knapp, Chicago, of Hardware Age. 

Mrs. J. M. Holloway. ; 
__L. G. McDonald, of American Wire Fabrics Company, 
Chicago. 

J. F. Nelson and E. D. Nelson, of Prusia Hardware 

Company, Fort Dodge, Iowa. : 4 
Nelson A. Gladding, of E. C. Atkins & Company, Indian- 
apolis, Indiana. ; ; 
Louis Kuehn, of Milwaukee Corrugating Company, Mil- 
waukee, Wisconsin. 
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J. W. Sleight, Chicago, of United States Stamping Com- 
pany, Moundsville, West Virginia. 

Mrs. J. W. Sleight. 

E. E. Towne, Argos, Indiana, of National Hardware 
3ulletin. 

William Lindsay, Chicago, of the Lehigh Valley Rail- 
road. 

Mrs. William Lindsay. 

R. S. Thompson, of Thoben Manufacturing Company, 
Chicago. 

F. R. Nichols, of Nichols Wire Company, Kansas City, 
Missouri. 

Mrs. F. R. Nichols. 

William Schumaker, of Toledo Wheelbarrow Company, 
Toledo, Ohio. 

W. A. Potter, of Potter Manufacturing Company, Geneva, 
Ohio. 

Fred E. Sorenson, Chicago, of The New York Central 
Railroad, 

Mrs. Fred E. Sorenson. 

R. A. McDougal, of Herbrand Company, Fremont, Ohio. 

W. J. Keene, of Chicago Spring Butt Company, Chicago. 

Mrs. W. J. Keene. 

H. G. Reynolds, of Reynolds Wire Company, Dixon, 
Illinois. 

Mrs. H. G. Reynolds. 

W. V. Hawkins, Chicago, of Columbia Rope Company, 
Auburn, New York. 

B. J. Knapp, Chicago, of Hardware Age. 

W. H. Foege, of American Steel and Wire Company, Chi- 


oO. 

Miss Helen Foege. 

J. M. Holloway, Kansas City, Missouri, of American 
Steel and Wire Company. 

B. B. Bell, of Hunt, Helm and Ferris, Harvard, Illinois. 

Mrs. B. B. Bell. 








Arthur Mize, Fred Wooster and Charlie Schwartz. 


G. C. Fleckenstein, of G. C. Fleckenstein, Incorporated, 
Muskegon, Michigan. 

Mrs. G. C. Fleckenstein. 

Edward F. Ross, Chicago, of Baldwin Tool Works, 
Parkersburg, West Virginia. 

C. F. Sharrocks, of Baker and Hamilton, San Francisco. 

George F. Salisbury, Chicago, of Iver Johnson’s Arms 
and Cycle Works, Fitchburg, Massachusetts. 

H. G. Grosscup, Chicago, of Lovell Manufacturing Com- 
pany, Erie, Pennsylvania. 

E. R. Swift, Chicago, of Stanley Works, New Britain, 
Connecticut. 

Daniel Stern, of AMERICAN ARTISAN, Chicago. 

Charles Johnson, Chicago, of Henry Disston ‘and Sons, 
Incorporated, Philadelphia. 

F. D. Ford, Chicago, of Eagle Lock Company, Terryville, 
Connecticut. 

W. J. Donahue, of the Wabash Screen Door Company, 
Chicago. 

_ H. E. Warner, Chicago, of The Hardware Dealers’ Mag- 

azine. 

Mrs. H. E. Warner. 

T. J. Usher, Chicago, of Russell and Erwin Manufac- 
turing Company, New Britain, Connecticut. 

Mrs. T. J. Usher. 

Henry A. Taylor, Chicago, of American Screw Company, 
Providence, Rhode Island. 

Mrs. Henry A. Tavlor. 

L. G. McDonald and C. K. Anderson, of American Wire 
Fabrics Company, Chicago. 

W. C. Brown, of Brown-Camp Hardware Company, Des 
Moines. 

Mrs. W. C. Brown. 

C. F. Svlvester, Chicago, of Winchester Repeating Arms 
Company, New Haven, Connecticut. 

J. Clarke Coit. of Lee Coit Andreesen Hardware Com- 
pany, Omaha, Nebraska. 

F. E. Cutler and George W. Huntley, of Cutler Hard- 
ware Company, Waterloo, Iowa. 


AMERICAN ARTISAN AND HARDWARE RECORD 


Charles L. Schwartz, of Lee Hardware Company, Salina 
Kansas. 

Robert B. Jones, of Clyde Cutlery Company, Clyde, Ohio 

F. B. Dunlop, of Speer Hardware Company, Fort Smith, 
Arkansas. 

Ernest N. Birge, of St. Louis Shovel Company, St. Louis, 
Missouri. 

Mrs. Ernest N. Birge. 

Arthur E. Mize, of Blish, Mize and Silliman Hardware 
Company, Atchison, Kansas. 

J. A. Warner, of Wyeth Hardware and Manufacturing 
Company, St. Joseph, Missouri. 














Group of “Our” Ladies in Front of Theater of Summit Hill. 


Chris. Haw, of Haw and Simmons, Ottumwa, Iowa. 

Mrs. Chris. Haw. 

F. E. Harwi, of A. J. Harwi Hardware Company, Atchi- 
son, Kansas. 

W. A. L. Thompson, of W. A. L. Thompson Hardware 
Company, Topeka, Kansas. 

Mrs. W. A. L. Thompson. 

Irving S. Kemp, of Vaughan and Bushnell Manufactur- 
ing Company, Chicago. 

Mrs. Irving S. Kemp. 

James T. Wallace, of Bommer Brothers, Chicago. 

Fred G. Wooster, Chemical Building, St. Louis, Missouri. 

R. Tenk, of Tenk Hardware Company, Quincy, Illinois. 

Mrs. R. Tenk. 

E. E. Henkle, of Henkle and Joyce Hardware Company, 
Lincoln, Nebraska. 

Mrs. E. E. Henkle. 

F. W. Hayes, of W. K. Morison Hardware Company, 
Minneapolis, Minnesota. 

Mrs. F. W. Hayes. 

Frank H. Johnson, West Leechburg Steel Company, 
Chicago. 

Mrs. Frank H. Johnson. 

Claud Falkinburg and Guy C. Core, of Sparks-Withing- 
ton Company, Jackson, Michigan. 

E. B. Standart, Chicago. 

W. A. Lockwood, Chicago, of Yale and Towne Manufac- 
turing Company, New York. 

J. J. Walworth Chicago, of Rome Manufacturing Com- 
pany, Rome, New York. 

















Investigating “Pavement” of Street in Summit Hill. 


C. G. Lamb, Chicago, of H. C. Tack Company, Cleve- 
land, Ohio. % 

C. A. Newbury and son, of Newbury Hardware Com- 
pany, Alliance, Nebraska. 

H. August Luedke, of Pritzlaff Hardware Company, Mil- 
waukee. 

D. O. Macquarrie, Chicago, of Corbin Cabinet Lock 
Company, New Britain, Connecticut. 
: E. D. Adams, of Drake Hardware Company, Burlington, 
owa. 

Charles D. Clark, of Clark-Smith Hardware Company, 
Peoria, Illinois. 














tchi- 


ware 


ctur- 


uri. 
nois. 
any, 
any, 
ny, 


ng- 


‘ac- 





Lc 











J. F. Nelson and brother, of Prusia Hardware Company, 
Fort Dodge, Iowa. 
J. F. Richards, George B. Richards and R. V. Cusack, of 
-ichards & Conover Hardware Company, Kansas City, Mis- 
url, 
Cc. G. Barth, of Rehm Hardware Company, Chicago. 
F. M. McIntyre, of Harper and McIntyre, Ottumwa, 
lowa. 
BOARDED TRAIN AT TOLEDO, OHIO. 

D. L. Christy and La Mar Christy, of Christy Knife 
Company, Fremont, Ohio. 

W. J. Fedderly, Cleveland, Ohio, of Hardware Age. 

A. C. Guilloz and C. B. Sayless, of Standart Brothers, 
Detroit, Michigan. 

J. H. Clauss, of Clauss Shear Company, Fremont, Ohio. 
D. L.- Christy, of Christy Knife Company, Fremont, 


Ohio. 
BOARDED TRAIN AT CLEVELAND, OHIO. 
W. G. Roos, of H. C. Tack Company, Cleveland, Ohio. 
BOARDED TRAIN AT GENEVA, NEW YORK. 
Messrs. Everett and Metcalf, of Columbia Rope Com- 
pany, Auburn, New York. Ri 
James Gill, of Kirk-Latty Manufacturing Company, 
Cleveland. 
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DOOR SETS OF/HANDSOME DESIGN. 





In the building of a house, as in practically all other 
things, the final appearance depends more on the little 
finishing touches than on 
the larger pieces of con- 
struction material. It is, 
therefore, necessary that 
the greatest care be given 
to all details so as to make 
certain that the best ulti- 
mate results will be ob- 
tained. Among the many 
smaller items which have 
such a strong influence in 
adding or detracting from 
the appearance of the 
building, is builders’ hard- 
ware. As one of the first 
things which strikes the 
eye of a person upon entering the building is the door 
set, it is very desirable that this should be of hand- 
some design and attractive appearance. The accom- 
panying illustration-shows the Rome design door set 
which is one of the many attractive effects in door 
sets manufactured by the Taylor & Boggis Foundry 
Company, Cleveland, Ohio. This door set is made in 
either wrought bronze or wrought steel, but other de- 
signs may be had in cast bronze, cast iron or brass. 
For further particulars, dealers should write to the 
Taylor & Boggis Foundry Company, Cleveland, Ohio. 


Rome Design Door Set. 


-i<t- 


SECURES PATENT FOR BREECH LOADING 
SMALL ARM. 





Leslie B. Taylor and Frederick Hughes, Birming- 
ham, England, have obtained United. States patent 
rights, under num- 
ber 1,154,458, fora 
breech loading 
. small arm de- 

6 © 4,154,458, scribed in the fol- 
lowing: A breech loading small arm having a plate 
movable into position to close the recess in its side 





for the lock mechanism, a slidably mounted secondary - 


plate to which the first named plate is hinged, and 
means for holding the said first named plate in such 
position. 
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FINANCING AMERICAN TRADE IN HONDURAS 


United States Consul E. M. Lawton, at Tegucigalpa, 
Honduras, in his latest report to the Department of 
Commerce, states that a project of developing Ameri- 
can trade in that country has been carried to a point 
where success seems assured. During a visit to New 
York, Ernesto Lazarus, manager of the Banco de 
Comercio, of the first named city made arrangements 
by which the capital stock of the bank has been in- 
creased $150,000, and an additional commercial credit 
has been secured of $200,000 or more if necessary. 
Additional rooms adjoining the bank’s quarters will be 
equipped at once as sample rooms in which to dis- 
play American goods with a competent sales manager 
in charge. Necessary credit will be supplied by the 
bank to local merchants, and purchases will be made 
through the New York office. 

Agencies will be accepted for all lines of imports, 
among which are the following: Hardware, crockery, 
granite ware, jewelry, paints, electrical goods, window 
glass, etc. 

Catalogs and prices should be sent to the Banco de 
Comercio, Tegucigalpa, Honduras, Central America, 
and to the New York office of Parmelee & Company, 
New York City. Samples are also desired, as far as 
can be consistently supplied, of which both offices 
should receive a set. Correspondence may be in Eng- 
lish, though catalogues, as far as possible, should also 
be in the Spanish language for more ready considera- 
tion by Spanish-speaking buyers. 


> 
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RETAIL HARDWARE DOINGS. 
IOWA, 


J. L. Cuney, Clarksville, has sold his hardware store to 
Will Roberts. 
Adams Hardware Company, Fonda, has been purchased 
by F. J. Kenning, J. R. Prendergast and C. C. Patty. 
Peter Burkey, Baxter, has formed a partnership with E. 
C. Goodwin in the hardware business. 
KENTUCKY. 
W. F. White and Son, Hazel, have re-engaged in the 
hardware and furniture business. 
MICHIGAN. 

The Pearce Hardware Company, Lake Linden, has 
awarded a contract for a two-story addition to its building. 
MINNESOTA. 

John Arens, Matawan, is planning to open a hardware 
business. 





NEBRASKA. 


The implement department of the Lessert Hardware Com- 
pany, Gordon, has been damagéd by fire. 
F. H. Kittler and Al Probst, Homer, have bought the 
Edwards and Bradford Hardware business. 
C. O. Keiser, Primrose, has acquired the J. G. Batenhorst 
Hardware and Implement business. 
The store of the Lessert Hardware Company, Merriman, 
was destroyed by fire. 
NORTH DAKOTA. 
Sam Hankins, Marshall, has opened a hardware store. 
August Back, Ollie, has opened a hardware store. 
Kill and Hecht, Portal, are erecting a new hardware 
store. 
SOUTH DAKOTA. 


F,. E. Henton, Artesian, has purchased the hardware busi- 
ness of Hater and Company. 
TEXAS. 
The hardware store of D. A. Cordes and Company, 
Paige, has suffered a total fire loss. 
WASHINGTON. 
The Lawrence Camp Hardware Company, Wilbur, has 
increased its capital from $25,000 to $50,000. 
WEST VIRGINIA. 
The Mountain State Hardware Company, Logan, has 
been incorporated with a capital stock of $25,000 by Peter C. 
Minotti, Yie Justice, C. A. McDonald and Roxie Minotti. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








The illustration herewith represents an advertise- 
ment placed in the Cleveland Press by the Davis-Hunt- 
Collister pacwe se ie Cleveland, Ohio, which occupied 


‘Watch € Our Window 


H An Oval Slide Parallel 
is oe Repatr Vise 2%-inch steel 
| Setw th soldering COP-| faced jaws, with nut 
| per, scraper, rosin,|;at end. of screw to 

solder and piece of tin.|take up. lost motion 


Special while om on” O8¢ 
they last 1 


The Davis-Hunt-Collister Co. 


Ontario and Prospect-av 








three inches of single column space. The employment 
of cuts to show the articles for sale, together with 
the description appended, is to be commended, as also 
is the co-operation of the newspaper advertisement 
with the window displays. The placing of the vise 
cut sideways should be mentioned as the one fault, 
because people who contemplate purchasing tools ex- 
pect to see them pictured as they are used and not in 
any odd position. Otherwise, the descriptions of the 
soldering set and vise are complete and the prices 
stand out boldly, furnishing quick indications of the 
values. 
* * * 

The accompanying illustration shows an advertise- 
ment which was inserted by the Morris Hardware and 
Furnishing Company in the Pittsburgh, Kansas, Sun 
and occupied four inches of double column space. The 





Here’s the Place 


We have a complete line of Heaters, 
Cooks, and Ranges; new and second- 
hand. Easy terms if desired. Agents 
for Monogram Stoves and Ranges. 


Morris Hdw. & Furn. Co. 


510 North Broadway 











heading forms the most attractive portion of the ad- 
vertisement and its employment no doubt served to 
bring the desired attention. The restraint of the 
impulse to fill every portion of the allotted space is to 
be commended and the advertisement as a whole 
stands out boldly and distinctly. It would have proven 
more effective had a few descriptions of specific articles 





and prices been appended in the space below the head- 
ing. 


* * * 

An exceptionally high class advertisement is shown 
in the accompanying illustration. It was published by 
the T. B. Rayl Company, Woodward Avenue and 
Congress Street, Detroit, Michigan, and is another 
proof of the fact that if retail hardware dealers will 
use advertising space in their local newspaper in the 
proper manner, the investment will prove profitable. 
It is worthy of note that this Company stands back of 
its wares and is plain in its statements to that effect— 
no “ifs’’ and “buts” about it—‘Everything you buy at 
Rayl’s carries the insurance policy of money back if 


7 “Let Me Hand You 












o ° ,99 
Saving List 
Says Rayl’s to Every Member of 

the Family Tonight 
“If it is hardware for father, _— 
goods for brother, kitchen or househol 
articles for mother and sister, you can be 
sure that Rayl’s wil] give you better satis- 
faction—goods that will last longer and 
that are well made—for the same price 












| you've paid for inferior articles. 
“And you buy at Rayl’s carries the 
insurance policy Zoney beck if not satished.” 
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Fair Dealing $1.00 00 to $5.00 
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or short handles. The kini 
thet nelde & Dig lead of coal wd 
without spilling tt. A bargain’ 






Rayl’s mammoth 
new building being 
| erected at Woodward 
| and Grand River is 
seven floors of stone 
and steel, but the 
foundation is the tre- 
mendous esteem and 
confidence Detroit 
people have for Ray!'s 
policy, goods and ser- 
vice—an esteem and 
confidence that is 





Drop Forged. Auto Wrench 


Ronson make. in 
wh ee Saree Heaters, 


chine. A boon to autoists; only 









Rayl’s greatest asset 
and which will be 
most jealously guard- 
ed in the new build- 
ing. 





Remember, Rayl’s will 
buy it back at the price 
you paid if anything is 
unsatisfactory. 





not satisfied.” The various items advertised are well 
featured and described in an attractive*manner. The 
advertisement occupied a space of 11 inches over three 
columns in the Detroit Daily News, one column of 
which was devoted in part to an illustration of the 
Company’s new building and a clever statement as to 
the business policy of the concern, together with a re- 
iteration of the “Money-back” rule. 
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HEATING AND VENTILATING 








PLAN FOR INSTALLATION OF WARM AIR 


HEATING APPARATUS IN SEVEN 
ROOM HOUSE. 





From W. F. Laudenschlager, Dodgeville, Wisconsin, 
AMERICAN ARTISAN has received the following arti- 
cles describing two plans for installations of warm 
air heating apparatus in a seven room house, together 
with four drawings illustrating these plans: 

To AMERICAN ARTISAN: 

Herewith is shown a heating plan for a seven room 
house. 

The plans show two different ways or locations for 





Figure 1—Shows Warm Air Heater Under Front Room. 


the heater, and also two different ways to run cold 
air pipes. Figure 1 shows the heater placed under 
the front room and having cold air ducts under the 
cellar floor, which connects with a pit under the heater. 

Cold air pipes run from register straight down to 
the cellar floor and then connect with the duct under 
cellar floor. 

Hot air pipes are located in such a shape as to favor 
the long pipes, curves being put into the short pipes to 
cause an even flow of air. 

Figure 2 shows the second floor, with the location 
of registers, and way of running the pipes under the 
floor, as indicated on the plan by dotted lines. 

The horizontal pipes should be enlarged from the 
stack to the register box, as the air will flow more 
slowly in pipes of such construction. 

I enlarge them from a 3x12 inch stack to a 6x12 
and sometimes more if I have the space and the runs 





are long. This gives the air a chance to expand and 
travel slowly but brings a larger quantity of air to 
the register face. 








Figure 2.—Second Floor Plan Showing Location of Registers. 


It is very practicable to have a side wall register 
with an extension through the base-board, which will 





Figure 3.—Shows Warm Air Heater Located Under Rear Room. 
give you an opening of about 6x12 inches in the clear. 

Figure 3 shows the heater located at the opposite 
end of the building under a rear room, and with the 
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cold air connected in the side of the heater jacket. 
The cold air pipes from the registers in this plan run 
along the ceiling of the cellar and two of these pipes 
connect together in a “Y” joint, then drop down with 
an angle of 45 degrees, and pass through near the bot- 
tom of the wall or partition between cellar and the 
heater room. The third cold air pipe from the hall 
drops down an angle of 45 degrees and passes through 
the wall near the bottom and then connects with the 
heater jacket. The warm air registers are placed the 
same as shown in Figures 1 and 2. 

Figure 4 shows a side view of the heater and cold 
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Figure 4.—Side View of Warm Air Heater and Cold Air Runs 
as Shown in Figure 3. 


air runs which are used as shown in Figure 3. Also 
shows the way the hot air pipe is run to the front 
room register. 

In regard to size of heater to use for heating such 
size house, that depends very much of course on the 
kind or make of heater. I have installed a number 
of heaters in houses of this size, and in most of them 
used a heater with a 20-inch firepot. Of course these 
were well made, first class heaters and we knew their 
heating capacity. In other and cheaper makes I have 
used heaters as large as 26-inch firepot for such a 
house. 

Yours truly, 
W. F. LAuDENSCHLAGER. 

Dodgeville, Wisconsin, October 4, 1915. 





WARM AIR HEATERS THAT MAKE GOOD 
INVESTMENTS. 





“They say an honest proposition is the hardest 
thing on earth in which to interest an investor,” forms 
the kernel of the statement made by Eugene Gilbert, 
treasurer of the Rudy Furnace Company in the fifth 
of a series of messages, “Introducing Rudy’s.” He 
points out that they had to “show him” before he de- 
cided to become a stockholder, and the fact that Rudy 
warm air heaters have made good with him aid oth- 
ers recommends them to the discriminate purchaser. 
These heaters are designed and built by men with 
years of experience in the warm air heating field. 
The two. styles, manufactured by the company, are 
said to be in a class by themselves when considering 
economy, durability and efficiency. The following 


qualifications, among others, resulting from ideas of 
half a score of practical heating engineers, are stated 
to be embodied in the Rudy heaters: Low compact 
design, long fire travel with dowble circulation of air 
around the radiator, “can’t leak” cup joints with cov- 
ered flanges, casing large enough to carry away heat 
generated, five gallon water pan favorably located, 
and grates permitting the quick removal of stones, 
slate or clinkers. On application to the Rudy Fur- 
nace Company, Dowagiac, Michigan, dealers will re- 
ceive a complete catalog and details of the “Rudy’s 
Customers’ Profit Sharing Schedule.” 





FIREPROOF WARM AIR HEATER PIPE. 





“Safety First” is the cry of the nation, and the 
Michigan Safety Furnace Pipe Company are endeavor- 
ing to instill in the minds of 
the community the advan- 
tage of eliminating the 
danger of overheated pipes 
in warm air heating sys- 
tems. The principal fea- 
ture of their safety pipe is 
the air chamber between 
the inner and outer sec- 
tions. By being constantly 
supplied with fresh air, 
this prevents the outer pipe 
from becoming overheated 
and at the same time keeps 
the heated air from becom- 
ing chilled by cold outside 
walls. Perforations in the 
collar at each end of the 
sections help to circulate 
the air and thus the danger from overheating is said 
to be entirely removed. 

The automatic locking device, a feature in all Mich- 
igan Safety Furnace Pipes, is also claimed to not only 
completely lock the sections of the pipe, but also make 
an air tight joint. This improvement, it is stated, effects 
a saving of about 60 percent of the time and labor 
spent on similar work. The accompanying illustration 
shows the rectangular sections of the pipe, ready to be 
connected and locked. Dealers who desire to secure 
further information may obtain the latest complete 
catalog of safety pipes by addressing the Michigan 
Safety Furnace Pipe Company, 113-115 East Fort 
Street, Detroit, Michigan. 


o- 


WANTS PATTERNS FOR WARM AIR HEATER 
TOPS. 


—_—_—_—_—_ 








Michigan Safety Furnace Pipe. 





To AMERICAN ARTISAN: 

Will you please lay out patterns for a warm air 
heater top from round to square in four pieces and a 
top from round to round with pitched&top? 

SUBSCRIBER. 
, Minnesota, October 13, I915. 


- 


The American Bell and Foundry Company, North- 
ville, Michigan, has increased its capital stock from 
$32,000 to $50,000. 
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Illinois Heating and Ventilating Engineers 
Hold Annual Meeting 








The annual meeting of the Illinois Chapter of the 
\merican Society of Heating and Ventilating Engi- 
neers was held Monday evening, October 11th, at the 
New Morrison Hotel, Chicago, with a gratifyingly 
large attendance. 

The members and guests enjoyed a splendid dinner, 
after which President Charles F. Newport called the 
meeting to order and requested Secretary W. L. Bron- 
augh to read the minutes of the May meeting which 
was the last session’ before the summer vacation. 
After the minutes had been read and approved, Presi- 
dent Newport stated that a volume of the report of the 





E. L. Hogan, 
President Illinois Chapter, 
American Society of Heating and Ventilating Engineers 


Chicago Commission on Ventilation, handsomely bound 
in leather, had been presented to the Chapter and that 
copies of same, in heavy paper cover, could be ob- 
tained from the Commission at 25 cents each. Dr. E. 
Vernon Hill, Ventilating Engineer in Charge of the 
Ventilation Division of the Chicago Health Depart- 
ment, reported on the work which has been done dur- 
ing the past year by the Commission on Ventilation, 
of which he was recently elected president and also on 
the experiments which had been conducted by the 
special committee of which he was chairman, for the 
purpose of investigating air washer devices. 

The report of Treasurer August Kehm showed that 
a handsome balance was in the treasury after all ex- 
penses had been paid. 

President Newport appointed J. M. Stannard, R. M. 
Stackhouse and C. J, Jackson, tellers to count the bal- 
lots for the officers and governors for the coming year. 


The vote showed that the following had been elected: 
President, E. L. Hogan. 
Vice-president, F. W. Powers. 
Secretary, W. L. Bronaugh. 
Treasurer, August Kehm. 

The two last named gentlemen were re-elected. 

The following were elected to the board of gover- 
nors: Charles F. Newport, H. M. Hart and H. R. 
Linn. 

The matter of licensing heating and ventilating engi- 
neers and contractors was discussed at length, Dr. E. 
Vernon Hill reporting that so far as the Health De- 
partment was concerned, it was quite willing to have 
an ordinance providing for such a license passed by the 
City Council, as thereby the matter of preventing un- 
scrupulous and unfitted men from doing heating and 
ventilating work might be facilitated, but that his mind 
was open on the subject and that the matter ought to 
be very carefully thought over and discussed before 
such an ordinance was finally presented to the city au- 
thorities for passage. 

A. George Pedersen, editor of AMERICAN ARTISAN, 
spoke of the movement which had been started in the 
Allied Sheet Metal Contractors’ Association of Chi- 
cago for the purpose of having all who were engaged 
in the sheet metal contracting business in all its various 
branches licensed under the general building ordi- 
nance, or if this was not possible to have the heating 
and ventilating contractors licensed under the Health 
Department’s supervision, and stated that a committee 
of that Association was now framing an ordinance for 
that purpose. 

J. F. Tuttle suggested that rather than having 
licenses, it might be better to have a stricter system of 
inspection on the order of the plan which is operated 
successfully in Massachusetts. 

Dr. Hill took issue with Mr. Tuttle on the matter, 
stating that while the plans submitted to the Health 
Department by a heating and ventilating engineer 
might be absolutely correct and receive the O. K. by 
the Department, most of the trouble was found with 
the installations; that this work was, of course, done 
by the contractors, and that for this reason it might be 
advisable to have a license covering their business, so 
that the Health Department would be in position to 
prevent a man who persisted in doing unsatisfactory 
work from taking a contract for installation, by revok- 
ing his license. 

G. H. Kirk stated that while he believed that there 
was not a great deal of trouble in the large public or 
semi-public buildings so far as heating and ventilating 
installations were concerned, there was practically no 
inspection or method by which the installation of such 
plants in private dwellings could be controlled under 
the present circumstances and that for this reason he 
favored a license ordinance. 
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George Mehring stated that he was not in favor of 
the license as a general proposition because it might 
tend to give the public a wrong impression,and take 
away the prestige which a well-established and con- 
scientious heating and ventilating engineer and con- 
tractor had built up for himself, but that possibly it 
might be advisable to have a license for the contractor. 

President Newport concluded the discussion by sug- 
gesting that as this was a matter of great importance, 
it would be well to make it the special subject for one 
of the meetings in the near future, the Board of Gov- 
ernors to decide just what time the question should be 
taken up. 

The newly elected president was then conducted to 
the chair and spoke briefly on his appreciation of the 
honor which the members had conferred upon him. He 
stated that his endeavor during the coming year would 
be to work with the members to establish a high stand- 
ard for the heating and ventilating art, but that it was 
necessary in order to accomplish this object that the 
members give their earnest support—not only by being 
present at every meeting but by presenting such prob- 
lems as had come before them in their individual prac- 
tice, so that they might be discussed and thereby be of 
benefit to the entire organization. 

John F. Hale was elected a regular member, and 
R. H. Lindman and S. A. Witt were elected associate 
members. 

Mr. Hale, who was one of the charter members of 
the Chapter, but for some years had been residing in 
3oston and during his sojourn there had been presi- 
dent of the Massachusetts Chapter, spoke of the high 
regard in which the Illinois Chapter was held both in 
the East and in the parent body and that it was looked 
upon as the pace-maker in constructive work. He 
suggested that instead of the former practice of pre- 
senting papers without previous discussion and revi- 
sion to the annual and summer meetings of the Society, 
it would be well if the members would prepare papers, 
have them read before the Illinois Chapter. and then 
thoroughly discussed and have such revisions made as 
might be deemed advisable, before the paper was 
finally forwarded to the headquarters in New York. 

George Mehring moved that the members give a 
rising vote of thanks to the retiring officers, and the 
motion was concurred in by all present. 

Responding to the vote of thanks, retiring President 
Newport stated that he had received from President 
Dwight D. Kimball a request that the Illinois Chapter 
make a special effort to have a good showing at the 
annual meeting which is to be held in January in New 
York City, and suggested that inasmuch as H. M. 
Hart, a former president of the Illinois Chapter, and 
now one of its governors, is expected to become presi- 
dent of the American Society of Heating and Venti- 
lating Engineers, it was incumbent upon the Illinois 
members to do everything in their power to push along 
the good work for which the organization stands out. 

He also mentioned the “Questionaire” which has 
been sent out by President Kimball and urged the 
members to answer the list of questions thereon. 

QUESTIONAIRE REGARDING OPERATION OF HEATING PLANTS. 


Name of, or for what purpose used...............0ceeceeees 
Dimensions of building: Width.... Length.... Height.... 
Where located: State..... City or town..... Street..... 


Sides “of Balding “Ge ce ak boo ca bok eaetels 


Constraction § «55. 605354) 3ob ee heed tee ee 
Wall exposure.... Glass exposure.... Roof exposure... 
Calschl contents os 26 aie ok ke 6 eed oot eh eee Cie os Das ab ee Ss 
Petent -of wertiletiou: FE Wes. ses scooters e cadecae 


If fan is used is it a plenum or exhaust system, or both...... 
Kind_of heater used in connection with fresh air fans........ 
Shnkinl Or it water DORE ii eink soca Vibes os kbs Mores. 
Kind and ‘sise of Douevtis s+ ss os <5 rah ent kndos epenes’. 
Number and size of engines........ Initial pressure........ 
Hthnust stein 600 oicsso 4s ocd cede Vee odes OGsbs inks 
Ts‘ live. steam used: for: Weatme . 2 occas i Sa es ch aes 
Back presstire Of ~CURRIER. 5c ie WA a4 Fea OS daa eee. 
What kind of air removal system is used.................... 
By what means is the water of condensation returned to the 
BOMET 5 oc bcs + ons hv aeek es ATO Ae EE hak hae uhh nee. 
What was cost of heating plant complete................... 
OPERATING COST. 


Usual length of heating season (days or weeks)............ 
Is the boiler plant operated throughout the summer......... 
Total cost of fuel (fora Tull staponds cs oi eee. 
Total -munber of. 2606 WRG. Sik noth cies eceaeasee 
Rind end ‘Stee OF DOG os oases voy alo 8 S05 « vee aOe) ens. 
Cost mer ton at DuIR 05640 6s sees soos peae ed bees. 
OF care at tediding OF OG: KE 525s se keanses sees aces 
CGR WE WORE Sic sos aoe cwes Reve nis seo RCo eaw hie se Rea Rs 
Code wok  CHBCRPI RIG Ss co Sccs Ea el hs oe ha a aed tote wee 
ing? OF MANGE... ji Sic ninid teu ek cosh eis Kode Oe eEses KK sak he 
Cost of ash removal (if s@parate)... os. .c. cbc ccs cscs caves 
Cost per year for repeite (VETOED. ©. 2c. cece ce cee cnc cee 
Total cost GE piatit GReIs sce a ts: os bebe Ss ceca deews 
General Description of Plant: 


The session then adjourned, the next meeting to be 
held the second Monday in November at such a place 
as will be decided upon by the board of governors. 





NEWLY PATENTED STACK HEAD OR BOOT 
FOR HOT AIR STACKS. 


Albert G. Scherer, Chicago, Illinois, assignor to The 
Excelsior Steel Furnace Company, Chicago, Illinois, 
has been granted United 
States patent rights, under 
number 1,155,761, for a stack 
head or boot for ‘hot air 
stacks described in the follow- 
ing: A double wall hot air 
stack consisting of a plurality 
’ of sections having connected 
inner and outer walls, said 
sections adapted to fit together 
end to end by both the inner 
and outer walls, and a double 
wall ‘section adapted to inter- 
lock respectively with an up- 
per and a lower section and 
having its upper interlocking 
portion disposed in or below the plane of the top of 
the vertical front walls thereof. 











BUSINESS A BATTLE. 


Business is a battle. And the master of business is 
the man who thinks—plans—directs the fight with the 
cool and calculating eye of an experienced general. 
Scientific methods are demanded in every department 
of business. And all commercial erganizations lead 
to definite and centralized effort—Henry L. Doherty. 


- 
> 





Hygienic Heating Company, Nashville, Tennessee, 
has been incorporated with a capital stock of $25,000 
by G. P. Chapman, H. L. Williams, B. T. Beesley, E. 
F. Pool and Enoch Brown. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








DEVELOPMENT OF PATTERNS FOR COLD AIR 
BOOT FROM SQUARE TO ROUND. 








BY-O. W. KOTHE. 
Replying to the inquiry of “Subscriber” for a Cold 








} FRONT ELEVATION 














Air Boot, which was published in AMERICAN ARTISAN 
September 18th issue, the accompanying sketch will 
give the solution as near as I can decipher the design 


of problem. 


ture, drawing the throat and heel with dividers or free 
hand work as you prefer. Next draw the front eleva- 
tion to correspond with the side. The upper collar is 
what will be transformed from square to round, which 
is done by triangulation. Having the miter lines 
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First draw the side view to the right size and curva- 
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Development of Patterns for Cold Air Boot from Square to Round. 


drawn, then draw lines through from side elevation 
cutting the throat and heel at random, thus crossing 
the miter lines in front elevation as shown. 

The side elevation is not what we could call a true 
accurate pattern on account of the twist, but it is not 
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sufficient to warrant the laying out of a separate pat- 
tern as the give and take makes it approximate enough 
for general work. On the top of this side pattern, the 
quarter pattern of the transition is added, as shown. 
The quarter plan and the true lengths 0-1-2’-3’ are 
used as true lengths in crossing the arcs 1-2-3 in side 
pattern. 

For the pattern for front pick the spaces from 
throat A-B and heel C-D and step them off on the 
center line, after which draw stretchout lines and from 
points in miter lines, drop points to stretchout lines, 
in this way establishing points for the miter cut in 
these patterns as shown. The square to round por- 
tion can be punched off by using the side pattern, as a 
pattern thus giving you all the patterns necessary for 
this Cold Air Intake Boot. 


METAL SHINGLES IN ATTRACTIVE DESIGNS. 








The Metropolitan Metal Shingles are described as 
meeting to the best advantage the requirements for a 
moderate priced metal shingle, artistic in appearance 
and with the effect of individual shingles or. tile. These 
metal coverings known to the trade as “Titelock” 
metal shingles and “Titelock” Spanish tile are con- 
structed in numerous attractive designs, adapted to the 
various styles of building construction. 

The “Gothic” shingle as a representative of its class 
is said to cost less than the best grade of cedar shin- 
gles, to possess greater durability, and to be proof 





Gothic Design Metropolitan Metal Shingle. 


against fire, water, lightning and storms. Similarly 
the “Old Mission Tile,” stamped in continuous sheets 
each containing six individual shingles, 1ox14 inches, 
cannot, when laid and painted, be distinguished from 
real clay tile, and, it is said, will wear as long, and is 
not affected by changes in temperature. Other types 
of shingles and tile, including roof tile and starter or 
eaves tile, together with cleats used to fasten end laps, 
are provided and all are stamped from full weight IC 
and IX Terne plates. The manufacturers state that 
these shingles and tiles make an ideal roof for all 
classes of homes and for churches, schools, and public 
buildings because of their superior quality, attractive 
designs, and enduring service. The new catalog, which 
they say will be the handsomest and most complete 
they have ever issued, will shortly be ready for dis- 
tribution and may be obtained by addressing the Mil- 
waukee Corrugating Company, Milwaukee, Wisconsin. 


oo 
-~or 


Youngstown Sheet and Tube Company, Youngs- 
town, Ohio, has completed plans for the addition of 
three open hearth steel furnaces to its present battery 
The improvements will cost approximately 





of six. 
$500,000. 


THE ALLIED SHEET METAL CONTRACTOR’S 
ASSOCIATION OF CHICAGO WILL MEET 
TUESDAY, OCTOBER 19, AT 3 P. M. 





Members of the Allied Sheet Metal Contractors’ 
Association of Chicago will hold their regular meet- 
ing Huesday afternoon, October Igth, at 3 P: M., 
sharp, in Room 818, Chamber of Commerce Building, 
corner of La Salle and Washington Streets. 


— 


DECORATIVE SUGGESTIONS FOR STEEL 
CEILINGS. 








The Berger Manufacturing Company, Canton, Ohio, 
takes another step forward in its publicity campaign 
by issuing a pamphlet, entitled “Decorative Sugges- 
tions.” This monograph, which represents the latest 
feature of their Co-operative Service, contains numer- 
ous valuable pointers and hints that the trade will ap- 
preciate. These deal with the decoration of the vari- 
ous types of Berger’s “Classik” steel ceilings said to be 
fire retarding, perfectly constructed, safe, sanitary, 
easily erected without tamping and caulking, and to 
give lasting satisfaction. 

“Decorative Suggestions” supplies information that 
will aid the buyer to obtain pleasing results and har- 
monious effects. It calls attention to the fact that 
many beautiful steel ceilings fail in their decorative 
purpose because conflicting colors are used or the color 
scheme selected is not in harmony with the rest of the 
room or its furniture and fixtures. To remedy this 
defect the monograph deals in detail with the “Choice 
of Colors,” “Finish,” and “How to Paint.” The sub- 
topics of the first heading are, “Seeming Effect on 
Dimensions of Rooms,” “The Possibilities of Color 
Combinations,” and “Choice of Colors According to 
Location of Rooms.” The second section treats of 
“Flat or Gloss Finish” and the third of “Preparation” 
and “Paints Not to Use.” That the publication of 
pamphlets such as this tends to provide publicity and 
action one cannot doubt. By addressing the Berger 
Manufacturing Company, Canton, Ohio, dealers may 
secure further information about their Dealers’ Serv- 
ice and a free copy of “Decorative Suggestions.” 





ARTISTIC SHEET METAL ORNAMENTS. 





Up to a few years ago ornaments for building ex- 
teriors and coverings were made either of stone or 
Ee eRe Re Te Ne INO wood. The ne- 
cessity of hew- 
ing each stone 
Ay) with great care 
¥ to provide em- 
bellish ments 
naturally caused 
the finished 
product to be 
very expensive. The wood ornaments while cheaper 
in price did not possess any great durability. It was 
a logical sequence, therefore, that with the progress 
of the sheet metal industry, metallic plates were util- 
ized to serve the purposes. At the present time we 
note the gradual entry of sheet metal exteriors and 
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Sheet Metal Ornament. 
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overing into the field of other materials. The exact 
reproductions of architectural heads and other orna- 
ments, such as the one pictured herewith are evidences 
of the character of the work accomplished in this line 
by W. H. Mullins Company. Besides these the man- 
ufacturers carry stock and special designs in cornices, 
modillions, cartouches, metal tile roofing, and stamped 
ornamental sheet metal work of every description, all 
of which find extensive application in building con- 
struction because of their inexpensiveness and their 
ability to withstand weathering. The W. H. Mullins 
Company is prepared to receive architects’ drawings 
for estimates on any special designs required. Fur- 
ther information regarding their comprehensive selec- 
tion of stock designs and notice of special discounts to 
the trade may be secured by addressing the manufac- 
turers at 209 Franklin Streef, Salem, Ohio. 


oo 


AN ADJUSTABLE METAL WINDOW. 








A new double-hung metal window, approved by the 
fire underwriters, is on the market, and is claimed by 
the manufacturers to contain many improvements, and 
points of superiority not found in other windows. The 
manufacturer of metal windows, to have his window 
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Perspective of Mecco Fireproof Window. 


approved, makes a sample window, with all parts over- 
lapping, and all joints fitted close, in order to keep 
the fire from passing between the sash and frame. It 
is pointed out by the makers of Mecco windows that, 
were the windows made like the samples submitted, 
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it would be impossible to slide them up and down, as 
the expansion and contraction of material and the set- 
tling of the building would so tighten them that they 
could not be moved. The Moeschl-Edwards Cor- 
rugating Company, manufacturers of Mecco windows 
claim to have remedied this condition by having ad- 
justable parts between the sash and frame. Their 
windows are made of number 24 gauge galvanized 
sheets and 20 ounce cold rolled copper, with hollow 
air chamber construction throughout. The different 
parts of the sash and frame are assembled in adjust- 
able forms and gigs, which insures true and accurate 
work and exactness of size. They are joined with 
interlocking lugs, which are afterwards riveted. 

The accompanying illustration shows a perspective 
view of jamb and sill, with a portion of the sash in- 
serted in the adjustable channels, which are of one con- 
tinuous piece, leaving no joints to obstruct free running 
of the sash. It also shows the adjustable strip which 
forms the parting-bead and runway for the sash, and 
is easily adjusted with a screw-driver. Any further 
particulars can be obtained from the manufacturers, 
the Moeschl-Edwards Corrugating Company, Coving- 
ton, Kentucky. 





eo 


USE OF SHEET METAL CHICKEN COOPS 
GROW. 





A perusal of the poultry journals of the day reveals 
the growing popularity of metal chicken coops. 
The metal coops are rat-proof and _ sanitary, 
and on account of their lightness of weight 
are easily moved about. Practically all of them 
on the market now are equipped with wire run-ways 
for the little chicks. One finds more devices of gal- 
vanized metal mentioned in the poultry periodicals 
than of any other material. 

Another important institution in the poultry world 
is the all-metal brooder and hover. There are various 
types of them, but all involve the same general prin- 
ciples. Most of them are circular in shape with a 
lamp in the center surrounded with water which, be- 
coming warm, attracts the chicks when they are cold, 
and does away with their crowding into corners and 
trampling one another to death. Overcrowding into 
corners is the cause of loss of more chicks just from 
the nest than any other one thing, and the circular 
brooder removes this evil entirely. 





PATENTS JOINT FOR METALLIC SHEETS. 





The United States Patent Office has granted patent 
rights, under number 1,155,717, to Calvin C. Fouts, 
Middletown, Ohio, assignor to The C. C. 


1,155,717 Fouts Company, Middletown, Ohio, for a 
: Ly joint for metallic sheets described in the 

‘9 v7 following: In a joint for metallic sheets, 

« a sheet having a flat flange turned out at 
50 8 eh right angles at its edge, a companion 
"3 ? sheet having a flange turned out at right 
angles at its edge and provided with a 





longitudinal central gutter in said flange, 
the face of said guttered flange at each side of the 
gutter engaging said flat flange, sealing material dis- 
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posed within said gutter, washers disposed against the 
outer surface of the guttered flange and having their 
faces concaved to permit them to freely straddle the 
back of the gutter and bear on the back of the gut- 
tered flange at each side of the gutter, and clamping 
bolts passing through the flanges and packing and 
washers, combined substantially as set forth. 





NOTES AND QUERIES. 





STOVE LINING CEMENT BARRELS. 


From Andersen and Yost, Racine, Wisconsin. _ 
Can you tell us where we can buy stove lining cem- 


ent barrels? 
Ans.—Presbey Stove Lining Company, Taunton, 
Massachusetts; and Union Stove Lining Company, 


Taunton, Massachusetts. 





WOODEN PUMP TUBES. 
From Noirots’ Repair Shop, 209 South Madison Avenue, 
Peoria, Illinois. 
Kindly advise who manufactures wooden pump 
tubes. 
Ans.—Temple Manufacturing Company, West 22nd 


Street and South 54th Avenue, Chicago, Illinois. 





APPARATUS AND MATERIAL FOR GALVANIZING WIRE AND 


IRON. 
From Northwestern Granite Works, Rock Valley, Iowa. 
Please advise who manufactures apparatus for gal- 


vanizing wire and iron and where the material for gal- 
vanizing can be bought. 

Ans.—Wire galvanizing: Bates Machine Company, 
Joliet, Illinois; Turner, Vaughn and Taylor Company, 
Cuyahoga Falls, Ohio; and Morgan Construction Com- 
pany, Worcester, Massachusetts. Iron: Erie Foun- 
dry Company, Erie, Pennsylvania; and United Engi- 
neering and Foundry Company, Pittsburgh, Pennsyl- 
vania. The material for galvanizing and also the ap- 
paratus can be bought from The Meaker Company, 
1249 Fulton Street, Chicago. 





ADDRESS OF GEORGE C. KEENE AND COMPANY. 
From F. L. Wilson, Mechanicsville, Iowa. 
Can you give me the address of George C. Keene 
and Company? 
Ans.—2331 Florence Avenue, Cincinnati, Ohio. 





FIREPLACE HEATERS, 
From K. E. Little, Tahlequah, Oklahoma. 
Please advise who manufactures fireplace heaters. 


Ans.—William H. Hoops and Company, 529 South 
Wabash Avenue; and Dawson Brothers, 519 North 
Halsted Street ; both of Chicago. 





MACHINERY FROM PATTERNS. 


From Northwestern Granite Works, Rock Valley, Lowa. 
Kindly advise who makes machinery from patterns. 


Ans.—Link Belt Company, 39th Street and Stewart 
Avenue, Chicago. 





“CLIMAX” WRENCH. 
From Biddle Purchasing Company, 208 South LaSalle 
Street, Chicago. 


Can you tell us who makes the “Climax” wrench? 
Ans.—C. H. Kemp Manufacturing Company, Balti- 
more, Maryland. 


“JEWEL” BASE BURNER. 
From Stuber and Kleinhenz, Spencerville, Ohio, 
Please tell us where the “Jewel” base burner is 


‘ made. 


Ans.—Detroit Stove Works, Detroit, Michigan. 





POWDERED ZINC. 


From Hess and Son, 1031 Chestnut Street, Philadelphia, 
Kindly tell us where we can get powdered zinc. 


Ans.—Roessler and Hasslacher Chemical Company, 
192 North Clark Street; and Sandoval Zinc Company, 
410 North Peoria Street ; both of Chicago. 





GAS BURNERS. 
From the Dowagiac Drill Company, Dowagiac, Michigan. 
Can you give us the address of some concern who 
manufactures gas burners for heating warm air heat- 


ers? 


Ans.—The. Meyer Furnace Company, Peoria, IlIli- 
nois; and Standard Heating and Radiator Company, 
100 Barbeau Street, Pittsburgh, Pennsylvania. 





SHEET METAL STAMPING. ‘ 


From K. E. Little, Tahlequah, Oklahoma. : 
Who makes stamped heads or ends for stove pipe 


drums with 6 inch holes in center, 13 inches in diam- 
eter of Number 27 blue annealed steel? 

Ans.—Bridgeport Chain Company, Bridgeport, Con- 
necticut ; and George W. Diener Manufacturing Com- 
pany, 400 Monticello Avenue, Chicago. 





“RUCKEYE’ FIREPLACES AND MANTELS. 


From A. W. Simpson, Ida Grove, Iowa. 
Kindly tell us who manufactures the “Buckeye” fire- 


places and mantels. 
Ans.—The Peerless Manufacturing Company, 
Louisville, Kentucky. 


” 
~-oo 


WANT AD IN AMERICAN ARTISAN BRINGS 
GOOD POSITION. 


To AMERICAN ARTISAN: 
I have obtained a good position by advertising in 
AMERICAN ARTISAN. 





A. J. LoveLanp, 
Tomah, Wisconsin, October 11, 1915. 


ITEMS. 


Aurora Steel Products Company, Aurora, Illinois, 
has been incorporated with a capital stock of $4,500 
to manufacture. and deal in all kinds of sheet metal, 
cast iron and steel. The incorporators are Axel Nel- 
son, F. R. Furnas, A. R. Carlson and P. R. Sparks. 

National Steel Products Company, Cedar Rapids, 
Iowa, has decided to locate in East Moline, Illinois. 
The Company manufactures steel fence posts, steel 
gates and corn dryers and will occupy the old plant 
of the Fuller Company which covers two and a half 
acres of land. 

Wheeling Steel and Iron Compan, Wheeling, West 
Virginia, has contracted for foundations for six 
tin mills to be installed at the Yorkville plant. Con- 
tracts will be let shortly for additions to the boiler 
house, bar shed, hot mills and furnaces and probably 
to the warehouse. Two recent additions to the mills 
are nearing completion. 
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NEW PATENTS. 
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1,155,331. Knife. Percy Abel, Alton, Ill. Filed Nov. 11, 
1914. Serial No. 871,536. 

1,155,347.. Safety Razor. Henry J. Gaisman, New York, 
N. Y., assignor to Auto Strop Company, New York, N. Y. 
Filed April 7, 1909. Serial No. 488,507. 

1,155,379. Locking Device for Lanterns. Ira G. Stuts- 
man, Tomah, Wis. Filed June 17, 1915. Serial No. 34,675. 


1,155,405. Lock. Pasquale D’Angelo, Newark, N. J: 
Filed March 2, 1915. Serial No. 11,452. 

1,155,412. Screen-Hanger. Edward J. Fellman, Milwau- 
kee, Wis. Filed Feb. 19, 1915. Serial No. 9,302. 


1,155,424. Sad-Iron. Roy W. Kelley, Davenport, Iowa, 
assignor to Western Pattern & Manufacturing Company, 
Moline, Ill. Filed Aug. 14, 1914. Serial No. 856,799. 

1,155,433. Soldering-Iron. Peter Muney, St. Louis, Mo. 
Filed April 20, 1914. Serial No. 833,291. 

1,155,446.. Antirattler for Windows. John Saul, Jersey 
City, N. J. Filed Jan. 6, 1915. Serial No. 730.. 

1,155,519. Cooking Attachment for Stoves. George F. 
Shapland, Salina, Kans. Filed Feb. 8, 1915. Serial No. 6,829. 

1,155,580. Gas-Heated Iron. Robert Joyce, Philadelphia, 
Pa. Filed Jan. 8, 1915. Serial No. 1,137. 

1,155,617. Window-Sash Lock. Wilbur M. Reichard, 
New York, N. Y., assignor of one-half to Mary A. Reich- 
ard, New York, N. Y. Filed Dec. 28, 1914. Serial No. 879,- 
241. 

1,155,646. Hose-Clamp. Frank P. D’Arcy, Kalamazoo, 
Mich. Filed March 4, 1915. Serial No. 12,197. 

1,155,680. Freezer. Emry E. Phillips, West Frankfort, 
Ill. Filed March 21, 1914. Serial No. 826,353. 

1,155,702. Spring-Hinge. Gustave Boland, San Jose, 
Cal. Filed Oct. 23, 1914. Serial No. 868,290. 

1,155,758. Combined Coal and Gas Range. Soren C. 
Rockman, Philadelphia, Pa. Filed Sept. 17, 1914. Serial No. 
862,137. 











1,155,792. Handle for Culinary Vessels. Louis D. Cahn, 
New York, N. Y. Filed March 27, 1914. Serial No. 827,650. 

1,155,799. Cooking-Stove. Joel Anderson Coppridge, 
Richmond, Va. Filed July 3, 1913. Serial No. 777,253. 

1,155,824. Level. Joseph Knitle, Minneapolis, Minn. 
Filed Jan. 6, 1915. Serial No. 714. 

1,155,825. Hot-Air Furnace. Daniel P. Kurtz, Elkhart, 
Ind. Filed Oct. 22, 1913. Serial No. 796,641. 

1,155,838. Toaster. David Rose, Lancaster, Pa. Filed 
Jan. 16, 1915. Serial No. 2,541. 

1,155,843. Combined Cutter and Chopper. Steven Simon, 
Muskegon Heights, Mich. Filed April 16, 1915. Serial No. 
21,779. 

1,155,867. Combined Spring Hinge and Check. Andrew 
Allgier, Grand Rapids, Mich., assignor to Ralph O. Rudolph, 
Bellevue, Ohio. Filed May. 24, 1913. Serial No. 769,644. 

1,155,873. Oil-Burner. Joseph Beckwith, Broken Bow, 
Nebr. Filed June 15, 1915. Serial No. 34,201. 

1,155,875. Ash-Sifter. Edwin J. Blass, Portage, Wis. 
Filed April 18, 1914. Serial No. 832,792. 

1,155,882. Pliers. William D. Bryce, Saltillo, Tex. Filed 
July 11, 1914. Serial No. 850,372. 

1,155,888. Washboard. Joseph Cipolloni, Franklin, Ky. 
Filed March 10, 1915. Serial No. 13,409. 

1,155,912. Folding Miter-Box. John F. Grabowsky, 
Brokaw, Wis. Filed May 28, 1915. Serial No. 30,971. 

1,155,923. Bait-Hook. John G. Henzel, Chicago, II. 
Filed Feb. 24, 1914. Serial No. 820,595. 

1,155,927. Saw-Set. William J. Jacobs, Vanceboro, N. 
C., assignor of one-half to John Simpson, Vanceboro, N. C. 
Filed Feb. 17, 1915. Serial No. 8,850. 

1,155,931. Fruit and Vegetable Cutter. Clinton Kee- 
baugh, Canton, Wis. Filed April 2, 1915. Serial No. 18,816. 

1,155,953. Screen-Door Fastener. William Bryan Mor- 
row, Shippensburg, Pa. Filed April 16, 1915. Serial No. 
21,901. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








CONTINUED BUYING BY RAILROADS OF 
TRACK SUPPLIES AND EQUIPMENT 
PRINCIPAL FEATURE OF THE 
MARKET WITH AD- 

VANCED PRICES 
IN SOME 
LINES. 

While there have been no striking developments 
during the past week, there has been a steady increase 
in the volume of new business, particularly in the steel 
lines. The railroads continue as active buyers for 
rails, structural material and rolling stock. The de- 
mand upon manufacturers for munitions and other 
supplies has kept up, and this naturally has a ten- 
dency, in conjunction with the increasing demand for 
domestic consumption, to keep the market in a very 
strong condition.: 

While the iron and steel trade may not under the 
present circumstances be regarded as the barometer of 
general industry in the usual sense, the course of that 
branch of this country’s industry is typical of the mag- 
nitude of the special kind of industrial boom which is 
manifest in many lines. The average daily iron output 
for September was 95,085 tons, which breaks every 
record of the past and exceeds the previous maximum 
reached in February, 1913, by nearly 3,000 tons a day. 

In the non-ferrous metals, there has been little if 
any change during the week, but with the exception of 
spelter the market in all of these metals may be said 
to be firm and in the last named indications are that 
prices will soon be advanced, inasmuch as zinc ore 
prices are $25.00 to $30.00 a ton higher than they 
were six. weeks ago. 


STEEL. 

The increased demand on the part of the railroads 
has stiffened the market on shapes, plates and bars, 
and in the Chicago district it is said that no steel bars 
are available for delivery at less than 1.59 cents Chi- 
cago mill, and that there is every likelihood that this 
price will be maintained at least until April 1, 1916. 
Steel mills in this district are taking stock of their 
present engagements, and the opinion is prevalent that 
the tonnages on their books will absorb the output well 
into the first quarter if not entirely through that 
period. The demand for structural shapes continues 
strong, and fabricating shops are busy with a multi- 
tude of orders most of which are small although their 
volume amounts to a considerable quantity. Steel 
plates which for sometime have been rather weak as 
compared with bars and shapes have assumed a posi- 
tion almost equivalent to those lines and only small 
quantities of narrow sizes are being offered at less 
than 1.59 cents Chicago mill. In other districts, speci- 


fications and inquiries are reported as coming out in 


increased volume. 


COPPER. 

(uite an amount of export business has been placed 
during the past week, but comparatively little domestic 
buying has been reported. The demand from foreign 
sources, however, has resulted in a firming of the 
market as none of the export business during the week 
has been executed at less than 18% cents, to which 
level all producers adhere. Small quantities, however, 
are being offered by second hands at 18 cents. In the 
London market, copper went up 12% shillings for 
Spot and 7% shillings for futures, which naturally had 
a tendency to stiffen the market in this country. The 
exports during the first week of October amounted to 
6,955 tons as reported by the New York Customs 
Office. New York prices are quoted as follows: 
Prime Lake, 17.87% cents to 18.12% cents; Electro- 
lytic, 17.87% cents to 18.12% cents; Casting, 17.25 
cents to 17.50 cents, for Prompt, October and No- 
vember delivery. 


WIRE PRODUCTS, 

The continued and insistent demand for wire prod- 
ucts, both for domestic and foreign consumption, has 
made the market very strong, and it is quite probable 
that quotations will be advanced at least one dollar a 
ton within the next couple of weeks. Manufacturers 
are not anxious for orders and all unspecified orders 
are being reported to be cancelled. 


TIN. 

Although there has been no considerable amount of 
trading in the tin market, prices have held fairly 
steady. There are several inquiries on the market, 
both for tin on hand and for delivery from steamers 
afloat, but so far, very little business has resulted. The 
total arrivals since the first of the month of tin amount 
to 1,575 tons, with the quantity afloat consigned to 
Atlantic ports placed at 4,150 tons. The New York 
Spot market is quoted at 3234 cents per pound, with 
futures ranging from 3234 cents to 33 cents. Chi- 
cago warehouse prices remain unchanged as follows: 
Pig tin, 36 cents and Bar tin, 37 cents. Solder also 
remains the same, the new quotations being: XXX 
Guaranteed, 4% & 4%, 21% cents; Commercial, 4 & %, 
1934 cents; No. 1 Plumbers, 18% cents. 





SHEETs. * 


The Chicago market on black sheets is strong at 2.19 
cents Chicago mill for 28 gauge, but makers are not 
anxious to load up any large tonnages at this price, 
and advances may be expected at any time owing to 
the fact that the cost of sheet bars has increased to a 
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»oint where only a small profit is left to the converter. 
(jalvanized sheets range from 3.69 cents to 4.19 cents 
hicago according to the ideas of the various makers 
as to the effect of the changing conditions in the 
Spelter market. The leading independent Chicago 
mill continues to refuse to enter the market under the 
present circumstances. Youngstown, Ohio, reports 
that the heavy demand for blue annealed sheets com- 
bined with the small capacity devoted to this line of 
work has upset the usual relation between blue and 
black sheets. The former should sell at 1.60 cents 
Pittsburgh mill to be on a parity with black sheets at 
2.10 cents, but sales for Prompt shipment of fair ton- 
nages have been made at 1.70 cents: for 10 gauge 
Pittsburgh base. Chicago warehouse business in 
sheets is increased and 28 gauge galvanized sheets are 
being sold at 4.35 cents; 28 gauge black sheets at 2.65 
cents, while blue annealed sheets are offered at 2.20 
cents, all from Chicago warehouse. 


SPELTER. 


The situation in the spelter market is rather peculiar, 
because while the price of zinc ore is steadily advanc- 
ing, spelter prices have suffered a considerable de- 
cline, and the demand appears to be very limited. Al- 
though some sellers are making lower prices for 1916 
delivery, most of the producers are not very anxious to 
contract for future delivery and are keeping close 
watch on the course of the zinc ore market. Prime 
Western brands of spelter for Prompt shipment are 
quoted at 13.12% cents to 13.37% cents St. Louis, 
with October at 13 cents to 13.25 cents and November 
at 12.62% cents to 12.87%4 cents. This shows a drop 
of 34 cents on the average from the price quoted in 
AMERICAN ARTISAN October goth. The Chicago ware- 
house price on spelter in slabs is 14 cents and is also 
34 of a cent lower than that quoted a week ago. 


PIG IRON. 

The pig iron market during the past week has shown 
considerable strength, and prices on Northern Number 
2 foundry and malleable grades have been advanced 
materially, with a further rise predicted for the near 
future. One seller has fixed his quotation at $15.50 
Chicago furnace for last quarter 1915 and first quarter 
1916 delivery, while another seller is still offering to 
take orders for immediate delivery at $14.50 Chicago 
furnace. There is quite a large number of inquiries 
from smaller foundries, and this must be considered 
as a strong indication of the revival of general domes- 
tic business. Many buyers who figure that they would 
cover for last and first quarter necessities find that it 
is necessary for them to anticipate shipments and in 
some cases have asked their entire last quarter ton- 
nage to be delivered before the end of October. 

In the Pittsburgh district demand for foundry 
grades is fairly heavy and indications are that the 
minimum price of $14.50 Valley will soon be advanced. 


TIN PLATE PRICES TO BE ADVANCED. 
It is expected that when the tin plate mills announce 
their prices for 1916 delivery, the figures will be con- 
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siderably higher than the prices offered at the opening 
of, the present season, but until the formal announce- 
ment is made, which will be within the next week or 
two, there is practically no business being done. 


Rogers, Brown and Company’s Market Report, Cin- 
cinnati, Ohio, October 15, 1915: 


This week the Chicago District holds the center of the 
stage. Pig iron consumers there appear to be securing their 
share of the general improvement which has been rapidly 
spreading over the country, and are entering the market. 


Interest in Pittsburgh seems to be centered chiefly on 
first quarter and first half buying, some 25,000 to 30,000 tons 
in good-sized lots now being negotiated. From the fact that 
these two districts have been singled out, it should not be 
assumed that the other parts of the country are not continu- 
ing in their strong upward tendency. This week has been, in 
fact, somewhat better than last. Even the stove business, 
long a laggard, appears to be improving. 

The United States Steel Corporation’s announcement 
that on September 30 their books showed an increase in 
unfilled orders of 409,163 tons over those of August 31, will 
have a beneficial effect on the entire industry. This increase, 
the largest monthly gain in two years, is attributed largely 
to the recent buying of the railroads, which not only continue 
their rail and car purchases, but are broadening out, purchas- 
ing other supplies such as bars, structurals and spikes. They 
are breaking away from the hand to mouth buying, which has 
been their practice for several years, and are again contracting 
ahead. 

The steel mills appear to be well sold up through the first 

uarter of next year, which guarantees a good demand for 
steel making irons throughout that period, and the prospects 
for well filled order books throughout the entire first half ap- 
pear brighter week by week. 


Coke consumers who paid no heed to the car shortage 
warnings are now becoming somewhat exercised over that 
situation, inasmuch as an actual shortage has already been 
felt in several districts. The following figures just published 
are interesting: 


Idle cars throughout the entire country, as of Oct. 1.. 8,061 
EE 2ik SOE Sa ac Sic bb 0's vn ccc noe ee eda les Sse wos 191,309 
Total routine shortage as of October 1................ 9,762 
ee i Es a. onus Sess ins bcdauan ess eandkeases 6,300 


This condition, growing more acute as the winter ap- 
proaches, is augmented by other troubles over which the coal 
and coke operators have no control, militating against prompt 
and regular shipments. 


The Matthew Addy Company’s Market Report, Cin- 
cinnati, Ohio, October 15, 1915: 


Absolute confidence in the future and satisfaction with 
the present are the characteristics of the iron market. There 
are three elements in the situation: 

Ist. The country has had great crops with high prices, 
and this means prosperity with high purchasing power on 
the part of the public. 

2nd. The Railroads are having a constantly increasing 
tonnage, and there are already serious car -shortages. The 
Railroads are beginning to buy and they are bound shortly 
to make heavy purchases. 

3rd. The golden flood from war orders is not going to 
stop. On the contrary, when Congress meets and the new 
National policy of defense and preparedness becomes a fact 
Uncle Sam will be spending millions for modern armament. 
This is in addition to the foreign demand. 

There is nothing doubtful in regard to these three fac- 
tors which make the future of the iron market sure. The 
general feeling among iron masters is that the present move 
ment is only a promise of what is to come. Of course so 
far the makers of pig iron have had nothing of which to 
really boast. The great boom has been in manufactured ma- 
terials. But the thing is slowly working back from the fin- 
ished end to the furnaces. 

This week has not been eventful. It has been made up 
of a steady stream of small orders with only occasionally a 
round lot. But the tonnage has been good, and there is an 
increasing inquiry for 1916 shipment. Basic iron continues 
to be in great demand. It seems impossible to get enough 
Basic to satisfy the trade. 

Coal is now in greater demand than at any other time 
during the year. Coke is much stiffer. In fact there is much 
difficulty in getting coal and coke shipped on time, all the 
mines and ovens being rushed to the limit, and most of them 
complaining of insufficient railroad service. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS. 


FIRST QUALITY BRIGHT 


PLATES. 

Per Box 
iC DORE: 5 0 0dseseedoeneee $6 90 
IX CO Pn a er 7 65 
IxXX | Sa ere. 8 45 
pec gy eer re. 9 25 
fae te ee eres 10 10 
IC DE: Wo vee ccksbeseal 13 80 
Ix D> 6 sé¢enes sve nena 15 30 
IxX 
IXXX 
IXXXX 20x28. 5o kb oc acne 20 20 





Cokes, 180 Ibs....... 


7 4 
Cokes, 200 Ibs....... 20x28 7 70 
Cokes, 216 Ibs....... IC 20x28 8 05 
Cokes, 270 lbs....... IX 20x28 9 80 

PIG IRON. 
Northern Fdy., No. 1.......... $15 00 
Northern Fdy., No. 2.......... 14 50 
Northern Fdy., No. 3.......... 14 25 
Southern Fdy., No. 1.......... 16 10 
Southern Fdy., No. : dices cae’ 15 85 
Southern Fdy., No. 3.......... 15 60 
Lake Sup. 1, Holy ehvitas coe 16 50 
DDS ic i sh Sean «ceo 14 50 
BLUE ANNEALED SHEETS. 
No. Beck oo} poke per 100 Ibs. $2 10 
SaaS per 100 lbs. 2 15 
ge) ERR per 100 Ibs. 2 20 
eed, EP per 100 lbs. 2 25 
ONE PASS COLD ROLLED BLACK 
No. 18-20.......... per 100 Ibs. $2 45 
No. 22-26... per 100 lbs. 2 50 
i, Rae per 100 lbs. 2 55 
__ M.S ERS ER per 100 lbs. 2 60 
See Ess shan Caen per 100 Ibs. 2 65 
GALVANIZED. 

SERS ys” per 100 Ibs. $3 50 
IOS SOE, caccncss per 100lbs. 3 65 
7S eee per 100lbs. 3 80 
eer per 100 lbs. 3 95 
Sree per 100lbs. 4 10 
is Pickus esawso ws per 100 lbs. 4 25 
Ps Pech iiseneses per 100 lbs. 4 55 


POLISHED SHEET STEEL. 


eye per 100 Ibs. $4 55 
SS eee per 100 lbs. 4 65 
TED, Beccvcbsevevese per 100lbs. 475 
eee per 100 lbs. 4 85 


SMOOTH STEEL. 


Per 100 Ib. 

Wood's Smooth, No. 20......... $3 00 
ee wl No. 22-24...... 3 05 

ef = No. 25-26...... 3 10 

+6 = i Ot aciciwsed 15 

“ me SS. ee 3 25 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 
100 Ibs £9 


PATENT PLANISHED SHEET 


STEEL. 
Dickey Planished Sheet Steel...... Re 
SOLDER. 
XXX Guaranteed . x tet -perlb 21lic 
Commercial $ & 4.. . 19%c 
No. 1 Plumbers........... **  18%¢ 
SPELTER. 
In Siabs......... dsbnsebseeerese l4c 


SHEET ZINC. 


CNRS. 6 iskaS 650 bed ekees $18 00 
Less than Cask lots...$18 25 to 18 75 


COPPER. 
Copper sheet, base. ...........+. 23¢ 


LOAD. | 
fenettonn 2 Pee eT Pere Tere $4 80) 
pet neahincs edad assnabeuaer 5 30 
National (White) brands os less 
than 100 Ib. lots), per bh........ 7c 
Sheet. , 
Full colls......... per 100 lbs. $6 25 
Cut colle... ....... per 100 lbs. 6 30 
ALUMINUN. 
Carload lots. 
No. 1 a Fagot. ..00 per Ib. $0 23 
EUR ce ecetccdent oda 34 
TIN. 
Pee Ga. 03.58% boabesvs 7 $0 3 
Ws ia ssbeaseess 
HARDWARE. 
ADZES. 
Carpenters’. 
Plumbs..... Sveonccesececssaeene 
Coopers’. 
Barton's. .......++ cocencccesdS% 
WRITS. .cccosccccccesccccccclSgp 
Railroad. 
Plumbs...... edbsccenercecsouee 
Ship 
ee ae ery er ry 
PEN Eis ccaanvcediae on cheens 15 
AMMUNITION. 
Caps, Percussion—per 1,000. 
. L., Waterproof, 1+10s........ 47c 
G. D... Korg op apis be dakaiee 35c 
SA a vanccaacuksinsckcere’ 68c 
Shells, Loaded— 


Loaded with Black Powder..... 40% 
Loaded with Smokeless Power, 
medium grades.......... 40 & 5% 
Loaded with Smokeless Powder, 
ad 40 & 10 & 10% 


Winchester: 


Smokeless Repeater Grade. .40 & 10% 
Smokeless Leader Grade 40&10&10 
DaaCK PowGa?. ..ucccckcceces 0 


Gun Wads—per 1,000. 





Winchester Gun Wads......... 15% 

Powder. Each. 

DuPont's Sporting, kegs seis $7 50 

$k eas... 4 05 

° vy 4 kegs.... 215 

DuPont’ s Canisters, 1 be ‘sion 3 

” Smokeless lg ; “— 49 

re kegs. . 11 88 

“ ;- keg 6 08 

” *  10-can , te 4 86 

4c wm }-kegs... 3 12 

- canisters 54 

Shot. 

Drop” shot, sizes smaller than 

B 25-tb. bags, per bag ..$1 70 
Drop*shot, B and larger sizes, 

25-tb. bags, eae 1 95 

Buck shot, 25-ib. bags, per bag 1 95 

Chilled shot, 25-Ib. bags, “ 1 95 

ANCHORS. | 

Expansion Screw Anchors........ 60% 

ANVILS. | 

Trenton, 70 to 80 Ibs...... 94c per Ib. | 


Trenton, &) te 150 Ibs......9%c per Ib. 





ASBESTOS. 
Board and Paper.. 


coomsc gene ee Cer 


AUGJRS. 
Davies Machhee. so oc sos cc ceses 7 
| MED, sis cea g ne tpebenad baked 50' 
CET 6 PURE <6 vis bincccncssans 7 
+ 
Hollow. 
Bonney’s—list $30.00...... 75 & 5% 
prenmme, Mardis: ves odivns oss 36 00 
Post Hole. 
Digwell, 8-inch....... r doz.12 50 
Iwan’s Post Hole and Well... 40% 
Vaughan's, 4 to 9-in...per doz. 6 60 
Ship. 

i. ~ with or without screw.. a 
Snell’ 40-5% 
AWLS. 

Brad. 
No. 3 Handled....... per | doz. $0 40 
No. 1050 Handled.. 95 
Shouldered, assorted 1 to 4, .o 
RR PPE per " 
Patent asst’d, 1 to 4.. ire 70 
Harness. 
CT. «a saaeaaevs md 95 
Re xcdendbsasus - 90 
Peg. 
Shouldered.......... a 1 50 
ee EE ee nt 65 


Scratch. 


No. 1 handled....... son 5 40 
No. IS, socket han’ld. per | doz. 1 25 
No. 7 Stanley........ 1 75 


AXES. 
Boy's Handled. 


Lippincott, 3 fb...... per 
Marshall Falls City... “ 5 00 


Broad. 
Plumbs, Wee, Bas os dacasdss 33° 


Onn PbS ok sctee bs a 35 
if Firemen’s yareny 


eee $19 00 
Plumbs, Miners’ handle 9 00 


Single Bitted (handled). 
Blood’s Champion........... $10 50 
Blood’s Dull Finished........ 9 50 
ee ree Z +4 
nak oe dos od Kae cea 
Perfect Premier, Forest Clipper 8 50 
Single Bitted (without handles). 
Blood’s Champion........... $8 25 
Blood’s Dull Finish.......... 7 75 
TRO. sci cue onvines 6 00 


Double Bitted (without handles). 
Blood’s Champion, 3} to 44 Ibs. 
ppaeDESeoseenwes ee per. doz. 10 00 
Pint Base... -.cccce ; 50 
Perfect Premier...... ms 9 50 
The above prices on axes of 3 to 4 Ibs. 
are the base prices. 
3} to 44 Ibs. advance 25c. 
4 to5 Ibs. advance 50c. 
4} to 5} Ibs. advance 75c. 


BAGS, PAPER NAIL. 


Pounds..... 10 16 20 25 
Per 1,000...$2 50 375 450 5 00 


BALANCES, SPRING. 
Es a was 000 voseDas bene 40% 
% 


[Ns ase 50 cksustbadaseteee 20 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $3 25 


BASKETS. 
| Clothes. 
one Willow........ per doz. Z 00 
ere ° “4 8 75 
Large ie ae ae ie: 10 50 
Galvanized Iron. bu. 1 bu. 1} bu 
re #350 500 675 


BEATERS. 
Carpet. Per dos 
No. 13 Tinned Spring Wire.. .$ 0 9 


No. 11 Spring Wire coppered. 1X 
No. 10 Preston............. 90 


Egg. Per doz 
No. 50 Imp. Dover EE See £0 /5 
No. 102 eset. ‘ 9% 
No. 150 * “hotel 1 50 
No. ie Heavy hotel tinned. 2 10 
No. 3 30 


No. 15 6 e wee 8 OO 
No. 18° ee 7 ae OO 





BELLOWS. 
DORON shad s5.c be css awed 65% 
Hand. 
on, OEP PE Serre? doz. 7 56 
PR Sk cccaescene eG 9 #0 
Moulders’. 
PM a's ei = 12 6 
BELLS. 
Call, 
3-inch Nickeled Rotary a, 
Bronzed base...... per doz. $5 00 
Cow. 
SOE PR Oe 
po ay ee? 6s8108 
Door. Per dos. 
New Departure Automatic... $6 56 
3 i Old Copper Bell 4 00 
-in | ee 
3 -in. Sic Sa Bal 6 0 
3 -in. Nickeled Steel Bell. 4 3 
Syn, Nickeled Steel Bell. 5 
Band. 
Hand Bells, polished 
ite M 
Nickel Plated. 
om 
Miscellaneous. 





farm, Ibs. . 75 100 
EBach....... “sis 90 2 “40 35S 475 
BEVELS, TEE 

Orasieg’s, rosewood handle, ee 
deidiite tite eth kg 5s bOii'e.o <0 oink eu 
Stanley's fron handle............ Netw 
BINDING, OILCLOTH. 
CICS gcihane ve vonp ae sen baee ram 
ia MGR > s Cewe>eeeas eh 70 
Ne ee yee re 45 
BITS. 
Auger. 
Extra Double - " -70&1 
Ford's Car and .40&1 
PUD GUND 68issvs cceve css wed 
SOs 2s chin inuis dé 6.0 404 debe 
R = Miacutiaws’ 30&10 
Clark's pansive BOERS Re 
Steer’s Small list, $22 00. .25 
- “ Large “ $26 
Ford's “Ship” Augec "getters 
CAN SUVs bose seveteeseckes 50% 
COPA grass ove tved scvceuveres 18% 
Countersink. 
No. 18 Wheeler’ s.....per doz. $1 64 
No. 20 ese = 2 
American Snailhead.. “ 1 i¢ 
“ Rose “ + o 1 vl 
ne oS Ser es 1 Oo 
Mahew’s Fiat... = 90 
Snail ™ 1 « 
Dowell. 
Russell Jennings........... 30&10%, 
Gimlet. 
Standard Double Cut.......... 
Patjern..... per di $0 
ao. «oe 
aaa RE ee 5 “2 
tersink......... = 1 
Reamer. 
enning’s Square... .. 8s 2 30 
geonine? ge Leda 9 4 2 
American Octagon oi 1 735 
Screw Driver. 4 
No. 7 Common...... * 5§ 
No. 1 Triumph...... @ A 2s 











7 3 
9 40 


12 6 


100 
475 


Nets 
Nets 





2 
: 


ass 


5 
23 














SLACKING, STOVE. (See Polish). BROILERS. 
BLADES, SAW. © ae Sy aaa 

Butchers’. No. Crown, { Self-basting, 90 doz. PY 
Standard. 4& I}-in...........35 
co Spring........... Cseeed 1 BUCKETS. 

Peg cies Pur, Rubber. 
chat » me UC Oe 5 75 
Die be see 'veaeedecsertes 25 Coo ROR: per gro. $4 75 
Flexi Srccscccesseveveseveces ain kee hath co 7 50 
Star... cece cecceeveecveces 20&5% MOI i le “ 9 25 

‘ CATES SE EI te 5 

Wood. SS ee se8e no 6 75 
Jackson's. «55°67 16:26 & ONS. 4 75] Wel 

isston’s— . 
peeing La iiavessaesss S001: weld, Ote 10 12 14 
Triumph ie oes Ee $2.90 3 rs 3 40 
en, ear, plain, per doz. 4 00 

all BLOCKS. —— uf 2% 
a eee eS 70&10' BUCKS, SAW. 
oe Sete Ps Rae See f TENG. 5 ok icecvciscvs per doz. $2 40 

Tackle. 

Iron Strapped............- 70&10 BURRS, RIVETING. 
Com, Steel. ....+++seserereees 60% Copper Burrs only.............. 15 
BOARDS. Tinners’ Iron Burrs only....... 65&5% 

." h Crystal Net Pri esis 
— Oriental. Seer Gale es Cast Iv0m.. 2.45 5 «tice ioe acag 60&5 
Wabash Mosaic.......... ue Wrought Brass (New List)... .50&10' 
Wabash Delft Enameled.. is Wrought Steel, Bright........ +++-65% 
Wabash Art Inlay....... " Wrought Steel, Japanned..........Net 

Wash. CALIPERS. 

No. 760, Banner Globe, he 7 $2 50 I i ee ss oo sak cuibias 35 
No. 652, asin Globes ingl) "I Wing. sovssrssesssssccccccoccs 3g 
». 862, White Hen, en) 
pres orepebances Bde. 3 TS) poco Boot, 
No. 800, Brass King.. “ 3 30 ° 
No. 172, Our Best, (nosy eave) s'es ocean R. Co.'s), per M..... $3 75 
No. 964, Royal Blue, (Caamel : Shoenberger............ perlb. 5¢ 
eh sdivee tad ste tebe rdoz. 3 25 Ec eae 44c 
EES <4 5 ade pen 60% rs 7c 
BOBS, PLUMB ee pcecede oe ot ee 

Carpenters ‘ CANS. 
ae ees per doz. $0 60 Milk. 
eS Sal SR a oh 1 20) Holstein 
TER lee SO re > 2 25 See 8 10 
Mo; 5: ee: cashis 4 : a Per doz..$18 50 2450 27 50 
RY Spar ae “. 

No. 113, brass plated. “* 1 10} Gem Pattern. 
No. N30, nickel plat’'d “ 1 SC Gals..... 5 8 10 
Per doz. .$19 25 23 75 25 00 
BOLTS. aaah 0 
Carriage, Machine, etc. Gals, 4 sys Sates 8 10 
Carriage, x6 and sizes smaller Per dozen........ $2575 2900 
and shorter. ............ 758&10% 
Carriage, sizes larger and long- ss J at. Pattern. 3 10 
Fe FR. <a ahla 
Machin #x4 and sizes smaller “iy ee $25 00 28 00 
@ shorter. ..i.......:- 
Machine, pone and Pa r CAN OPENERS. 
er than §xjx4........... Phe ie See Openers. 
Stoves scccc000000 Me CAPS, GUN 
ts Se a eee Lk See Ammunition. 
Weous See eee 0 CARPET STRETCHERS. 

Mortis, Door. . a See Stretchers. 
gd RE Oe RR mS CARRIERS. 

Barrel. Diamond, Regular...... each, $3 85 
OB osc cutceestakewemaes 60% Diamond, Sling........ sc 7 00 
SREP CR ET PCO ET o 75&10 Myers’ Imperial........ wh 3 85 
Wrought, bronzed.......... 50&10 Myers’ Clover Leaf..... gs 4 00 

Flush. 

NIE SS iussteends 408&10% CARTRIDGES. 
Spring. See Ammunition. 
PE icke + ovisvsbebaue 75&10 
Wrought, heavy........... Toe 10% CASTERS. 
— sail | Standard—Ball Bearing....... 50&10% 
BR ach elects secnbeegs 
i eins a as’ 10% Nats aN Ns gis 0-0 Dae wwae S 0io0saa 60% 
Common Plate. 
BORERS. TEL rs «6 stan ncacusee 60% 

Angular. a —_ porcelian wheels, new pe 
peter’ Fells... .. por GoaSis 2S Philadeiphia Plate, new list. |: 160 

ha . y bas . Martin’ Bo ccceceeccvccecsscens 60 
ng. OS)! Payson’s....0.ccceee an bate 75&10% 
Enterprise Mfg. Co.’ s eer 

-19&5% CATCHERS, GRASS. 
Carroll’s, No. C........ per doz. $4 25 
BOXES ~~ s, 
SOs, «65s os 1 2 104 N i prein is a. s ‘ A. 
er doz...... 7 
Per Wks bacco $3 50 5 00 15 0Q yal 4 5 6 
Miter. Per doz...... $675 950 1000 
New Langdon bias Agow wanes 15&5% 
Stanley es io eae e pean ‘ 30% CHAIN AND CHAINS. 
oo & rer eac iiess Chine. 
BRACES. Resieterk. oes doz. pairs, $5 8 
s ith Covert Snaps: “ 5 

Peay eats Coeteees..::.--S20) uk Gide.....--- “ 3 25 
No nb no 222222793986] Without Slide: °°: oe 
Pe MS el oS Sala pee 3 00 
sate 7 > ekdabebeniee irda 3 30| Bright Ox Chains. 

BRACKETS 3-in., $7 25; j-in., $5 45 per 100 lbs. 

Hay-Rack. Cable Coil Chains. 

Wenzelmann’s No. 1. per doz. +4 50} Inch.. vs t vs i 
. No.2. | 0 00) Per 100its.$10 80 8 00 7 00 6 20 

Shelf. @ Per 160 ibe. do sb0 sé7s 56s 
Clover Wrought Steel....... er — SOS A ae ; 

Clover Folding...... set eeeeees Per 100tbs........5 55 5 55 5 65 
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Cable Log Chain 
Adages 25c per 100fb. on Cable 
oil, 
Coil Chains, German Pat. 
IIIS Se bos on esac eeieces 70 
MN iawn Gk: wade cence 653% 
pS eek ter yeaa ap 65% 
German Pat. Halter Chains 
Cf 0 St 664% 
Lat i 65% 
PSP Gl RR <0% 
German Machine Chain. 
3/0—2/0—1/O0—1 . .. 0. ce eee eee 50% 
Picture Chains. 
Light Brass, 3 ft..... an: doz. $0 4 
Heavy Brass, 3 ft... 
Pump Chain. 
Galvanized, per 100 Ibs...... $5 50 
Safety Chain. 

0 OEE eee ee Teer ere 65% 
Sash Chain. (Morton's) > 
Steel, per 100 ft. 

| NES RE a ea $1 20 
Be Wis u ee Reseee tau weeks toe 1 60 
Rea Ah in ined bow Khe bee 2 40 
Copper 
Eee ues 6 sass ne asec 2 
MGMT EVLLGY 6 eka cebees 2 70 
arr errr 3 35 
Cogepien Metal. 
ua Be de dlaldie'a's os we'ees vt 3 00 
iH iets WES RS Cb See cucecde 4 50 
Cable Sash Chains. 
7 OSE a ae re 35% 
Oe ere rT Cr Pee Tre 25% 
Special Steel Loading eye 
ee ae ; ts 
Per 100lbs.$16 00 13 %, 12 50 


Stretcher Chains. 
fs-in., $8 50; 

Tie-Out Chains. 
peer 70&5% 


Trace Chains. 
Western Standard. 


2-in., $7 75 per 100lbs 


Add = per * cod for Hooks. 


Add 2 for Twist Link. 
Wagon poe Chains. 
TORRE ois ceo xs 4 ts i 
Per 100 ibs....$6 50 600 5 50 
CHALK, CARPENTERS’. 
BM eahwie OCR s sia's 0 per gro., 800 
RAEI OR CON eee ts 700 
MOUND LS sh tbe ese cwcess o 60c 
Common White School 
CG hs bee's bcc a lle 
CHARCOAL. 

PE MUA SaNaN Kerb ace os per bag, 95a 
CHECKS, DOOR. 
AEE ae 
I ace daehe iccceses 30% 
CHIMNEY TOPS. 

RWOM'S VOOM. Kas cccccecicsace 50% 
CHISELS 

Box. 

ae 10 12 14 

youn. per ‘ae 00 3.50 3 80 

Fla 400 500 550 
Cold. 

Good quality, § in. and 

| re per Ib., 13¢ 

Smaller size, per doz........... ° 
Socket, Firmer. 

SIU CA a codices bieededs 75&10% 

Socket, Framing........++-. 50&10% 
Tanged, Firmer. 

Wits Bandles.......ccccccccce 20% 


Choppers, See Cutters, Meat. 


CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 


Drivers........... per doz. $6 25 
Yankee, for Yankee Screw 
BOGE in Ss Fiinencocen 5 00 
CHURNS. 
Anti-Bent Wood, 
yal er ccececces 5 10 
ON ee $3 90 4 60. 4 85 
ee eee eT eT Tee &74% 
Common Dash, 
BEIGE x's"> sive harm 4 5 6 
Pet Gos..." $9 00 1000 10 80 
Union, Gal...... 5 7 10 
We ie aupecn $3 75 435 540 
CLAMPS. 
Adjustable. 
pO CORE CO 
Carpenters’. 
PG SO hhwadosa dds vcun cess 25% 
Hose. 


-42c 





Sherman's, brass, 3-in., per doz. 
Double, brass, }-in., > 








Saw Filers. 
Disston’s list, $30.00........... 
Stearns’, No. 0, $3.50; No. 1, 
$11. 50; No. 3, $5.00 doz. 
Wentworth's, No. 1 1, $6.25; No.3, 


CLAWS, TACK. 


Cast, wood hdle.. “per, doz. > 
Forged steel,wood hdle. $0 8 
Solid steel............ 1 oe 
Shans otacihe. te 50 
CLEANERS. 
iain. 
Iwa>'s Adjustable............. 55% 
Iwan’s Stationary........... 40&5% 
Pot. 
Eh ciaan aX wads aa per doz. $0 7¢ 
Side-Walk 
ES ees per doz. $3 25 
os AS pepepene aes 5 RCSD 65&5% 
CLEAVERS. 
Family. 
Beatty’s, Inch 7 9 
Per doz...... $8 75 975 10 75 
MES ens 0 5c cates per doz. $2 25 
Butchers’. 
EN oe ae ae 25% 
CLEVISES 
SINS is ara a's. 5 cuee dew aay bh 
CLIPPERS 
are hatin s Grea. oid 30 a: $1 90@4 75 
CLIPS 
ee oe ee ares 65&5% 
Damper 
UMN 6 a sacs owcscs per doz 700 
BOC rea Paes lecktves cS 
Nab wt Ulead. dai nue cies Lia 
CLOTH 
Emery. 
RET) Re a ee ee 50 
OT eee eae 50% 
Hardware Wire—full rolls (100 ft.) 
2 to 3, incl., Galv.—in full roll.. 83 06 
+ and Se eae ‘so oO ae 
| ES eee -) 3 50 
Ts ba 7” 4 00 
Screen Wire. 

12 mesh, painted, per 100 sq.ft. 1 20 
COCKS AND FAUCETS. 
Compression Plain Bibbs......... 65% 

Lever Bibb Cocks............... 65 
Compression Hose Bibbs...50, 10&5 
Telegraph Faucets (new list). . .50&5 
Racking Cocks (new list)......... 60' 
Compression Lock C’ks (new list) .60 
Andrew's Brass Faucets.......... 70 
Angle Plug Faucets, per doz.... $0 
Milk Can Faucets, per doz.2 60—4 28 
Petroleum Faucets. ........++. .. 70% 
COLLARS, STOVE PIPE. 
Inches..... § 6 7 
Plain Tin, per gro$1 90 246 3 S50 
Japanned Tin “ 300 350 425 
Lacquered Tin“ 360 420 4 8 
COMBS, CURRY. 
Nos. Per doz Nos. Per dos. 
000 ....$0 37 299... .$1 OS 
SE x 60 ps 85 
Se 1 90 390... 1 35 
Br Sales 90 532. 1 20 
Se 620.. 75 
108 .. 80 1400.. 1 40 
COMPASSES. 
COPNONNEE 6. 2.03 sadath cite wasetes 
Pencil—Faber’s........ per doz. $1 
COPPER—See Metals. 
COPPERS. 
Soldering 
; Reinet Ue avateenwen per tb. 32¢ 
bist owas 29c;2tb.. * 280 
3 ib and larger......... <a 
CORD. 
Picture. ; 
White Wire (new list)......... 85% 
Sash. 
Regal Brand. -per | b. _ 
Puritan Brand.......... 
CORKSCREWS. 
EEE mr 
Williamson's Regular. .......40&10 
Williamson's Forged Worm....... 50% 
COTTERS, SPRING. 
All sizes (new list)...............90% 
COUPLINGS, HOSE. 
fas cate kates per doz. $ 1 


os re 
COVERS, WAGON—See Tents. 
CRADLES, GRAIN. 


90s | Morgan’e Grapevine. ..per doz. $22 2 
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CRAYONS—See Chalk. 
CROW BARS. 
Pinch or Wedge Point...... per fb. 3ic 
CUTTERS. 
Glass. 
Sg, eee P aad doz. $0 75 
Smith & Hemenway Co........ 0% 
as rae 40% 
Meat. 
Enterpirse, Nos. 5, 10, 12, 22, 
5S BRR ree 25% 
No. 202, list, $1.50 ea...... 40&74% 
Pipe. 
Saunders’, No. 1 2 3 
OS SS $0 75 120 3 80 
Slew and Kreut. 
3-knife Kraut........ per doz. 11 50 
i-knife Slaw......... is 1 75 
2-knife Slaw......... ™ 2 50 
PRE i désccaneiccus a 7 75 
DAMPERS, STOVE PIPE 
RR erry 50&10 
ROOD fi xca 00s vccsencoxauous 50% 
DIES AND STOCKS. 
NE a ce seca 40% 
DIGGERS. 
Post Hole. 
Oe. 5. cas kek bee per doz. $9 25 
ee Cae =" 
Oe Saree ide 7 50 
eS Nees ’ 30 25 


Iwan's Split Handle. 
Iwan’s Perfection... . 9 
Iwan's Hercules pattern “ 19 00 
EEO x 17 
See also Augers—Post Hole. 


Dividers, Wind.............. 65&10% 
DOOR CHECKS—See Checks. 


DOORS, SCREEN. 
-in. 4-panel, painted...... Net prices 
-in. 4-panel, painted...... P 
ig¢-in. 3- panel, naturel pine, 
ON a te CR ares ee ng 
DOOR HANGERS—See Hangers. 
% DRILLS. 
Ber Cou 
ee Tw. oo son'cnr20008 60% 
Breast. 
gg DS Peer er each,$ 1 75 
Millers Falls No. 12..... “ 2 o¢ 
Hand. 
Goodell’s Automatic, 


Nos. 01 3 3 20 
Perdoz.$7 75 1150 12 5011 00 
Goodell's Single Gear, per, doz. 15 75 


Millers Falls 12 75 
** Double“ ” 15 25 
Reciprocating. 
Seer per doz. 16 50 
Bit Stock. 
ke 6 ae kere 65% 
DRIVERS, SCREW. 
DE. —.ccubcoshegcese 65&10% 
RE NN: Gis cwpbsebauenaet Y, 
ee COTO e ere, 0% 
Champion PUD <0 vc bacnbesen 70 
Clark's Interchangeable.......... 30% 
Ei a ee 60% 
Reed's Lightning PF te ‘Sasi 
Goodell’s Spiral........ 50, 10, 5&24 
Yankee Ratchet...............- 50% 
A a Spiral...’ '508&10% 
Smith & Heminway Co........ 40&5% 


EAVES TROUGH, GALVANIZED. 
Terms, 2% for cash. Factory ship- 
ments generally delivered. 


See also conductor pipe and elbows. 
EGG BEATERS—See Beaters. 
ELBOWS—Stove Pipe. 


Adjustable Stove. 
Inches. 5 6 7 
Smooth, per doz:$0 80 090 1 25 
Plan’d 2 00 225 29@ 
Corrugated Stove. 
Inches... .. 6 
Smooth, per doz: $0 75 090 136 
Pol'd, 40 165 2 38 
Plan'd, se > 25 290 3 75 
Four-Piece Stove. 
Inches ....... 6 7 
Smooth, per doz $0 60 065 095 
Planished “ 75 195 255 


ELBOWS—Conductor Pipe. 


Galvanized Steel, Tin and Terne, 
Round Corrugated. 


Size. Doz. 
De. s cigs cua sa dea R $ 3 60 
EE re 4 32 
ST kvsctsaevsacavesbaace 7 20 
Si Vasinndspatemmabiennn 15 
Se nspeessce . Se 





Wood Pails. . 
Frazer's, 15 tb, 80c; 25 tb, $1.30 each. 
= Lightning, 15 tbh, 55c; 25 tb, 


EMERY CLOTH—See Cloth. 
EMERY, TURKISH. 


5-tb Oc each. 
GOR... «ckokeanwaee pkgs. }kegs kegs, | Tin Cans. 
No.60 to 150, per, 300 6c 4c 4c Chamellene Graphite, 
Flour....... -c 3c 3c LD. SOP 5 ods e nce ca buen $9 So 
3S We DUPE os bho s dodeae 25 09 
(ENAMEL, IRON. S Wi DOPED i vt ic ccstons 37 09 
A-B Iron Enamel, 3 doz. case, ss GRIDDLES 
s goibin oae cb ko &0 oe per gro., 
ORs 5 58s sina goerknbes un 1 25 SOaPHONE. ..- +0020 0002rerveees 334% 
GRINDSTONES., 
EXTRACTORS, PIG. Family. 
See Forceps, Pig. Inches....... 6 8 10 
Per doz...... $775 975 12 50 
EYES. Loose. j 
Bright Wire Screw—See Goods, B. W Per CRs cds onkse . £22 00@$23 00 
a ba kabSadnane ee 60, 10&5% ented 
ee PEEP er i 85&10% Ball Bearing... 1 2 3 
> — apa iparattaR ote 3356 82 90% | Each......... 75 360 335 
Common Bear’g 1 2 3 
FASTENERS, STORM SASH. Each......... $335 315 300 
Schroeder's............ per doz. $0 85 GUN WADS. 
MNUOD. . ise cesdaken 115 (See Ammunition). 
FAUCETS—See Cocks. HAFTS, AWL. 
Brad 
FILES AND RASPS. COR 6. 5 cdacnes per doz. $0 19 
ae iog ipdey States. f 70% | pee 
Nicholson’s— or pa 22 
ov ecceeseescesebedss byt 79] Patent, lain top snl 2 Sisk ata Ty 50 
NE ee ee « 

Black Diamond............ 70&10% | Patent, eather top. 60 

ae. SLs ka ae bee WDE bE eae? Sewing. 

Pee TEINS. bbe 000esees ee 

Kearney & Foot........... 75&10% omnee tae tems “ = 

McClellan......2002. 02000, 75810% Moses cdeveoeves 

Nicholson..........4+ ek. 

J. Barton Smith... .......75&10% HALTERS. 

X-F Swiss Pattern......... 40&10% "Ss _ bse cbinves seen per doz. $1 10 
Bissnalls’;.;...05.s0newdeeaaue  tayaeebbheaeteere™ LB 
SPE A's, a cnstee ctapun saa 75&10% | Leather, rope tie....... " 8 50 
MO Oni g os000040esndibewen ts 70% | Leather, leather tie..... et 11 50 

HAMMERS, HANDLED. 

FLUE STOPPERS—See Stoppers. Blacksmiths, Hond. 

FORCEPS, PIG. Regina 50&10% 
EOE OEE OE COR BE |) nse ccccuccbesewsiwass¥eeel 50&10' 
Whisson’s Sstesevs 5 | Farriers’. * 

Michigggt 40&10% 
FORKS achinists 
Gili, 8 nth oy eum, ME, #80 cove mdquwcengetecsnsees 60&5% 
Steel, new list..... +2 -60&10% | Nail. 
Wood, 4-thae:,. «cA Gok GO ng vince idssvcccdsaescsvae 74 
~ wr errr per doz. $3 85 
Hay. Cores eeeneeeenenee Se 

2-tine........ o 4 seaneus 50&10 Maydle’ Dies isebasskvanee 30&5% 

3- a tttetete Obcesees 50&10' Riveting ‘ 

+ EE «isu s dhS casas capancchaael 40% 

Digging aaa eae = Shoe 

ee ee eee ae Oaths: . a: . Gecdkacate per doz. $1 25 
Header. Tack 

DED) is Fivecckevwake seen 60&5 TS eee ee r doz. $0 3s 

ES eee ee et ree. 60&5% Pol'd Iron, Hickory hd nde $0 
Manure. . Iron, Inlaid. . 

: Magnetic..... 1 2 3 

Ps iras es «une baeatsakeaeee 60% Per doz....... $0 70 0 80 1 00 

GAUGES. Magazine........... per doz. 4 75 


HAMMERS, HEAVY. 


Butt and Rabbet. 
Cream Pail. Heavy Hammers and Sledges. 
Fairmount....., ,..per doz. $3 75| UnderS Ibs.............-.... 75% 
ithins, Medhe, dh.......%c S The: end OVE ....sscseeces 75&10% 
Wap d sch buss ic kpae BEuS 4 cee Nets | Masons’. 
Saw Single and Double Face. . . .70&10% 
Wire. HANDLES. 
| ea Te em 25% | Auger. 
Common Assorted....per doz. $0 55 
GIMLETS. ee see, Nos. 1 & 2, 
: PRIN 5 a xe no os 40 +a 475 
cree 35@40% leer Aah. per set, 1 35 
GLASS, WINDOW. 5 sctves needs ceed eeceus ot 35% 
OND, «oc sic tins caless sewn 90&20% | Chisel. 
| earns 5 90&25% Hickory, Tonend, Plauer, deubead 


33c; Large, 38c per doz. 


GLASSES, LEVEL. Hickory, Socket Firmer, Assorted, 











S GOR. . .occtasises per doz. $0 70 27¢; Large size, 30c per doz. 
PEAMED . 6 ose vidsn secs 55 eres Tanged, Firmer, As- 
sorted, 34c; Large, 42c per doz. 
GLUE. Applewood, Socket, Firmer, As- 
ae ! SI on v0 ered per doz. $0 30 
© SEO per | b. 18¢ ; 
yo labia oh i8e ae Pick os Gk beets ones gue 40% 
Re OER 2 “ 16$c - DE FUER 6 tivinscsntawiscued 40% 
Liquid. File, assorted, 13c; Large, 16c per doz. 
Army & Navy..........0<000: 40% | Hammer. 
Le Page’s— Adze Eye........ per, doz., 36 to 75c 
List “A”’ Blacksmiths" oo 40c@75c 
List OB. wescessevcnresess 334 Machinists’....... 3 45c@80c 
Se Fg ae ee ee 25 SS Pee re “ 40 
Hay and Manure Fork........... 35% 
Bright Wire Wet Onl Rahs... so 6 ive osc chews 35% 
GREASE, AXLE. Werekibed,. 22.2. PRG 
Wood Boxes. Screw Driver 
eee per gro. 7 2 ieee “ 37 
gg ere Cee A TR os Sa Wolke “ 48 
Hub Lightning.............. 5 33 ‘ RED, 
PATAQOD.-scecccccecncscene 6.75 Shovel and Spadeoceseseressecese3S% 


HANGERS. 
u. ©, Relied Benston.......0hs 
Le 
7 
Warehouse Big Twin.” eee 
Conductor P. 
Iwan’s Perfection............. 50%, 
Eave Trough. 
Tempera 20122221128 8 9 % 
Nikecpveeesssoccnaeaee 334% 
Parior Door. 
ives iaeona ot a™ a 
Lane’s Standard..... “ 3 50 
Lane’s New Model = 10 
Le Roy Noiseless. ‘ ~ a 








HASPS. 
Hinge, Wrought........, ones 40% 

With Staples—See Staples. 

HATCHETS., 
ery, ST Foe Oy re 0% 
Cast | a 
Cast Shingling. . 2s beret 
HAY KNIVES. 
See Knives, 
HAY RACK BRACKETS, 
Wenzleman’s No. 1..... 
Wenzleman’s No. 2 as tie ies % oe 
HIN \ 
Blind. GES. 
Clark's Gravity . per doz. sets, $1 05 
Postar’ nie bea 4 odie ass Swab 65% 
herd’s Noiseless, for Wood 
“ee Westidndes per doz. $1 05 
Gate. 
Clark’s....... » 3 
& Ltch, = 4 3 45 4 25 
Hes only ae e 
La —. 90 90 
. per doz. prs. $6" 06 
Leed’s..... coves “ gets, 6 75 
Superior. ....... * pre. 9 50 
Screen Door 
RMR GUER obiGas 5 osc gross $6 56 
Aika hashed dea snk s ~ 67 
Spring. 

Rememer Ae PY Pa ee Ree re 

Colaesbia’ Dbl. Acting. .” “iti0as 9 

[dat Deiachatie 2220 ‘a 

Matchless...... es pet to. iL 68 A 

New Idea.......... per gro. $7 

PEGE ob dees s00 et wach a oon 20% 
Wrought Iron. 

Key —. yy eT 
ight Strap Hinges. . 65& 
Heavy Strap oe ire KEG eG 10%, 
Aagmt EPCS, oe ccs wins 60 
Heavy T Hinges........... 40&10 

Extra Heavy T Hinges. ..... 669% 

Screw Hook and Strap. 
Gto i2ih....... 100 . 
14 to 20 in Pie aya oe ! " +4 
ae 056 is.......... ™ <i 3 75 
Screw Hook and Eye. 

ORs eicaeseead per 100 tbs. $6 75 
ERLE EOI ee vA 7 75 
PRR oe Fie: = 73 9 75 

HOES. 
RUDY sb 55a ch cutive sscaweee 70% 
Grub. 

ST rere bee ae eS % 

Es odor, oo a r doz 00 

— and Boys’... ste wean 5 

sew PE ahs acek We eee 75 

Planter’ OUPN es disk cn cae ne soak 

ihe bewUU ends askew dee cae 70% 
HOLLOW WARE—See Ware. 
+ 
HOOKS. 
And Eyes 
eBags <5 pct westnnner 
WOON baer 0 hssae ee adednsaed 70% 
Pi See eT per gro. 80&10% 
Belt. 

Obs oss kbnaecate ke cu seas 
Bench. 
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“tall 7 10 Nos. eeeesereeeeee 2 B LINING, STOVE. See Pull NAIL PULLERS. 
ep lg 216° S's ots E erence FOO | OIC... cc eesswsccsses. per crate, 42c ers. 
Bush. bed eg a NAIL SETS. 
Common Axe Handle, perdoz. $7 00/ fech’’’''g0 85 1°20 290]... MACHINES. Gen Bete. 
Chain. some Wiens Sit NETTING POULTRY. 
Inch s&h pA ahs ito oat ‘ KETTLES Angular... . per doz. $3 00 es 440° Galvanized before weaving... .80&20 
Pr 100 $7 60-8 ea 15 Upright... 2 60 4 00 | Galvanized after weaving... .. 80&15 
Clothes Lines. Sion erate Bore. dil ae doin ax bet Leather Riseting. RMU oo coe sad cewcndas 65&5 
Japanned.......... per doz.22c@24c Pease ate 5 sb eet ete Chi P ; z. $9 00 
jeneneeasr ett FW Mel MAME cus n ees e ees esees rene | tae Saaee anaes End Cutting, NIPPERS: 
Coat eal ORS SLI EAD Ss TE OAS! aon onthe ela al ae al (i) Handy P eR “ 2 00 os ea 14 oe , 
attle Giant......... ms 3 00 ubb’s Pattern, Inches. 6 
Cast Peek <vs 5 SO CS 0% cilia KNIVES. ony, Pomeroy...... “ 720} Peedosen............. $4 65 6 75 
opping. ee Washing. End and Diagonal Cutting. 
Marse see Cx. 9-in. Scimiter Blade, dz. ” 85 Majestic Cis 5 25 Swedish Side. Inches... 
i St Ra, heme eae 20% remhacesig 3 i, pacing pesraatatines 5 = pp a eerie 6 00 POP GOUOR. 6 6.5. s cece $4 50 5 78 
P TOUGDU, 20+ see eesecscsereess jeg 2.” * eet 15% PRY LS PNT a OI 6 50] Hoof. 
‘orn. Wate NES on ae oe 12 00 ° 
2 P Corn. CO — eee eee 40&10' 
a riveted, Lame 2 RIEL 5) sce cdsans + per doz. $1 75 0 & Bowe. cee cee cece eens 55&5 
vmascueenn ys» +s ae ota tS MAIL BOXES. 
i Little Giant. 2.02.1. - Barle’s.. 5.2.0.2... PEE i See Boxes. - NOZZLES. 
ate Codford 5... .6.5% : ose. 
See Goods, Bright Wire. Drawing. Carpenters’. MALLETS. Magic” Gem........ per doz be ~ 
. P Bs ata 9.» 's ee Oe a 
Grass. Standard......... (New List).. .50 Fibre Head, Small...per doz. $5 00 MLAS ccc coasnc: ny 3 00 
Comment saute Je ‘ . ee. gs eae : Medium: # 5 75 
et GOB sida jen¥ : ook * ngpigam ileal tetak Me arge oe 7 00 NUTS, HOT PRESSED. 
en eee er per doz, 1 75| Folding Handle............. 7883 % Round Hickory ee . 2 25| Severe Blank. 
Se a arr one 50 | Hay. Lignumvite.. es 4 00 Ins. ‘or ar a ta 
Bammock. American, Sickle saat -doz. $10 50 Square Hickory...... =~ 2 50 .. 9$¢ 8c 6$c Sic Shc {. 44e 
With plate.......... per dod. 50 iston. Sickle Edge.... . = ‘a Lignumvite... 4 75 Seuore Tape 4. 
With screw.......... = 45 eath’s o.oo eee ee ie inners’. eo er 
Iwan’s, Sickle Edgc.... 9 50 “ ” 3¥ 
— or Drapery pe Sscaio Ic Iwan's, Im vid Serrated oe -. 10 00 eon. eeeereese ie $1@ 7: : mage he Ne tp 6ic yo 60 
peveseseveseeee 0 tn’g, t’ ~ Tre) es ae © 2 6 6 ‘ or Oxes, a c te 
Potato and Manure............. C01 tet ha wanes 6 00 | Hickory, Sheet Iron’: * 1 50} above prices. sige 
Screw. Wadsworth’s Sp’r Point. “ 9 00 OILERS 
Ce Pha PERS 1 BOS 85% | Hedge. ‘ MATS. Chase Pattern. : 
(See Goods, Bright Wire.) Challenge........... per doz. $6 00 — . Brass and Copper............. 70 
Bore | aga aaa aaa “ 3 75 National Rigid......... —eeg REET a icy Ra ape 70 
Seat Spring... ..sseses .. per Ib.5}$c P Acme Steel Flexible 50% | Engi lo 
tis, os Ce Se ie ee oe eS ee Cee SS ‘ inmeers’. 
HOOPs, TUB Common, Single. .... “ 60 mo ‘ $3 - seaeen. seer eae 
’ ° Semen, Double... “ 90 aE pi. oe ance per gro. $: 0] ae or ey ere per doz. $2 Gs? 25 
Wlastic....... r case of 3 doz. $2 25 Streeter, 4-blade..... - RR + edge ho Se achine 
“ Streeter, 6-blade..... * 2 00 mS — es, a Common............ r doz. | 58 
, Copper Plated Steel. . 00 
HOSE, GARDEN. Putty. so. 3 eben eee oe dos 1 0} MallesbisIron......:......... 60% 
Coupled.| Common......per doz. $0 e 1 00 s s Loasters, wit FON aio aneidcisd sc ows ced 65&750 
a! * per fe Lander’s...... :3 TING si vicesvccesccs PO? G08. 60 
Velvet, 3 ply-#” guar. press .... 74¢| Scraping. OPENERS 
Eclipse * ol Pe B Box. 
Diamond “ - age aes TS eech Handle........ 36! 00 MATTOCKS. Inches......... 12 14 
Geneva, “ = 711113 2] Lander’s............- 5 25@6 00 | plumbs................00e0eeee 70% ae. x: + doz. $5 50 6 00 
Mlinois, t we .16¢ KNOBS NE A ae eae eee rg ee 60% Round....... ee S a . 
Can. 
Doors. 7 Delmonico. d 0 
COTTON COV. RUBBER HOSE. Mineral............. per doz. $ 80 MAULS. Never Slip. vere shee ~e _- és 
figh Grade-}’’-guar. press.400 Ibs. llc} Porcelain............ "3 90 |[fron, Ibs.... 10 13 16 18 | Crate. 
pecial - © 309% 9 PKGk sexs Seoebesewecceeee 90] _ Per doz...$4 00 450 525 5 60| V.@B............. vet $7: 
er * Pry “ 100 “ 4 LADDERS bah = } tte Ibs... ‘s 10 12 14 OUTF 
Q | eee 5-00 5 50 6 00 ITS, COBBLING,. 4 
Common Long. Wood Choppers’. Combination doz. 11 O€ 
wa HUSKERS. say? 9e@14e Lake Super’r & Oregon Pat, 75&5%|Economy........|__ || ‘-—s 463 
f % nlptheh de eeeeeeee ** Family A ECS Oa Pv) 975 
ms te hte ieee Sa Ce a i . our pent sie 7 
Per doz $2100 2 00 198 2 eee MEASURES. PADLOCKS 
i eS Step. pk. 1 pk. 4 bu.| Burek ; 
Per gr0..$5.40 6 00 600 1030/9 Coon, perft......+-, sevseeetbe | Galvanized, doz....$2 25 3 00° 3 85] Yale.c0. 220202000000 SSORSS 
Per gF0. 5. $3.50:9 00 24 50} Common, with Shelf, add 10c. ; Japanned, Sere OMe oe ten, eer 
ce. ss by ie el speueesee 
Per r doz. "$2.45 21s hs ras Triumph, per ft.......... seeee e200 MILLS, COFFEE Cream. —_—" 
Brinkerhoff’s. P , . 14-qt., without gauge, per doz. = 2 
LANTERNS. a oe 25% 20-qt., . 
POP BIO... eeeeeeeeeeeeeees Blt 40 mage leaeys Parker. ssss eevee ees e+> 251 S0RS% 20-qt., with gauge. . 7 45: 
-in. Flash Light.. - +per, doz. $9 00 re orc cons ae 40-124&24% | Sap 
IRON. 21 in. Regular ie eees fest Galvanized, per 100. . - $20 ox 
Hf whTL. INOCQUIAL. we eeee se a 2: 5 
See Metals.—First column. ae wie : 00 MITRE BOXES. a are 
Diets & Hams’........ . «Net prices |See Boxes. ioe. AC Tin... ses is O. 
Curling TRONS. LEADERS, CATTLE. MOPS #7. eel x 17 0 
(otlee See Vee FS DC ee 1 2 3 [Erie........cseeeeeees per doz. $3 15]” Gaiv'd, qts. 14 . 
WN MUS ba wiphecsass me 50| Per doz......... $055 070 2 75 | Handled Cotton. Per doz. £3 90 40 5 "00 $30 
OE Seba “ 70 LEATHER, LACE Pounds... 1 lk 2 ae 
eras sence sae 1 25 | Cut : i 60&5% Per dozen.$2 00 2 35 265 3 25 se oot nae 10 12 14 
‘Thelma......++++++. UN eeecernvevecccecoveverss 7 OF Bei iseccck 150 165 1 8§ 
PURE s se Sa csiccecs = 70 | Sides. : . 
Plane. Ex. Quality....... per sq. ft. $0 35 MOWERS, LAWN. ve 2-Hoop....... per doz. $1 90 
Wood Bench. ......++++++++2085% LEATHERS, PUMP. Gladiator—B. B. —— — ob gehts 3 : 3 
Sad. Valve and Plunger....... Kein nek 10% er gg teen eee < s y 3 a Standard, 2-Hoop... ge 2 00 
a ay a LIFTERS, inka | ee 
No. 70 Asbestos $1 20 net. | Stove Cover. f° ages : PANS 
erga | pone eae 1 35 net.| Coppered....... per gro.1 75@3 65 ML Pea inde! 6-0 $5 25 5 75 00) pei I oo 
cd sa ED The el Methes..:...--, ‘ $.50| Inches......... 1 1 18 IPPEME. 00 cccccccccvcccccceees % 
Colneee Polish) Pp o; doe. 7 40| Alaska, Coppered 4 00 | Big Giant......... 3 50 390 4 25) Fry. 
Laundry, No. 1 eae ‘ <1 po 5 75 Alaska, Nickeled - 5 00 | Little Giant....... 2.90 2-65 27 pagan ae weneites eanhs 75&1 
lewh : No. : : 3 ; : y oe 6 25 Transom. — seeeseceece Se eeereeeeoses 0 
Mre. Pott *. Payson’s..... rantit iinecuacsueee NAILS Roasting. 
te) nterprise, per set, 93 Paxton, 
No. 33 J ke hd 90 LINES. CO DIR... ca dcosvesess. rates, $2 05 los... 1 Fee 
No. 50 T, 1 00 | Chalk Pas -Saedetakwrenssnrs 2 20 Per doz.$4 75 575 650 7 50 
No. 55 T, bad o Twisted i in 20-ft. hanks. , Neverburn 4 00 4 50 50 600 
Wir 5 
Tailors’ Sad......... pag Jb 54] Nos. EU eee S No. 200 d 40 
Tailors’ Geese.....0. 2 } Grofl. 50 200 225 250 300| Small Lots................. $ EES SAD Sie 6 #64) per doz. $8 
Pro: Twisted i in S0-ft. balls. — one brciivecedues : - PAPER 
Ra Bites ha ig a Sr BS ecg 2 3 4 ement Coated.........eee. ted . 
Single Duck Nest.. - pera. 5 25) Per doz a. 30¢c 38c 41 . Building 
Double Duck Nest. . 6 25| Braided in 21 © | Horse Shoe. ae 100 Ibs. $1 50 
Buttod....--+.20.,,0mchee. 2 pplepinat gees whee Ausable, «-.cs.sseeeeseeees ssnettl See SS i. o 2 
Per doz... . -22c 25e 3le 35c deggie cobaepebborteaits ce Tarred Felt. .... . 2 1 96 
SOR: sciatave ads aae chess 55&5 No. 20, Red Rosin. roll, 35 
JACKS. ane — , in 100-ft. hanks. .doz. 80¢ Putnam. ...02..2.c.cc.cs, 2085 Zo No. 30, Red Rosin... 35 
Sais bas chon 0 6cckeceuk ct PE er ek EB) GMP. ccc cccecccccccsscccess {| Sond and Emery. 
Wagon. a Jute. 4 ; : : : ‘ ; ; ge 7 3 cere BOabac ites per Ib., net, 10: Star. hie aay low list, 
MRO os éccccvccdeccesecccs SON I “ 1 40 sclure © HB Aescessccee eeeeeeeevese 
Oilver, Taes BES cscs ceee - 2 15 }« Brass Heads............+.+-+- 25% | Wrappine- 
SE ey ee 50-ft. Cotton........ « 1 1S [BVGGS....ccccccecseseecoccscces 85 oe --perlb. $3 75 
| Nedebeenices $0 80 50-ft. Braided Cotton. “ 25 | Furniture..s..ceeeeee- soeddaule's 30 sie dbesatecabde SE 






























































seta TD, SN TT 


< 


FRM he” APD 
Sa _caacenen aaeeea 


APS HE 





APRS TB) STS ABR IE . 
Sa - a 7 OE OI RELA SMETANA COR eo 









” 


“Sey 





90 AMERICAN ARTISAN AND HARDWARE RECORD 





PARERS. 
Apple. 
ers. per doz. 13 00 
TORRRR «535 sos es = 7 00 
White Mountain..... ni 5 00 
ee Oa nas 7 00 
Potato. * 


Goodsell’s Saratoga, 10} in., dz.6 50 
Goodsell’s Saratoga, 5 in., dz.5 50 


PICKS. 
Adze Eye Ore... ye 
Drifting and Poll Wiehe. «oc. occa 70% 
Plumbs, Railroad. .............:. 75% 
FO aa se ee 70% 
PINCERS. 
Carpenters’, — steel. 
Inches... . 8 10 12 
Per doz.. .$1 °s0 240 295 375 
Blacksmiths’ spins cadap need ahuee 45% 
SEE Bvcius cans concuasiseeansae 40% 
PINS. 
Clothes. 
Common.. -per. box of , gro. $0 42 
Hoyt’s...... 25 
= ee = a 20 
Picket. 
Fluted, 15-in........ per | doz. $1 01 
Fluted, 2l-in........ 60 
| RL CS a ¥ i 90 
PIPE. 
Conductor. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 
a ST aS 80% 
RM: ss causes usesse 75&10% 
L. C. L. to Dealers:— 
Terms 60 da‘ s: 2% Cash 10 days. 
Factory shipments generally delivered 


Lead. 


te EE per tb. 74c 

RR oe ae Tee 
Siove. 

Acme—Inches. . 6 7 


5 
Smooth, per i. . 8e 8ic 10}c 
Planished, ~ ~_soec 8 38c 


Peerless—Smocth. 77¢ 8c 9c 
Polished. ...... 144c 154c 18 ¢ 
unished . 288c B3lc 35%c 
Made-up—lInches. 5 ee 
Smooth........ 74c 8e 9c 


7 to 6 in. Smooth Tapers, pr. jt. -lle 
6 in. Smooth T’s 27¢ 
7 to 6 in. Planished Tapers..... 45c 


Vale Patent Lock Pipe—Stove. 





5” 6” 7” 7"-6" 
———Cents 
Battle Axe, Blue. . 7 “4 94 103 
Can't Slip, oe = eS Ss 


¢ 

Peerless, peer 5 | 8} 10 11 

I lex, ae 11 13 14 

Yale, Rus. Fin....15 16 17 18 

Du lex, Planished 29 31 37 38 
vano, Gal..... os 6.37. 


If wanted made up, add per joint 
nd rte lc; rivete? 14$c. Crating 
e-up pipe extra. 
Wrought Iron Gas Pipe. 


=. eee discount, 60' 
om., Black... ....... *60,10&5 





to 6-in., black.. 
in. to 12-in., black. . 


= galvanized . se 42 
sow galvanized. . se: 50 
.to 6-in., galvan’d. se: 574 
7-in. to 12- -in., galvan’d. as 45% 
PLANES. 
Sargent Iron Bench............. 60% 
Stanley Iron Bench............. Nets 


PLATES, TIN. 
Bee Metals in Column 1. 


PLIERS. 
Giant, Button's—80% off list. 
Cutting. 
SNE Biss ocd bese erskeeee 30 
re rr eee 50% 


Upper End and Diagonal Cutting 


| eae o 70% 
Utica Drop Forge & Tool Co... Net 


Fencing. 
Black Bull.......... per doz. $8 25 
Farmers’ Choice. .... Aa 8 00 
| , RoE «. 8 25 





Gas.—Inches 7 & 10 12 
Per doz...$3 00 350 450 5 50 


Tinners® 
Ss ob6 600 6kne osbbeeneual on 
eer ...each, 5 
PLUMBS AND LEVELS. 
NS EEE OO ee Nets 
SRS a eS 40% 
age Genk... vovesevacvers 25% 
Davis’ Inclinometer........--... 15% 
POINTS. 
Drive Well Points............ 75&5% 
POKERS, STOVE. 
Wr't Steel, str’t or bent, per doz. $0 55 
Wr't Steel, wood hand’ls “ 80 
Nickel Plated, coilhand’ls “ 65 


POKES, ANIMAL. 
Uracee Jack, wr't steel, per doz. $4 50 


POLISH. 
Mees 
Black 3ilk, No. 50, }-gallon, 
per doz. $7 00 
Black Silk, No. 60, ean cans, 
per doz. 1 00 
Black Silk, No. 70, 1-pt. cans, 
per doz. 2 25 
Black Silk, No. 80, PB ong 
per doz. 3 75 


Black Silk, No. 90, 1-gallon 
per doz. 12 00 





Stove. 
Black Rogie, 1-lb. cans, pr. gr..$15 
lack Silk— 
oe sen 6 iee's eo $0 


Paste, 5-oz. cans. sate doz. 
Paste, 4-tb. cans. 
Liquid, $-pt. cans. € 1 . 


Liquid, 6-oz. cans. 
4- . Air ‘prvi Iron 


ERE “i 1 25 
Black Jack, 2-Ib. cans. ‘“ 9 25 
Dixon’s Carb. of Iron. “* 5 75 
Nickel Plate......... vip 4 50 


POPPERS, CORN. 
Round or Square, 1-qt. .per | das. $1 00 
= SS RES “ 1 


POTS, FIRE. 


Clayton & Lambert’s, each e oes 00 
TN RP SRR SEE 6 25 
Re ge each $6 3@8 50 


POWDER. 
See Ammunition. 


PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co... ..25% 


PRIMERS. 
See Ammunition. 
PRUNERS. 
Disston’s Pole......... per doz. $6 50 
Henry’s Improved... .. ** 75&10% 
Water's Improved...... . 80% 
PULLERS. 
Cork. 
Ne epee each, $3 10 
OS ee x 1 40 
Quick and Easy...... = 2 70 
Nail. 
re per doz. 10 80 
Giant Pattern....... 2 9 00 
yO * 9 00 
Tack.—Giant.......... 9 40 
PULLEYS. 
PO ge a 60% 
Githes Lile.........50.06 50&10% 
Hay Fork. 
Iron. Wheel, 5-in..... per doz. $1 75 
Wood Wheel, 6-.... “ 1 80 


Wood Wheel, 6-ii?., pass knot, 





A ERS Sane per doz. 2 55 

Hot Rage sevd eee Petre 50&10% 
AIR 6.5 0 0a ss 00 bane eeauiee 60% 
= ee 50&10% 
Sash. 

NR ssa ban 0 per doz. $0 18 

Common-Sense, 2-in. . 20 

Empire Pattern, 2-in.: “ 20 

DS Sn a's Gh ews o ain = 20 

Ee eer “3 25 

PUMPS. 

Pitcher Spout. 

ee 1 2 3 4 

Each..... $100 115 130 170 
Spray 

Ee per doz. 14 50 

Cyclone, tin......... rh 3 40 

Cyclone, copper...... re 4 zZ 

Little Giant: :1.31.).each = -2 25 


PUNCHES, 
Conductors’. 

WOW saves ncscdveud per doz. $2 SO 
RIE 5b cans nwelgets per Ib. 19 
Saddlers’, 

Common. r dos. 
eee eae ™ Toc@aee 
PUTTY. 

In Bladders 
Strictly pure.....per 100 tbs. $3 00 
RAIL, 
Barn Door. 

Matchless, I-in........ Stun wee 3c 

Dintchiess, B8<in. ....icvccscce 34c 

IS pat acdeca ee 
Sliding Door, 

Painted steel. ......... .-per ft. 44c 
Bronzed wrought iron... .per ft. 8 
RAKES. 

Coal or Wood.......... per doz. $5 20 

Garden 

SOs pea coo 

Steel, > tayppbeheeamapteohite 4: 1 

Malleable Iron, heavy... ...... é0 0 
Hay. 

Weed ...s.s06 sbeweaere $2 20@$2 40 
Lawn—W ood. 

0S EE AE per doz. $3 25 

Automatic.......... . 

Lawn Queen......... 20, 2 75 

Jumbo, 36 teeth..... - 6 00 


RASPS—See Files. 


RAZOR STROPS. 
Pie CNN ian tv onisane in verde 50% 


REGISTERS. 
(All Sizes). 


Japanned, Bronzed & Plated. es 
White Porcelain Enameled....... 
Solid Brass and Bronze Metal. i6&10 
— Valve ( Baseboard and Side- 


i sncevs vbwsvebesbesye a 


REGISTER FACES. 
Japanned, Bronzed and Plated, 


4x6 to 14x14..... ee eee + -70K10% 

14x14 to 30x42... ...0.... er 
Heavy Round Gratings.......... 
White Porcelain Enameled....... 739 
Solid Brass or Bronze Metal. 408108 

RINGS. 

Bull. 

Ceca tenesten sss 2}-in. 3-in 

ORNS she's chain gad 1 60 00 


Rea’s Improved Self- 


Piercing copper,doz. 200... 
Steel, per doz......... 90 100 
Nickel plated......... | er 

and Ringers—HUog. 
Blair’s Rings........ per doz. $0 58 
Blair’s Ringers....... ve 75 
Brown's Rings....... 50 
Brown’s Ringers..... 23 80 
Champion Ringers... “ 1 60 
Hill’s Ringers........ ay 70 
Hill’s Ring, boxes.... “ 55 
Major Rings......... 5a 60 
Perfect Ringers...... 18 1 20 
Wolverine Rings..... ~ 1 40 
Wolverine Ringers... “ 80 

Pruit Jar. 
WOOD, o060c00cccec ct Mes cuss 30c 


oe : 
plit, round..... 
Split, square..... 








See Weights. 


Ball, round.......... 
RIVETS. 
and Burrs. 
Copper Belt....... oe 40&10% 
Coppered Iron.......... 60810852 
naa yi Vebee Cawbeaew seen 70% 
DE Ts 045 tac keeoe en pertb. $0 10 
Slotted Clinch. ....0+. per doz.40c@45c 
Tubular. 
Nos. 1 and 2 assorted sizes, doz. 45c 
RIVET SETS. 
See Sets. 
ROPE. 
Cotton. 
, 5-16 in. Com. on reels. per | Ib. ie 
, 5-16 in, Com. in coils. . 12 c 
,5-16in. Imp'lincoils.. “ 21 c¢ 
Sisal, 
IRE, «ns s0 0u,e0ns0scadon llc 
Hardware Grade, rates, per tb...103c 
Pure Manila. 
Cs obese cae a per fb. 144c 
Saslwase Grade, rates.. Ae, 124c 
RULES. 
NLS S xc'p:d0t 0a euwaens Oa koe Nets 
ES: a rene ea -Nets 
SASH .WEIGHTS 


SAWS. 
Buck. 
oda ‘tkins 408 o5 
- bee aeeeebeCCeeense 1 
SN es 65 « oh wanee's knee 
Circular. of 
ME Oi son's va cide os ace tuaus 5 
i 2 Rae tae 5 
RE pies ee 25. 50&1 
PR aie bs oc ic0'es kane A 
Compass. 
MED ko i hvu ook te aaa et 
Common..... per doz. $1 35@$1 60 
SNRs a's ve ccus vs ctienaee 25% 
Cross-Cut 
Atkins’. .... 0 swabeles Saceee o eae 
eg, ee eare siete Blras) « 45 
Simonds’..... aes ae ding spore lo 
A are rn 4 $5 
_ Soe Ny ees OZ. 75 
Disston’s......... pes 
Grooving. 
Atkins’. .... iieysb08 ave ek cae 
ack. 
Fn CE PO EEE ET Te 30 
SE 25 
ON ee ae ms 
i oa god a eka aes gedas 25 
po: — Rip. 
ON oe tn 4 bo.c's ca ba eRe k 35 
Disston’s OR RASS eae: 
Disston'’s Noo. 8. D8, 12, 76, ee 
PB a and 120 (new list). . 
Enterpirse, hand... .. per doz. 
Saw, hand....... o 5 
Our Saw, rip........ ” 4 50 
} Keyhole—Disston’s.............. 25 





SE ek aes eS Yes o'caa oe ook 35 
Disston’s No. 7............0+ 308 
ier 
es ee 
p Rift 
— SRS ised aikla saber atte ry) 
Mien Snk 60% Socinenucal 45 
Wood. 4 
Rams aa bib tate 50 
Clover leaf.......... ait % 


SAW BUCKS—See Bucks. 
SAW SETS—See Sets. 
SAW TOOLS—See Tools. 


SAW FRAMES 
Common, plain. Bao cee eae $1 25 
Common, painted.... 1 70 
SCALES. 
Counter. 
Pelouze........eeeseees++ -40k10% 
Platform. 
MNEs cou dacncddenscss iss eee 
pc aesenaiege 
ES Oe TET Fie 60% 
SCOOPS. 


Grain 
ibe: “Hercules”.....per doz. 13 70 
l-bu. ““Hercules”..... “ 15 00 


SCRAPERS. 


d. 

Cotte $6. se 5 
Without run’ ptoca 00 375 3 So 
With runners,ea. 4 25 400 375 





SCREEN DOOR HINGES. 
| are gross, $6 50 
OPER SS SSE ix inks ” 

SCREWS. 
Iron, inches.... 1 1k 
6743 420 525 
Wood, white mapie...per doz. 3 67 
Hand—W. Sodbsveses 65% new list 
Hand Rail..... (ape bauee down 5% 
ETOP) Cee Teepe rete 70% 
Lag or Coach — - ail sizes, gimlet 
Serre eee 75&10% 
Saw—Centennial, 
a OE ae ae 
Per doz...18c 20c 26c 30c 23 280 
Wood. 
F. H. Delght.. Rs 874&5&25 
Bik Ri ae 
» A. Ja . % 5 
F, H. ae ‘ . . 80&5&25% 
2 Er --774RS825% 
R. H. Nickel Plated... .774&5&25% 
SCYTHES. 
adage gan ...-per doz. $8 00 
Clipper, grass.......... 8 25 
Clover Leaf T Dutchman. “ 50 
Honest Dutchman..... = ? 5¢ 
PO UE MGs dsadens.” 7 SC 


SHAVING SETs. * 





Smith & Hemenway-..........»-60% 








asi 
wit 


1003S 
+ 45 
re. ‘oO 
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ail TAPES, MEASURING. WARE, 

ail. 4 common.....per dos. $0 33 | Set on Iron. ......... ew list | Asses’ Skin............ 40% | Stove Hollow W 

— aes, ... can gee 0 3 shi tor Bing, $2.30 per dor ne net.) Bend Leather... 2 o.oo 0e 2st: Plain or U round 
Octagon, common. . 33 eas Mp etn Nites fee ah rer Ont eccccosesessece poem $y wrrrrrrs art 
Gap pt miedss: 78 19 OG Bar 220 | Lafia’s Metals 2222°222°522°°309%] SEA Bowiee 0 ous 

~, md Miter... ...+++0++2+++ 
Farmers’ Pie Bios per dos. #1 20 wee. TO eae per Gon. 8 TEE BEVELS—See Bevels. Country Hollow Ware, per 100 tbs. $3 Oc 
TIAEE aite ssc ccceeesbdoevnss terbottom’s............ White Enameled Ware. 
Riken's Pattern......per dos. $350] SQUEEZERS, LEMON. THERMOMETERS. Neverteeak Fist and beusa 
Common Lever...... pe 20 |Common Wood........ per doz. $0 70 | Tin Case....... er, doz. 80c@$ 1 25 Bottom Kettles........... 60&57%, 
eee — Ne B > cage mec oy Wood.. 4 : 4 Wood Back. . ° $2 00@ 12 Covered Ware 

isston Wye ewes mallea! e iron. Glass ois Sa oe “ar e ‘ 

Gees + ves cceee na 1 50 ron Frame, pore’ n bow! “ 1 90 z= d an 24 ee 35&1 
, SSE : ps 80 Iron Frame, glass bowl.. Co 2 35 TIES MAMECIC™...cccscccecscccecs 45&1 
_Nask's eens. pes ae z = LAttle ya a ta "dison.; ..° ° 4 : Glue Pots 
s Mira nc0s < Drum, japanned....... 2 re i 
s Lever....... “ 1 30 Drum, eel plat a es 4 50 Single So anes See ——: 4 Ceecesccccecceecceces 308 
ot tiltenan’ 's X-Cut... “ 2 50 All png eon gy tteseeeeeees PUNO ae cn cc ciwactsceceds 
SHARPENERS, SKATE. bites STAPLES. e*Cherry Blossom and Chrysolite.50% 
d. pee soeceeeeese per doz. $1 60 Barbed ee hein ea per tb. 94@9ic TOOLS, SAW. WASH BOARD p 4 
oan 5 "anes anna teens lee Teb...........- "8 @Bho| Disston's Universal...........+.. pre cards. 
Fence—less than carload. intature. S. 
§eoth. vais kebaven per dow. $1 10@1 85) Polished......... per 100 ibs. $2 00| Smith & Hemenway........... Standerd O. G. cast iro 
2 715@4 75 aie » coat Som... per Be. 29s 
} hen oe ne ON da Nets Galv eovcces 30 TRAPS. — ion in bulk, a tb.: 
Goodell’s. 3 : ; % a Bae 00-2 Vac peece 15% oe jot 00 4 00 ° 9c Gite Sc Sc 4 4 
amass Galvanized....... per 100 Ibs. Sagat ot - ee Pe ed eee in 5-Ib. otis ovis tte 
Pruni: les, T2—73-—74. ccc ccesecsseves n 4 
Buckeye, No. Less per doz. $s 7 “Happ, H Hooks and uae Oe Miiiwsdcedsceces 10c 7c 6c Ste Sc Se the 
Buckeye, No. 2...... ne an an q 
ifornia Pat.,9-in.. “ SaaS aes 1 Reddick’s........... WEDGES. 
California Pat.,10-in. “ 400/ Extra heavy.........cssee 7 of Mouse and Rat. owing ob hae winioels per doz. $0 30 
Draw Cut, No.3.....  “ 13 75 Holdem Mouse. ......+++++- i ee ner tb. 1 
son %. vy anaes nat a: ae STEELYARD poldens Bat. dan eceens ree NN ail oe ab ceeds ra st 
enry’s Pat ure Ca ouse 
ted doz. . .$1 40 2” 10 2" 20 2 80 Discount 25%. Sure Catch Rat......0++++++ WEANERS. 
BER RE eee per doz. $4 00 Delusion Mouse.......+.++++ Calf. 
sheep. BBA. ‘ ; yur STONES. A nae 8 oe doz.. i . £2 00 to$2 50 
eee ceces * t 
Ree. “Grip begese $11 25 1150 12 00| Hindostan........... per Ib. 53@7 c TROWELS. Carroll” ont = Son at = = 2 < 
Nar. Grip., doz. 1100 1125 12 25| More Grit........... a — Hoosier, per ee... 3 50to 4 60 
Star. 5 iges boas hiaree nats? % 2 Washita.........+.++ 60%@ 6085% Shaw Perfected...... 3 00 to 3 75 
inners’ —See SNC Uh abies ceceses 
Oil—Mounted. K WEIGHTS. 

SHEAVES, SLIDING DOOR. Arkansas Hard......per doz. $23 00 | Pigsters*. % SIT oe per fb. 2 
een Arkansas Soft....... e Peet Cinver WME. os aces caiesecess. h—f.0.b. Chi i 
ei als 5 over Sas. ic .per ton, 23 
Demme... $0” 60 0 Ss 1 10|  Hindostan........-. perth. 6$@6%) Disston’s...........-+++++0e0s WHEEL BARROWS. 

Jatfield’s. Oil—Unmounted . $2 40 W. & MEP... ccciccvcccucces sane ee rer per doz. = = 
at at ‘2 eccce oer eavy Railroad........ x 
Fer set icles # Arkansas Soft....... ss 1 20 TRUCKS Panama Steel Tray..... ‘“ 3900 
SHELLS—See Ammunition. Lily White......... 40 . Klondike Steel Tray.... “* 28 00 
SHELLERS, CORN. ee Soe 5 org WHEELS. 
Jnlon...... spasceseus per doz. $6 75| Washita...........+ WE bike ssc. Corundum...........0000: 0& 10&5 
smELDe heron Half Ironed. . ...$3 00 3 8s 5 so eg ae ong tee bpesnk seas 7 a 
ixpansion Bolt Shields.......... i ..-..--- os cs, ; | aimanmmemenate . Per dos..$3.00 420 540 13 00 
SHOES. Gem Corundum...... %” 7 50 TUBS. WASH. WIRE. 
CORMME. 6 6 cindndv'evesves$ss 60&10% pag Mountain Wika Ks $ 50 Mentors, ou. . ‘ . pontes. . 100 t ar. Galv'd 
Sse sepicéén. oo SR ON ORs esac joads, per 1 83 2 23 
SHOT—See Ammunition. ogsies LS sad had a 6 00 Per doz... $5 “00 600 700 9 50 Lew thes ber i 95 5 35 
SHOVELS AND SPADES. End eeesceecesee 3 75 D ell. Brass. 
No. 2, Woodford per doz. $5 50 STOPS, BENCH. Per doz... 535 635 700 9 50 ink ante 
4” Scent 00] Hotchkiss’............ Cedar. F Rie - 
: new list..... Discount, 124%| co. et Nope eS per Jos. * o Per doz... 6 10 7 10 7 90 10 80 ee a oa Se ae a 
Per doz. le—S 
Indurated. 
Netional.< hollow beck, blk. eg 7 STOPPERS, pence Per doz... 8 5S 9 45 10 80 13 50|Copper. 
— “ yeh 10 90 omen Dae Mere per doz, $0 40 ; MI a's cxcwiipeesen ah cseea 
eye. a wages. NS. sn unacs «ose ai Galvanized 1-Ib. spools, new list........ S008 
Mohawk. . ac 9 00 a flat, Og me SS 4 mag ATT a 4. ita eee 
t en.  ainkes > 60 es 5 es 
Iwan’s Perfection. .......+.-+. 50% Kirch's., Tae sank cs 0a? Baska mae Nos. 6 to 9, An‘eal'd pr 100s. $1 88 
, ele, See ta 
— ~ epee eeeses per doz.$12 * Skinner’s Common Sense * 80 TWINE. Haiz—New List. .......ccccceee on 
ee Seer 
GE visecsne * : 8 STOVE PIPE—See pipe. S-ply Cotton Wrapping........+.. a aa tins — 
Tai ::....... * 9 50 STOVE BOARDS—See Boards. | 4 * “ Extra Wren ving... a Bright, broken bdles ‘ecu 70% 
Hollow Back........ “ e a = rapping. oppered, fu RR 70 
yee (m3 Sp gp Discount, 1 54% STOVE POLISH—See Polish. . & es Wrepgios 6 on an Coppered, broken bdles... . .65&10% 
Per d $1 65@$9 00 STRAPS. OBR pes rain etch Ree Fe nessa 211 gatOR 
imam , a $1 20 | India Hem, F. balls Spar aggagpaten 
D-Handle........... per doz. $3 50| 2570? 22" "Taal > + Ee pee “i rns ea 
ptr ne: “ 3 eo oeeescceveees “ “ -tb. oo ID. ecccece eccce 
. j : -tb. rT) ad 
ia SINKS Corp,  STRETCHERS Hd Jute Le ai WRENCHES. 
v ron “ ute 
Painted... -o-+es0+0e: 0810% | Bullard’s........... perdun. $5 90| Jots Well 140 balls. .-0s...0. een estes 3+ +: <a 
aie as Malleable Iron.:.0:.. > 90| Seins a wna hn og llaiealbanbe te 3 
Pai » new list........ ee ee RE Bn eesetsbetanse 7 « SS” | CR, Beeeteeee 
ee sie a ——. “ . > ae per tb. 32c 3lc Ellis Adjustable 
SLEDGES—See Hammers. hp bate a Med... .. = 32e  3le Malleable “S” 
SNAPS, HARNESS Wire. tg eee * 34c ——_-. pisinee se 
Cheseaon , « 334 N. S. Elwood’s....... per doz. $6 00 Staging, }- Ib. ball, cise 21 yas os oe a. i 
jj jj] jie civeehses Seaeen nnn. £2  ( Cie, 6 “eames -  -— <<“ “ SBReetece emis 
German Pattern......... 6 sag ee se oy ~ RR ; arg Adjustable S, 40&5%; Adjustable S 
Judd’s Pattern........c0sscceees 60% Safety. ta ts esis “ 10 00 Bag; ging Be ee ale ol wipe. 40&5%; Briggs’ Pattern, 
SNATHS. cs S Bat > “Ply, B” in RSG Combination Bright. . .50% 
Double Ring, Bush.....per doz. $7 25 Canton Tackle Biock. “ 9 50 aR a ae ste! Hana = ee pe 
» DUS. cee ei he meee eae oe na MOR ceccccces 
Patent Loop, Bush... .. . Reece ees 6 25) 3. Silver Finsh, in hanks. :: Merrick Pattern............ S08 % 
Patent “eee a 6 75 SWIVELS. Fodder or Lath. é Double End Adj. S......... 40&5% 
> Z Malleable Iron......... + tb. 10 130 s)\ and... seeeccceseeceecees 6c WRINGERS. 
ee, ae 40&10% | Wrought Steel.....:..: per gtd. * 50 | 200 strand....ssssessereseeeees 
SEF. ee 40&10 No. 500, Royal........ per doz. 30 00 
A Reames ARE 50% TACKS VISES ato lw Se 
SOLDER—See Meals. American Cut..........000 IS cd.00 nag ebe.e dod eben a No. 310, Keystone ..... i 27 00 
SPRINGS, DIOR yo oS Phoenix, Oval Slide, No 3808, Universal...“ 3200 
Perfec 2 : Blued Carpet... Inches. . 24 3 34 No. 790, Guarantee....  “* 35 00 
| eee 1 2 3 4 omg ES ach.....$1 25 150 1 35 No. 770, Bicycle....... % 32 00 
PR hin doz..... 30c 35c¢ 40c 54c ce Saba oa s + arog Sl  eererr oo ae wine we = = 
pholsters’ Cut.. Sk ee oO. , Domestic. .... = 
~~ doz, . light, $1 15; heavy, $2 50) Upholsters’ Wire.. Parker’s Swivel Base... No. 110, Brighton...... s 24 00 
oe. é sie te. See 3s eae |. RRR 6 02 Parker's Re-inf oo “oy enn si ehok eet = > 
er doz. . y 8 Pa ea Re % Parker’s X Serles......ce.sespee> . ,Guarantee.... 
Torrey’s......c.++.-Der ioz SS ea pe. 70% Parker's Rabie asses No. 22, Domestic..... . 27 00 
W. “PRR e te | | 13 3 | Clout __ SIRES ees: -408&10% | Solid Basi eouposcer eps cccnse « 40K5% | No. 22, Pioneer....... “ 24 00 
Per seeeeeee 8 » $0 75 1 3s Hungarian Nails eeecececsess 40&10 Witiewrs tae... Sk. No. 2, Superb eeéee died 2\ Se 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


Abbott Mig. Co... 2 cvcccscccsccces 102 
Alles Co., Tb. Bi... ccscccccesscccss 95 
Ameriean Furnace Co........ 2.055. 15 
American Sheet and Tin Plate Co.... 100 
American Steel & Wire Co.......... 115 
American Thermostat Co........... 17 
American Wringer Co..........++.- 110 
Bartlett Mig. Co............ee0e08- 102 
Bemis & Call Hdw. & Tool Co....... 113 
Berger Bros. CO.... 2... 2 eee eeeceece 115 
Bertach & Co... ...... cece rene ceeness 102 
Black Silk Stove Polish Wks......... 18 
Born Steel Range Co..........0.«+. a 
Boynton Furnace Co......--+ ecetce 11 
Brauer Supply Co., A. G........0++ 19 
Bridgeport Chain Co......--.+se+++ 113 
Buffalo Sled Co... ....---seeeeeeeee 111 
Buhl Stamping Co........-..eeee0s 110 
Bullard & Gormley Co... ......+«+++ 115 
Burglar Proof Lock Co..........++- 113 
Champion Stove Co.....--ssesee++> 5 
Clark-Smith Hardware Co.........- 100 
Clayton & Lambert Mfg. Co........ 102 
Cleveland Castings Pattern Co...... 19 
Columbus Heating & Ventilating Co.. 12 
Co-Operative Foundry Co........-.-. 12 
Cooper Oven Thermometer Co....... 19 


Cope Pattern Works, Geo. W........ 
Corbin Screw Corporation........... 
Cortright Metal Roofing Co......... 
Danville Stove & Mfg. Co.......... 


Dreis & Krump Mfg. Co.........+++ 
Elite Vacuum es Mfg. Co...... 
Enterprise Mfg. C 
Forest City Foundry & Mfg. Co..... 
Friedley-Voshardt Co 
Furnace Supply & Mfg. Co 
Gerock Bros. Mfg. Co 
Globe Ventilator Co.......---se+e0+ 
Graff Furmace Co........--++-++5++ 
Harrington & King Perforating Co... 
Haynes-Langenberg Mig Co 





Kimball Bros. Co.........--++-««+5 
Kirk-Latty Mig. Co 
Lalance & Grosjean Mfg. Co........ 


Maytag Co 

Meyer & Bro., F 
Meyer Furnace Co 
Meyers Mfg. Co., Fred J.........++: 
Michigan Safety Furnace Pipe Co.... 
Milwaukee Corrugating Co........ 96- 
ae ng ange ag | Corrugating Co... . 
Mullins Co., W. H 
Munsell Co.. Eugene 

National School of Pattern Drafting. . 
New Standard Hardware Wks....... 
Niagara Machine & Tool Works..... 
Nicholson File Co 





see weer e teen eee 





o| North Bros. Mfg. Co., 


CLASSIFIED .INDEX 


Automobile Accessories. 
Weiland, Chas., New York, N. Y. 


Auto Wheel Coasters, 


Buffalo Sled Co., 
North Tonawanda, N. Y. 


Barb Wire. 


American Steel & Wire Co., 
Chicago, Ill. 


Boiler Graphite. 


Dixon Crucible Co., Joseph, 
” Jersey City, N. J. 


Boiler Handles. 
Berger Bros. Co., Philadelphia, Pa. 


Boilers—Steam. 
Boynton Furnace Co., Chicago, Ill. 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


XXth Century Heating & Vent. Co., 
wad Akron, 0. 


Bolts—Expansion. 
Parker Supply Co., New York, N. Y. 


Bolts—Stove. 
Kirk-Latty Mfg. Co., Cleveland, 0. 


Brass and Copper. 
Hussey & Co.,C. G., Pittsburgh, Pa. 


Carpenters’ Tools. 
Disston & Sons, Henry 
Philadelphia, Pa. 
Philadelphia, Pa. 


Stanley Rule & Level Co., 
New Britain, Conn. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Ceilings. 
Friedley-Voshardt Co., Chicago, Il. 


Milwaukee ree Co., 
Milwaukee, Wis. 


Mullins Co., W. H. Salem, O. 


3] Wheeling Corrugating 


Co., 
Whe eeling, W. Va 


Chains. 
Bridgeport Chain Co., 
Beano, Conn. 


Corbin Screw Corporati 
ew Britain, Conn. 


Nickel Piate Stove Polish Co........ 
mart Bees. B88. Oo... - - naeaee 1-110 
Northwestern Stove Rep: Bucctese 19 
Oakiand Foundry Co.........--..++ 1 Cherry Stoners. 
Oliver Iron & Steel Co New Standard Hardware Wks., 
Parker peep Co ppibeseesep ecb semen Mount Joy, Pa. 
Ee Ele Ele. o-0 6460000000000 o06455 

Peck, Stow & Wilcox Co 
Quincy Pattern Co.......... 
Richards-Wilcox Mfg. Co Chimney Oaps. 
Ringen Stove Co........--0+ss.eees Globe Ventilator Co., Troy, N. Y. 
i io 8) Standard Ventilator Co., 

Island eer Lewisburg, Pa. 
Rudy Furnace Co............sse+. 7 
Scheibie-Moncrief Heater Co... .. coos 36 
Schroeter Bros. Hdw.Co............ lll 
Schwab & Sons Co., R. J............ 5 Chisels. 
Smith Co. Chas ccruumttt: 72) vaughan & Bushnell Mtg. Co., 
Solidhead Tack Co...........-.+++ 114 Chicago, Ill. 
Standard Furnace & Supply Co...... 11 
Standard Heating & Radiator Co.... 15 
Standard School Heater Co.......... 14 Choppers—Food and Meat. 
Standard VentilatorCo............. 101] New Standard Hardware Wks., 
Stanley Rule & Level Co............ 108 Mount Joy, Pa. 
Sullivan-Geiger Co........-+...555. 95 
Supplee-BiddleHdw.Co............ 109 | Schroeter Bros., St. Louis, Mo. 
ED Sag Be bb O60 6 0060 ca 0senss 95 
Symonds Register Co.............4.- 17 
DOMME BOD v4 n-100 02 occas scccrecse 99 Coal Chutes, 
Taylor & Boggis Mfg. Co........... 113 
Tuttle & Bailey Mfg. Co......-..... 17| Standard Furnace & — go 


XXth Century Heating & Vent. Co. 14 


Van Range Co., John.............4. 4d 
Vaughan & Bushnell Mfg.Co........ lil 
Vedder Pattern Works.............. 19 
Walworth Run Foundry Co......... 18 
WOR, Ms 60 Kobi Sb ddstrecdses 109 
CN GIs Bn ss obecdewsicessssens 102 
Weller Pattern Co..........ccceces 19 
Wheeling Corrugating Co........... 99 
eb, SR errr 13 
Wooden Ventilator Co:............. 17 





i Wheeling yo = 


Conductor Pipe. 
Berger Bros. Co., Philadelphia, Pa. 
Clark, Smith Hdw. Co., Peoria, Ill. 


Dieckmann ‘Co.,’ Ferdinand, 
Cincinnati, 0. 


Friedley-Voshardt Co., Chicago, Ill, 


eeling, W. Va. 








Cornices. 
Friedley-Voshardt Co., Chicago, Ill, 
Mullins Co., W. H. Salem, 0. 


Cornice Brakes. 
Bertsch & Co., Cambridge City, Ind. 
Dries & Krump Mfg. Co., 
Chicago, Ill. 
Niagara Machine & Tool Works, 
Buffalo, N. Y¥. 


Crayons—Lumber. 


Dixon Crucible Co., Joseph 
Jersey dity, N. d. 


Crimping Machines. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y¥. 


Peck, Stow & Wilcox Co., 
New York, N. Y. 


Crowbars, 


Oliver Iron & Steel Co. 
Pittsburgh, Pa. 


Cut-offe—Rain Water. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Dampers. 


Parker Supply Co., New York, N. Y. 


Taylor & Boggis Fdy. Co., 
Cleveland, 0. 


Dies, 
Enterprise Mfg. Co., Akron, 0. 
Door Hangers, 
Richards-Wilcox Mfg. Co., 
Aurora, Ill. 


Eaves Trough. 
Berger Bros. Co., Fatladeiphie, Pa. 


Milwaukee seats 
Milwaukee, Wis. 
Mullins Co., W. H., Salem, VU. 


Wheeling Corrugating Co., 
Wheeling, WwW. Va. 


Eaves Trough Hangers. 
Abbott Mfg. Co., Cleveland, O, 


Elbows—Conductor Pipe. 


Dieckmann Co., Ferdinand, 
Cincinnati, O. 


Milwaukee Ce a. w 
waukee, is. 


Elevators. 
Kimball Bros. Co., Council Bluffs, Ia. 


Enameled Ware. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Fencing—Wire. 
American Steel & Wire Co., 
Chicago, Ill. 


Files. 
Delta File Works, Philadelphia, Pa. 
Nicholson File Co., Providence, R. I. 


Furnace Chains. 
Bridgeport Chain Co., 
Bridgeport, ‘Conn, 


Corbin Screw. Corporation, 
‘ New Britain, Conn, 


"| Smith, Chas., 





\merican Furnace Co., 
St. Louis, Mo. 


Boynton Furnace Co., Chicago, Il. 
Columbus Heating & Ventilating Co., 
Colum 


bus, 0. 
Co-Operative Fdy. Co., Chicago, Ill. 


Danville Stove & Mfg. Co.. 
Deaville, Pa. 


Forest City Fdy. & = = . ae 
eveland, 0. 


Graff Furnace Co., New —_ @Y. 
Haynes-Langenbe 
Fae ea i, 


Henry Furnace Co., T. E., 
Cleveland, 0. 
Kelsey Heating Co., Syracuse, N. Y, 
Magee Furnace Co., Boston, Mass. 
Meyer Furnace Co., Peoria, Il. 
Oakland Foundry Co., Belleville, Ill. 
Rudy Furnace Co., Dowagiac, Mich. 


Scheible-Moncrief ——. Co., 
Cleveland, 0. 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Chicago, Ml. 
Smith Co., Chas., Chicago, Ill. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Standard Heating & Radiator Co.. 
Pittsburgh, Pa. 
Standard School Heater Co., 
Chicago, Ill. 
XXth Century Heating & Vent. Co.. 
Akron, 0 


Wise Furnace Co., 


Wrought Iron Range Co., 
St. Louis, Mo. 


Akron, 0. 


Furnace Pipe and Fittings. 
Meyer & Bro. Co., F. Peoria, Ill. 
Michigan Safety Furnace Pi Co., 

Detroit, Mich. 


Standard Furnace & Supply Co., 
ba, 


Neb. 

Furnace Repairs. 

Brauer Supply Co., A. G., 
St. Louis, Mo. 


Furnace Supply & Mfg. Co. 
Cleveland, 0. 


Northwestern Stove cater <4 Co., 
Chicago, Ill, 


Furnace Rings. 


Walworth Run Foundry Co., 
Cleveland, 0. 


Furnaces—Soldering. 
Allen Co., L. B., Ine., — Kil. 


Clayton & Lambert Mfg. 
Betreit’ Mich. 


Diener Mfg. Co., Geo. W., 


Chicago, ml. 
Double Blast = nn m. 
orth cago, 


Ringen Stove Co., St. Louis, Mo, 


Gas Burners. 


Standard Heating & Radiator Co., 
Pittsburgh, Pa, 


Hardware Jobbers. 
Bullard & Gormley Co., Chicago, Ij. 
Clark, Smith Hdw. Co., Peoria, Ill. 


Hardware eres 


Bemis & Call Hdw. - BY 
Spri neteld. “Mass. 


Burglar Proof Lock Co., 
New York, N. Y. 


Diener Mfg. Co., Geo. W., 

Ohi mL 
Ideal @ad Iron Mfg. Co.., 

Cleveland, O. 


Lufkin Rule Co., Saginaw, Mich. 


New Standard Hardware Wks., 
Mount Joy, Pa. 


Nicholson File Co., Providence, R. I. 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Richards-Wilcox Mfg. Co., 
Aurora, Il. 
Rock Island Mfg. Co., 
Rock Island, Ml. 
Stanley Rule & Bevel Co., 
New ny itain, Conn. 
Supplee Biddle Hdw. 
Phiivde -Iphia,? Pa. 
Taylor & Boggis Fdy. Co. 
Cley veland, O. 


Weiland, Chas., New York, N. Y. 


5 


_ Heaters—Water. 
Smith Co., Chas., Chicago, 1. 








, Oo. 
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lee Ore Fre 
Bros. a 
North Mfg. Co., | Pa. 


Iron Enamel, 
Black Silk Stove Polish Works, 
Sterling 


» I. 
Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Kitchen Utensils. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio. 


Lalance & Grosjean Mfg. Co., 
Chicago, Il. 


Lanterns. 


Buhl Stamping Co., Detroit, Mich. 


Lawn Mowers, 


Supplee Biddle Hdw. Co., 
Philadelphia, Pa. 


Locks—Burglar Proof. 


Burglar, Proof Lock Co., 
New. York, MZ, 


Lubricants—Graphite. 


Dixon Crucible Co., —- 
Jersey City, N. J. 


Metal—Perforated. 
Harrington & King whey Co., 
hicago, Til. 
Metal Polish. 


Black Silk Stove Polish Works, 
Sterling, 

Nickel Plate Stove Polish Co., 
Chicago, Il. 


Metal Shingles. 
Cortright Metal on 3 Co., 
¥ delphia, Pa 


Wheeling etn Co., 
eeling, 


W. Va. 
Metal Stampings. 
Enterprise Mfg. Co., Akron, 0. 
Mica. 
Brauer Supply Co., A. G., 
St. Louis, Mo. 
Munsell Co., Eugene, Chicago, Ill. 
Miters. 
friedley-Voshardt Co., Chicago, Ill. 


Ornaments—Sheet Metal. 
Friedley-Voshardt Co., Chicago, Ill. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Mullins Co., W. H., Salem, 0O. 


Paint—Silica—Graphite., 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Polish. 


Black Silk Stove Polish Wks., 
Sterling, Ill. 


Niekel Plate Stove Polish Co., 
Chicago, Il. 


Punches, 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. ¥. 


Peck, Stow & Wilcox Co., 
New York, N. Y. 


Weiss & Co., H., New York, N. Y. 


Rasps. 
Delta File Works, Philadelphia, Pa. 


Disston & Sons, Henry, 
Philadelphia, Pa. 
Nicholson File Co., Previdence; R. I. 





Registers. 
Furnace Supply & Mfg. Co., 
' Cleveland, 0. 


Oliver Iron & Steel C 
Pittsburgh, Pa. 


Standard Furnace & Supply Co., 
‘Omaha, Neb. 


Symonds Register Co., St. Louis, Mo. 


Tuttle & Bailey Mfg. Co, 
New York, me. 


Wooden Ventilator UVo., 
East Palestine, 0. 


Register Flanges. 


Tuttle & Bailey Mfg. Co., 
New York, N. Y. 


Roasters. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rolls—Forming. 
Bertsch & Co,, Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Roofing—Iron and Steel. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Berger Bros. Co., Philadelphia, Pa. 


Cortright Metal Roofing Co., 
Philadeiphia, Pa. 


Friedley-Voshardt Co., Chicago, Ill. 
Inland Steel Co., Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sykes Company, The, Chicago, Ill. 
Taaner & Co., Indianapolis, Ind. 


Wheeling ee Co., 
Wheeling, W. Va. 


Rope—Wire. 


American Steel & Wire Co., 
Chicago, Il. 


Rules. 


Lufkin Rule Co., Saginaw, Mich. 


Sad Irons—Self Heating. 


Ideal Sad Iron Mfg. Co., 
Cleveland, 0. 


Saws. 


Disston & Sons, Henry, 
Philadelphia, Pa. 


Schoolse—Sheet Metal Pattern 
Drafting. 


National School of Sheet Metal Pat- 
tern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating Co., 
Chicago, Ill. 


Screw Drivers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Screws—Sheet Metal. 
Parker Supply Oo., New York, N. Y. 


Sheet Metal Tools. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Peck, Stow & Wilcox Co., 
New York, N. Y. 


Weiss & Co., H., New York, N. Y. 


Sheets—Black and Galvanized. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Inland Steel Co., Chicago, Ill. 


Massillon Rolling Mill Co., 
Massillon, Ohio. 


Sykes Company, The, Chicago, Ill. 
Tanner & Co., Indianapolis, Ind. 


Wheeling Corrugeting Co., 
Wheeling, W. Va. 


Sheets—Deep Drawing Stock. 
Massillon Rolling Mill Co.. 
Massillon, Ohio. 





Sheets—Pickled and Cold Rolled. 


Massillon Rolling Mill Co., 
Massillon, Ohio. 


Sheets—Planished. 
Sykes Company, The, Chicago, Il. 


Sheets—Polished. 


Massillon Rolling Mill Co. 
Massillon, Ohio. 


Sheets—Vismera. 
Inland Steel Oo., 


Sifters—Ash, 
Diener Mfg. Co., Geo 


Sifters—Flour. 
Meyers Mfg. Co., Fred J 


Hamilton, Ohio. 


Skylight Gearing. 
Weiss & Co., H., 


Blating Nails. 


Hussey & Co., C. G., Pittsburgh, Pa. 


Sleds. 
Buffalo Sled Co., 
North Tonawanda, N. Y. 


s 
Snips—Tinners. 


Bartlett Mfg. Co., 


Niagara Machine & Tool Works, 
Buffalo, N. Y 


Soldering Flux. 


Allen Co., L. B., Inc., Chicago, Il, 


Soldering Sticks. 


Allen Co., L. B., Inc., Chicago, Ill. 


Statuary. 


Friedley-Voshardt Co., Chicago, Ill. 
Gerock Bros. Mfg. Co., St. Louis, Mo. 


Stoves and Ranges. 
Born Steel Range Co., 


Danville Stove & Mfg. Co 


Danville, Pa. 
Oakland Foundry Co., Belleville, Ill. 
St. Louis, Mo. 
Van Range Co., John, Cincinnati, O. 


Ringen Stove Co., 


Wrought Iron Range Co., 


St. Louis, Mo. 


Stove Bolts, Rods and Rivets. 
Corbin Screw Corporation, 


New Britain, Conn. 
Cleveland, 0. 


Kirk-Latty Mfg. Co., 


Stove Patterns. 
Cleveland Castings Pattern Co., 


Ch 7 Sgy 0. 


Cope Pattern Works, oe. 


siuat? Mich. 
Quincy Pattern iui: Quincy, Ill. 
Vedder Pattern Works, Troy, N. Y. 
Quincy, Il. 


Weller Pattern Co., 


Stove Pipe and Fittings. 
Hemp & Co., 


Stove Polish. 
Black Silk Stove Polish Works, 


Sterling, Il. 


Brauer Supply Co., A. G 


Bt. "Louis, Mo. 


Dixon Crueible Co., Jos., 


Jersey City, N. J. 


Nickel Plate Stove — Co., 


hicago, tl. 


Stove Repairs. 


Brauer Su Co., A. G., 
stad St. Louis, Mo. 


Northwestern Stove Repair Co., 
Chicago, Ml. 


Chicago, Mil. 


» Was 
Chicago, Ill. 


New York, N. Y. 


Detroit, Mich. 


Cleveland, O. 
Champion Stove Co., Cleveland, O. 


St. Louis, Mo. 


Tacks, 
Solidhead Tack Co., New York, N. Y. 


Tapes. 


Lufkin Rule Co., Saginaw, Mich. 


Thermomseters—Oven. 


Cooper Oven Thermometer Co., 
Pequabuck, Conn, 


Thermostats—Furnace, 


American Thermostat Co., 
Newark, N. J. 


Tinners’ Machines, 
Bertsch & Co., Oambridge City, ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 
Peck, Stow & Wilcox Co., 
New York, N, Y. 


Weiss & Co., H., New York, N. Y. 


Tin—Perforated. 


Harrington & King Perforating Co., 
Chicago, Il. 


Tinsmiths’ Tools, 

Allen Co., L. B., Inc., Chicago, Ill. 
Bartlett Mfg. Co., Detroit, Mich. 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 

Chicago, i. 
Niagara Machine & Tool Works, 

Buffalo, N. 


“| Peck, Stow & Wilcox Co., 


New York, N. Y. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Il, 


Weiss & Co., H., New York, N. Y. 


Tinplats. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Tanner & Co., 1p 7 aa Ind. 
Wheeling Cusnastigs OS 
eeling, Ww. Va. 


Torches, 


Allen Co., L. B., Ine., Chicago, Il. 


Clayton & Lambert as Co. 
— 


Diener Mfg. Co., Geo. 

“tues, ml. 
Double Blast Mfg. Co., 
North Chicago, Ill. 


Vacuum Cleaners. 


a 
Elite Vacuum Cleaner Mfg. Co., 
Chicago, Ill. 


Ventilators. 


Berger Bros. Co., Philadelphia, Pa. 


Globe Ventilator Co., Troy, N. Y. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Vises. 


Rock Island Mfg. Co., 
Rock Island, DL 


Stanley Rule & Level Co., 
New Britain, Conn. 


Washing Machines. 
Maytag Co., The, Newton, Iowa 


Wire. 


American Steel & Wire Co., 
Chicago, Ml. 


Wrenches, 


Bemis & Call Hdw. & Tool Co, 
Springfield, Mass. 


Wringera—Clothes. 


American Wringer Co,, 
New York. N. Y¥. 





Y Mich. 
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~ Wants and Sales 


HELP WANTED. 


SITUATIONS WANTED. 











_ 


For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
six lines WITHOUT CHARGE. For 
employers wishing to secure em- 
ployes, parties desiring to purchase 
business, business for sale, partner 
wanted, to exchange, etc., not exceed- 
ing fifty words the price to non-sub- 
scribers is one dollar per insertion, 
payable in advance. ‘To clerks and 
tinsmiths looking for situations, the 
price to non-subscribers is fifty cents 
per insertion. Those who respond to 
these annoucements please mention 
that they ““READ THE ADVERTISE- 
MENT IN AMERICAN ARTISAN 
AND HARDWARE RECORD.” 

U. S. and Foreign Patents 


P ATENT secured. Trade Marks Reg- 


istered. Patent Validity and Infringement Opinions 
Consulting Expert HERBERT E. PECK Patent Attorney 
Established 1895 WASHINGTON, D. C. Barrister Bldg. 











BUSINESS CHANCES. 








For Sale—Well assorted stock of hard- 
ware, stoves, paints, oils, and farm im- 
plements in a good village of 800, in 
southwestern Michigan. Situated on good 
railroad and interurban. Will invoice 
about $9,000.00. Reason for selling, other 
interests. Will sell or rent store. A 
good, established business. No trade con- 
sidered. Address A-1, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 15-3t 


Printing: Check Bond Letter Paper, 
8%x13—20 pound, any color paper, any 
color ink, Printed, Delivered Parcel Post 
—500, $2.00; 1,000, $3.00. Samples on re- 
quest. Proofs submitted when requested. 
W. H. Colby, Printer, 269 Brooklyn Ave- 
nue, Detroit, Michigan. 14-3t 








For Sale or Trade—120 acres of good 
timber land in Craighead County, Arkan- 
sas, 7% miles of Jonesboro, 2 miles of 
Frisco and 2% miles of Iron Mountain R. 
R. Value $3,600. Will take $2,500 worth 
of good hardware stock and balance cash. 
Address L. F, Sutterer, Perryville, Mis- 
souri. 13-4t 





Wanted—Tinners to take subscriptions 
for AMERICAN ARTISAN. Make money 
in your spare time. Write for commission 
offer. Circulation Department, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 








HELP WANTED. 








Wanted at Once—First-class sheet 
metal workers. Steady work to right 
men. Address A-2, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. A-2 


Wanted—An all-around tinner and 
plumber for a hardware and implement 
business. Must be competent, a worker, 
and one who knows how to handle trade, 
one competent to make estimates and 
plan work. To a party who will fill the 
above requirements and who is strictly 
sober I can offer steady work. Address 
M. E. Southwick, Moville, Iowa. 15-3t 





Help Wanted—A first-class tinner and 
furnace man who also can do some plumb- 
ing. To a satisfactory man a steady job 
at best pay, in a town of one thousand. 


Address A-7, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 16-3t 





Wanted—Good tinner; also tile roofer. 
Apply the Peet & Schuster Company, 
Springfield, Ohio. 16-3t 





Wanted—A good combination man, tin- 
ner and plumber. Good job the year 


around. When answering, send refer- 
ences and state experience. Address R. 
H. Shannon, Marengo, Iowa. 16-1it 





Wanted—Tinner in town about fifty 
miles from Chicago. Wages, $60.00 per 
month. Steady work. Must be married. 
Address A-5, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 16-3t 





Wanted at Once—First-class, all-around 
tinner and furnace man. Steady work at 
good wages. When answering state age, 
experience and salary wanted. Boozers 
need not apply. Address Stolper Broth- 
ers, Plymouth, Wisconsin. 15-1t 


Wanted—A good combination man 
tinner and plumber. Steady work the 
year around. When answering, send ref- 
erences and state experience. No booz- 
ers need apply. Address Howell & Co., 
Woodhull, Illinois. 15-3t 





Wanted—aA first-class sheet metal man 
who can do plumbing and furnace work. 
Chance to get into the business. Only 
reliable parties need apply. Address 
Herman Mueller, 1121 McKinley “Avenue, 
R. F. D. 23, Akron, Ohio. 15-3t 





Wanted—aA first-class tinner and fur- 
nace man. Steady work the year round. 
When answering state experience and 
Wages expected. No boozers need apply. 
Address A-98, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 14-3t 





Wanted—Competent tinner and furnace 
man for cutside work at present. Must 
be sober and good workman. This is a 
good opening for a young man with ideas. 
Unless you have confidence enough in 
yourself as a mechanic and are willing 
to prove it for 30 days or two weeks, do 
not answer. Place will be permanent for 
man who suits. Address F. L. Curfman 
Manufacturing Company, 112 East 2nd 
Street, Maryville, Missouri. 14-3t 


Wanted—Two good men; one tinner 
and furnace man and one plumber, the 
plumber a man who can do both kinds of 
work. Steady work the year round. No 
drinkers. Married men preferred. Good 
wages with steady work for good steady 
men. Address A-99, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois 14-3t 








Wantec—A good, all-around tinner and 
sheet metal worker who can do plumbing 
and such other work that comes to a 
country shop. None but mechanics need 
answer. State wages and give references. 
Located in northeast New Mexico. Ad- 
dress A-~-100, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard. 
Chicago, Illinois. 14-3t 








_ TINNER’S TOOLS. 





Wanted to Buy—One 1%-inch or 2-inch 
by 30-inch forming rolls; one 30-inch 
stovepipe folder; both must be in good 
condition and cheap for cash. Address 
H. M. Young, 220 West First Avenue, 
Monmouth, Illinois. 16-3t 


SITUATIONS WANTED. 








Situation Wanted—By tinner with some 
knowledge of plumbing. Address Tinner, 
107 East Henley Street, Champaign, Illi- 
nois. 15-3t 


Position Wanted—By first-class me- 
chanic at tinning, plumbing, hot air, hot 
water and lead work. Young married 
man. Fifteen years’ experience. Best of 
references. Have hardware experience. 
Must be steady work by year. Location 
immaterial. Will guarantee to satisfy. 
State wages by the week in first letter. 
Address care of F. E. DeWitt, Box 343, 
McPherson, Kansas, 16-3t 





Situation Wanted—Young man experi- 
enced in plumbing and heating wants 
position in West. Sober. Can come at 
once. Address A-4, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 16-3t 








Situation Wanted—Experienced stoves 
salesman, either Minnesota, Northwest or 
Pacific Coast. Address A-3, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 16-1t 





Wanted—Steady position, by first-class 
tinner, plumber, warm air furnace and 
general job worker. Strictly sober and 
industrious. College town only. Address 
A-6 care of AMERICAN ARTISAN, 910 
cg Michigan Boulevard, 
nois. ~3t 





Position Wanted—A young man who 
has had two years’ experience in the re- 
tail hardware desires a position with 
some retail hardware firm where there is 
a chance for advancement. Can furnish 
excellent references. Address A-8, care 
of AMERICAN ARTISAN, 910 South 
Michigan Avenue, Chicago, Illinois. 16-1t 





Situation Wanted — By Frye’s Easy 
Method Elbow Chart. I can save you 
time and money in laying out elbow pat- 
terns. I am a perfect drawing chart by 
which you can lay out most economically 
on paper for patterns or direct on ma- 
terial any elbows of any angle or any 
number of sections. Send $1.00 to Danie! 
Stern, Publisher, 910 South Michigan 
Boulevard, Chicago, Ill. 








SPECIAL NOTICES. 


WANTED 
An experienced Stove Salesman or an 
Experienced Stove and Furnace Sales- 
man. Give full particulars in first let- 
ter. Moore Brothers Company, Joliet, 
Illinois. 15-3t 


WANTED 


Furnace and cornice man. 
Fifty-four North Main, Black 
3351, Council Bluffs, Iowa. .-1: 


TINNER WANTED 


1613 Leavenworth, 
Omaha, Nebraska. 


WANTED 


Stove salesman wanted on commission basis. We 
offer the best territory and the strongest selling 
lines on the market. Kansas, Nebraska, Minne- 
sota and North and South Dakota are open terri- 
tory. Address, stating experience. M. F. Stell- 
wagen, 539 Plymouth Building, Minneapolis, 
Minnesota. 15-4t 


WANTED 


Live Tinners io take subscriptions for 
AMERICAN ARTISAN. Good money 
making proposition for right parties. For 
information address Circulation Depart- 
ment, AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 


HELP WANTED 


A Chicago Sheet Metal Contractor wants a 
steady, sober and reliable outside foreman, per- 
manent position for the right man. Must be good 
mechanic, previous experience as foreman not es- 
sential if otherwise satisfactory. State age and 
experience. Address B-95, care of AMERICAN 
ARTISAN,.910 South Michigan Boulevard, Chi- 
cago. Illinois 16-2t 
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SPECIAL NOTICES. 





BOOKS AND PATTERNS. 











SITUATION WANTED 


First class stove and furnace 
salesman, with established 
trade. The line must be A-1. 
Have covered Ohio, Pennsyl- 
vania and the East. Can fur- 
nish very best of references. 
Address B-93, care of 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, 
Chicago, Illinois. ve 


SITUATION WANTED 


First class stove salesman, 
with good established trade. 
Covered Minnesota, the Da- 
kotas and Montana. Very 
best of references. Address 
B-94, care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, IIl- 
inois. 15-44 


PARTNER WANTED 


Thoroughly experienced heating 
man and good salesman with $5,000 
or more, wanted as partner in heat- 
ing business by an old established 
firm. Exceptional opportunity for 
a live wire. Address B-96, care of 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chi- 
cago, Illinois. 16-1t 











BOOKS AND PATTERNS. 





TIN, SHEET IRON AND COPPER 
PLATE WORK.—By L. J. Blinn. Of the 
greatest value to sheet metal workers. 
Describes the methods of laying out near- 
ly everything the metal worker will be 
called upon to make, supplemented by 
rules foi mensuration and hundreds of 
valuable receipts. 296 pages with 169 
illustrations, bound in cloth. Price, $2.50. 
With AMERICAN ARTISAN 1 vyenr (2 
issues), $3.85. Address Daniel Stern, 910 
South Michigan Boulevard, Chicago, Ill. 





100 TINNERS’ PATTERNS.—Comprise 
patterns for a full line of tinware, in 
numereu: sizes, square and round elbows, 
cut-offs, etc. Full size, numbering up- 
ward 100, printed on manila paper, from 
which they are readily transferred to 
heavy sheets and cut out ready for use. 
Price, $1.00. With AMERICAN ARTISAN 
1 year (52 issues), $2.50. Address Daniel 
Stern, 910 South Michigan Boulevard, 
Chicago, Ill. 





HANDBOOK FOR HEATING AND 
VENTILATING ENGINEERS.—Well ar- 
ranged book covering all classification of 
Ventilation, Humidity and Heat Losses, 
Furnace Heating, Hot Water and Steam 
Heating, Plenum Warm Air Heating, Me- 
chanical Vacuum Heating, District Hot 
Water and Steam Heating, Electrical 
Heating, Temperature Control. (By James 
D. Hoffinan, M. E.) 4%x6% in. 320 pages. 


Price, $3.50. With AMERICAN ARTISAN 
1 year (52 issues), $4.75. Address Daniel 
Stern, 910 South Michigan Boulevard, 
Chicago, IIl. 





ERFECT SHEET METAL PAT- 
TERNS.—By G. L. Gray. The patterns 
are made full size on heavy blue print 
paper. Shipped, rolled in heavy paste- 
board tube, insuring good condition upon 
receipt. Two minutes’ work will transfer 
the pattern to sheet metal. Patterns can 
be supplied for Elbows, Skylights, Tur- 
rets, Ventilators and many miscellaneous 
classes of sheet metal work. Prices 
quoted upon request. Order with your 
subscription to AMERICAN ARTISAN 
and save money. Address Daniel Stern. 
910 South Michigan Boulevard, Chicago, 
Ill. 





HEATING BY STEAM AND WATER. 
—A practical treatise on House Heating, 
describing improved methods of installing 
heating apparatus in the home, and giv- 
ing short and accurate rules for comput- 
ing radiation, heat losses, etc. Two hun- 
dred and sixty-eight original drawings. 
By Chas. B. Thompson. Handsomely 
bound in_ cloth. Price, $3.00. With 
AMERICAN ARTISAN 1 year (52 issues), 
$4.50. Address Daniel Stern, 910 South 
Michigan Boulevard, Chicago, Ill. 








Metal Roofing and Siding. 
Corrugated Sheets, painted 
or galvanized. 
Metal Window Frames and 
Sash, glazed with wired glass. 
Skylights. 
Skylight Gearing. 
Price list and estimates fur- 
nished upon request. 


The Sykes Company 
930 West 19th Place 
CHICAGO, ILL. 


ALLEN-FLUX 


in Salts form 
Dissolve the Salts in water 
and get the strength desired 
for your special work, 
Makes soder flow and stik. 
Acidless — non-corrosive 
—fumeless. 
L. B. ALLEN CO., Inc. 

4555 N. Lincoln St., Chicago 


ELEVATORS 


Improved, Quick and Easy Rising. 
Steam, Electric and Hand Power. 
SEND FOR CIRCULAR. 


KIMBALL BROS. CO. 


1031 Ninth St., Council Bluffs, lowa 
Kansas City Office: 
604 Broadway, Kansas City, Mo. 




















THE ENTERPRISE MANUFACTURING Co. 
Established 1881 Paid-in Capital $425,000.00 
AKRON, OHIO, U. S. A. 

DEPT. 38 
CONTRACT MANUFACTURING IN METAL GOODS 


SPECIAL PARTS TO ORDER 
Metal Stampings 


Wire Forming and Pointing 


SCREW MACHINE 


PRODUCTS 
ExPEeERT DIE MAKERS 
Buffing, Polishing, Plating and Special Finishes 


NOTICE—Estimates cheerfully furnished upon re 
ceipt of drawings, specifications or samples — the 
latter preferred. 


YALE 


Russia finish 
patent Lock 


STOVE PIPE 


It is made of a very 
high ade of uniform § 
color Blue Polished ¥ 
Steel and is coated to 
prevent rusting. Made 
in all sizes. Packed 
twenty-five and fifty 
joints to crate. For sale 
by the Jobbing Hard- 
ware Trade throughout 
the United States. 


Manufactured by 


HEMP & Co. 


ST. LOUIS, MO. 


In the evert your jobber does not handle this pi 
send your inquiries to us. _ 


























The “CENTENNIAL” 
Rain-Water Cut-Off ££ 


The strongest, most dur- 
able and cheapest CUT- 
OFF on the market. 
The only single cut-off 
made to fit Corrugated 
and plain pipe and which 
can be used 
without extra 
pipe or elbows. 
For sale by all 
leading jobbers. 
Manufactured 
only by 
THE SULLIVAN 
GEIGER CO. 
501-509 Madison Ave. 
Indianapolis, Ind. 





















Advertising is 
Business Bait 








None other like it. 





“TINNERS NOTICE” 


Get full particulars for taking up Practical Pattern 
Drafting, Detailing and Construction Methods, this 
Fall and Winter. 


ASSURE YOURSELF STEADY WORK 


Our Courses are approved and endorsed by the greatest 
Sheet Metal Organizations, Employers, Unions, and Individuals— 


Full particulars sent you free; get yours now. 


THE NATIONAL SCHOOL 


O. W. Kothe, Prop. 


3553 Olive St., St. Louis, U. S. A. 








DIXON’S 











Introduce your automobile trade to Arthur Duray, who has 
traveled faster than any other human being and uses 


GRAPHITE GREASE No. 677 


For Transmissions and Differentials 


His picture is among those of a set of photo-testimonial window display 
cards. Ask for assortment No. 18-G. Made in Jersey City, N. J., by the 


‘ JOSEPH DIXON CRUCIBLE COMPANY 


Established 1827 





G-51 <exe 
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GREEK DESIGN No. 2460 





— 


WHERE FOUR CORNERS OVERLAP ONE PLATE EXACTLY FITS THE OTHER 





Because of the Die Cut Nail Holes, it’s easy to nail through four 


The Repressed Bead and Die Cut Nail Holes save one-third the 
thicknesses of metal. 


time in erecting and give a permanent tight joint. 
The “Invisible Joint’’ greatly simplifies the erection of metal ceilings 
and is perfectly water tight—no calking required. 


Merchants and owners like them because they are fireproof — lessen 
fire risk and reduce fire insurance cost. 


The Sanitary, Enduring and Artistic qualities of ‘‘Invisible Joint’? ¥% 
Metal Ceilings are equally important. 


SEND FOR COMPLETE CEILING CATALOG ‘O” 














MILWAUKEE ARTISTIC METAL CEILING CO. 





BRANCH AT MILWAUKEE, 
KANSAS CITY, MO. WIS. 
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"“TITEILSKS 


METAL SHINGLES) 


METAL SHINGLES 
STYLE “Cc” 


STYLE “B” 
METAL METAL 
< SPANISH 
SHINGLES TILE 


ARE ADAPTED 
TO ANY STYLE 
OF ROOF 


GIVE CHARACTER 
AND MASSIVE 
APPEARANCE TO 
A BUILDING 


“TITEILSHS 


METAL SPANISH TILE 







“TITEIOSK 


METAL SHINGLES 
STYLE “D” ; 


ee eee 


* SEND FOR METAL SHINGLE CATALOG No. 17 


——=MILWAUKEE CORRUGATING COMPANY —— 


BRANCH. AT MILWAUKEE, 
KANSAS CITY, MO. WIS. 
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Specify Conductor Elbows and Shoes Stamped 


° h Th DIECKMANN ELBOWS and SHOES are made from 

Wit e Galvanized and Terne Steel, Galvanized Armco Iron, 
Toncan Metal, Charcoal Iron, Newport Genuine Open 

O i Hearth Iron, Lyonore Metal, Portsmouth Iron and Old 
a (20 Fashion Iron, 12, 14 and 16 ounce Copper. Each Elbow 
_— and Shoe made of special material has name of material 
stamped on it clearly and plainly. No light gauge special 


Trade Mark material used. All goods galvanized after formation. 


Get away from specifying the cheap so- 










































and your called standard gauge, which says nothing, 
troubles and specify our 28 gauge Elbows and Shoes, 
will cease which cost but a trifle more. 


DIECKMANN ELBOWS and SHOES 
are made in sizes from 1” to 6”, and in any 
desired angle or design. All Shoes are made 
from one piece of material in all angles, with 
REINFORCED BANDS, and have no seams. 


This guarantees a smooth, perfect flow. 


Note reinforced 
band on our 
shoe 


Only the best materials are used in 
the construction of DIECKMANN 
ELEOWS and SHOES. The ends 
of the Elbows are securely fastened 
with DIECKMANN’S patented 
clinch, and are gauged to fit standard 

) diameters of conductor 
pipe. They require no 
clipping to make them 
fit, and no solder to 
hold’ them in place. 


Send: for our latest 
catalog and sample. 
You will at once 
notice the quality of 
DIECKMANN 
ELBOWS. 


The best is only good 
enough. 


Your jobber has them or 
can get them for you. 
Take no substitute. 


THE | 
FERDINAND DIECKMANN COMPANY 


P. O. Station B Cincinnati, Ohio 








Sl ee a, 
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For That Late Roofing Job That You 
Have To Hurry So 


METAL SHINGLES METAL SHINGLES 


So Easily and Quickly Handled and Applied. Permanent When Laid. 


Packed in Boxes containing sufficient quantity to cover one square. (Just take a box for each 
square you have to cover.) 


Made of right material, by the right process, by good workmen. 


Four Sizes 





Six Brands Four Finishes 


“DIXIE” “VIRGINIA” “WHEELING” “OHIO” 
“TENNESSEE” “FLORIDA” 


ADVANTAGES 


Fire Proof Inexpensive Sanitary Weather Proof Ornamental Permanent 





For All Roofs of One-Fourth or Greater Pitch, Gables, Mansards, Towers, Bay Windows, etc. 


7x10 — 10x14 — 14x20 and 20x28 in. sizes. WHEELING CORRUGATING COMPANY. 


Terne Plate, Galvanized. Terne, Painted. 


Galvanized Sheet. Copper. WHEELING W.Va. 
Side Lock has been perfected, and makes a secure BRANCH OFFICES AND STORES: 
and rigid fastening without the use of solder. NEW YORK CHICAGO PHILADELPHIA 
Covers all nail heads and guaranteed water-tight. ST. LOUIS KANSAS CITY CHATTANOOGA 
Provides fully for contraction and expansion, and Also Sales Offices: 
absolutely prevents rain and snow from being Dallas, Tex. Detroit, Mich. Minneapolis, Minn. 
blown under. Portsmouth, Ohio Richmond, Va. 








TANNER 4xnpD COMPANY 
EXCLUSIVELY WHOLESALE 
TIN PLATE,SHEET IRON & METALS 
TINNERS SUPPLIES GENERALLY 


INDIANAPOLIS, IND. 


PRICES RIGHT 








WE HAVE IN STOCK SSN OUR SPECIALTY: 
EVERY THING A TINNER [on Ss<= QQMMMBR <=""———| QUALITY, QUANTITY 
NEEDS FROM ARIVET AND ASSORTMENT 
TO ASQUARING SHEAR NONE BETTER ANYWHERE. 






WRITE FOR PRICES SEND US ORDERS 


INDIANAPOLIS THE CITY NEAREST CENTER OF POPULATION 


HAS EXCEPTIONALLY FINE DISTRIBUTING FACILITIES. ABOVE ILLUSTRATION 


REPRESENTS THE NUMBER: OF*RAILROADS ENTERING THE CITY ° 
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Make your Work more Artistic 


Don’t let your work be known for its durability alone.. Cater 
to the artistic taste of your customers by using Mullins Ornamental 
Sheet Metal designs. 

We offer a wide selection of designs in Ornamental Metal 
Cornice Stampings, Rosettes, Cartouches, Modillions, Enriched 
Moldings, Garlands, Wreaths, etc. 


Write for catalog 


Send for our catalog of stock designs, or submit Architects’ 
drawings for estimates on any special designs or models you may 
require. Write today. 


THE W. H. MULLINS CO. 


209 Franklin Street Salem, Ohio, U. S. A. 





Leaf No. 1294 | 


| Leaf No. 1543 








PLECKER’S CORRUGATED EXPANDING CONDUCTORS 


HAVE NO CROSS 


SEAMS Will not burst 
MADE OF GAL- : 
VANIZED IRON IN when full of ice 


10-FT. LENGTHS 


THE CLARK=-SMITH HARDWARE Co. = PEORIA, ILLINOIS 

















lack and Galvanized Sheets |< 


— 
cnn " . ee aon cee dcp aed COPPER BEARING Galvanized Sheets 
i t t ost ble Galvanized Sheets ufactured- ially adapted f roofing, 
Mi) ry pty of eapanet wunet ‘metal o- We qo manutaciase Biauk Benes of po pate ee ee Tr fas, ciding, and | 
} Products, Electrical Sheets, Copper Bearing Open Hearth Roofing Tin, Bright Tin Plates, tc, Send for booklet on service tests. 
| AMERICAN SHEET AND TIN PLATE COMPANY, General Offices: Frick Building, Pittsburgh, Pa. | 








b+ 5 





























HIGHEST GRADE SHEETS Our 


Columbia Polished Blue Sheets Art Metal Ceilings 
Massillon Polished Light Blue Sheets = 


d 
Ohio Polished Blue Sheets of 
Massillon Polished Dark Velvet Blue Sheets S 1 d e Wa II s 
re 


a 
Send for samples and prices. Prompt service assured. 


MASSILLON ROLLING MILL co. ||| Or2@mental and Durable 


MASSILLON, OHIO Easy to Apply 














Ceiling Catalog No. 33 on Application 
FRIEDLEY-VOSHARDT CO. 
Gerock Office, 128-17 S. Halsted St. 
Bros. Mfg. Co. | ery | 

Sheet Metal C. G. HUSSEY’& CO. 


Ornaments Rolling Mills and Office, PITTSBURGH, PA. 
and S tatuar y MANUFACTURERS 
. . Sheet Copper, Bottoms, Roll Copper, Tinned and Polished 
Detail Work a Specialty—Ask for Catalog Copper, ‘Nails; Spikes, Rivets, Conductor Pipe, 
1227 S. Vanderventer Ave., . ST. LOUIS, MO. Eaves Trough, Elbows, Shoes, Mitres, Ete. 


Branch Warehouses In New York, Chicago, St. Louls and San Francisco 



































burst 
of ice 


Ga. 
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A Permanent Sloping Tin 
4 Roof that Lasts for Years 
Without Repairs 


That’s what CORTRIGHT METAL SHINGLES 
are. They have proved it after being in use for 
more than 28 years. 


They are the ideal roofing with’ which to go after 
sloping roof business in your neighborhood. 


Easily laid—a good profit for you, a very reason- 
able price to your customer and satisfaction to 
both of you when the job is finished, 


Write us for particulars 


| Cortright Metal Roofing (Co. 
| Philadelphia and Chicago]. 










































Did You 


to realize that the illus- 
trations in an advertis- 
ment help more than 
anything else towards 
£4 making the ad a 
“puller?”” Why don’t 
you use cuts in your ads? 


Ever Stop 








Circular illustrating many 
attractive cuts sent {ree 
upon request. 


DANIEL STERN 


910 Michigan Boulevard 
CHICAGO ILLINOIS 
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PERFORATED METALS 


OF EVERY DESCRIPTION 
MANUFACTURERS OF 
Perforated Steel Plates and Sheets 
(Black and Galvanized) 
Perforated Sheet Copper, Brass, Bronze, 
Aluminum, Lead, Zinc, Monel Metal 
and Other Alloys. 


Screen Plates and Sheets, 
for Ores, Coal, Stone, Cement, and all kinds of ° 


Grain Cieaning and Sorting Apparatus 
for Centrifugal Linings, Filter Press Plates, Drying Floors, 
False Bottom Strainers, Extractor Baskets, Revolving 
Screens, Shaking Screens, Chute Screens. 


Grilles and Ornamental Screens, 
for Radiators, Ventilators, Air Vents, Heat Vents, in Private 
and Public Buildings, made to suit local requirements. 


Perforated Tin and Brass of Standard Sizes 
carried in stock. 


ANYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERFORATING (0 
CREE oa eee 


































A Sure Cure for 
Smoky Chimneys 


NEW ROTABLE 
STANDARD VEN- 
TILATORS never 
fail to accomplish 
their purpose. 
Their cost is low|s 
compared with {jj 
the remarkable 
work they do. 


Write for Particulars and Prices a 


STANDARD VENTILATOR COMPANY 


LEWISBURG, PENNSYLVANIA 











Wherever you go look at the skyline and you'll find most 
ventilators are of this particular shape and construction 
because most architects and builders know the superior 
advantages of 


“¢L0QBE” VENTILATORS 


They are found on every possible kind of building where 
correct principles of ventilation and the highest standard of efficiency 














are required. 
ti Look for them—YOU cannot mistake the shap: 


Globe Ventilator Co., Dep’t H, Troy, N. Y. 
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Don’t get 
the idea 
that the 


Chicago 
Steel 


Brakes 


are high in 
price just 
because 
they are 
the highest 
class brakes made. Oh, no. They are sold at a very reasonable cost. 
You will be surprised how low. 8-foot for 16-gauge and lighter. 


MADE IN ALL SIZES 


DREIS & KRUMP MFG. CO., 2915's. Halsted Street, CHICAGO 














DOUBLE BLAST GASOLINE FIRE POTS 


Waste no heat, as both hot flames are 
forced to the center of the burner. 
They always burn with a blue flame 
and will heat soldering coppers as fast 
as you can cool them, are noiseless, 
odorless, smokeless and economical 
in the use of fuel. A strictly high- 
grade Fire Pot at a very moderate 
price. Sold by leading jobbers. Will 
ship direct, if your jobber does not 
handle them. 


Write for circulars 
and further details. 


No. 25 DOUBLE BLAST DOUBLE BLAST MFG. CO. 


Tinners’ Fire Pot 
$7.25 NORTH CHICAGO, ILLINOIS 








Skylight Gearing and 
mee Chain Lifts 


Tinsmiths’ and 
Plumbers’ Tools. 
Cornice Makers’ 
Tools. Copper- 
smiths’ Tools. Pipe 
Threading Ma- 
chines. 





Sevendé-Hand , Tin- 
Bought and ‘Sela. 


Hand Punch for No. 10 Iron. 


H. WEISS & CO., * “NewYork 











TOOLS FOR SHEET METALS 


Combined Punch INCLUDING 
and Shears. 


Tinners’ and Roofers’ Tools, 
Shears, Punches, Presses 
and Dies, Can-Making 
Machinery. 


MADE BY 





TOOL WORKS 
BUFFALO, N. Y. 








WORTH CONSIDERING 


The No. 1 C. & L. Fire Pot is characterized by 
fine material, better construction and more 
practical points of general utility, than are 
found in other makes. It’s use is dictated 
by the principles of economy, because it con- 
sumes about one-half the gasoline others re- 
quire and lacks nothing in heat efficiency. 
The No. | is always ready for business and ex- 
pedites your work through its convenience 
and adaptability in handling and operation. 
All leading jobbers will supply at factory price. 


Send for Catalog— it’s free 


CLAYTON & LAMBERT MFG. CO. 


The No. 1 Fire Pot 
DETROIT, MICH., U. S. A. 






























_ SEARIGHT COMPOUND LEVER SNIPS it z0%r, isle 


Cut 16 gauge metal at the point with one them remit to 
hand, The cutting power of US and we will 
». = these snips is three times that Ship prepaid. 
= of thecommon straight snips. 
They are drop forged from cru- No 7 Stamped 
cible tool steel, 81.00 


Write for Circular. No.8, Drop 


Forged 61.50 
sTerane No. 1. Drop 
SIZES: Forged €2.25 

7.8, 10,12 and 14 
inches long, 


No. 12. Drop 
Forged 83,00 


BARTLETT MANUFACTURING CO. aes 


THE TINNER’S FRIEND 
Baie MEAL” Soldering Furnace 


and Durable 


Heavy Brass Tank 
with Brass Pressure 
Pump. Will Heat any 
size Soldering Iron. 
Suitable for bench or 
outside work. Special 
price made to tinners. 


RINGEN STOVE CO., sanctscurers “st. touts, mo: 








55 E. LAFAYETTE AVE. Detroit, Micu. 


Forged 83.50 








31-INCH FORMING ROLL 


This Forming Roll is built 
in all standard sizes, with our 
Patented Opening Device, by 
means of which it is opened 
and closed in a few seconds. 






We build a complete line of Shears and ‘ 
Puaches, a!l sizes, for hand or belt power. 
Write for Catalog ‘“‘F”’ 


BERTSCH & CO., Cambridge City, Ind. 


























Made from two pieces of Galvanized Steel. It will pay you to send 
for sample and prices. 


Abbott Mig. Co., 2900 Central Ave., Cleveland, Ohio 











That paper is the 
cheapest which 
brings the best re- 
sults in proportion 
to its rate, no mat- 
ter what that-rate 
may be. 
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DON’T FORGET! 


ENTER YOUR WINDOW DISPLAY IN 
AMERICAN ARTISAN AND HARDWARE RECORD 


Window Display Competition 


Window display advertising is the best result producer the retailer can 
employ. It puts his wares directly in front of the public. 


Our expert will discuss the window displays submitted and offer good 
constructive criticisms. Remember you have a chance to win part of the 


100.00 in Cash Prizes 


For the winning window displays of General Hardware, Machinists’ Sup- 
plies, Builders’ Hardware, Automobile Supplies, Sporting Goods, Fishing 
Tackle, House Furnishings, Cutlery, Dairy Supplies, Stoves, Ranges, 
Warm Air Heaters, Sheet Metal or kindred lines. 


DISTRIBUTION OF PRIZES 


FIRST PRIZE— $50.00 in cash for the best photograph and description 


received of a window display of hardware or kindred lines. 


SECOND PRIZE— $25.00 in cash for the photograph and description judged 


second in excellence. 


THIRD PRIZE— $15.00 in cash for the photograph and description judged 


third in excellence. 


FOURTH PRIZE— $10.00 in cash for the photograph and description judged 


fourth in excellence. 


CONDITIONS OF COMPETITION 


The photograph, together with descriptions of how the window displays were arranged and the 
materials used, may be sent by mail or express, charges prepaid, and must reach this office not 
later than December 15th, 1915. 

Each photograph and description must be signed by a fictitious name or device and the same name 
or device must be put upon a sealed envelope containing the real name and address of the contestant. 
This sealed envelope is to be enclosed with the photograph. Contestants may enter as many window 
displays as they desire. 

AMERICAN ARTISAN. AND HARDWARE RECORD reserves the right to publish all photo- 
graphs and descriptions submitted in this competition. 


AWARD OF PRIZES 


A competition committee of three will be appointed, one of whom will be an expert window 
dresser and one an experienced hardware man. This committee will pass upon the merits of all 
photographs and descriptions received, without knowing the names or addresses of the senders, and 
will decide the winners of the contest. 

Address photographs to AMERICAN ARTISAN AND HARDWARE RECORD PRIZE 
COMPETITION, 910 South Michigan Boulevard, Chicago, Lllinois. 
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DISSTON, Philadelphia—TWELVE HIGHEST AWARDS 
Strikingly significant, on this, our SEVENTY-FIFTH ANNIVERSARY, is the sweeping verdict 
of the continued supremacy of Quality, Workmanship and Efficiency of .DISSTON GOODS 
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ANNOUNCEMENT 
EXTRAORDINARY 


Now Ready! Something entirely new! Looks good—‘makes good”—sells on 
sight! Every woman wants one! No competition! Only Multi-Motor Washer on 
i the market! Makes all other washing machines of the same relative value as the 
pans 5 tallow-dip, the stage coach and the flint-lock musket are to the electric light, the 
my limited express and repeating rifle. 











In short, Mr. Dealer, what has hitherto been considered impossible in washing 
machine manufacture has been achieved in the MAYTAG MULTI-MOTOR WASHER. 4 


The secret is in the light, powerful, compact little motor that is mounted right ¢ 
on the washer—burns gasoline, kerosene, gas or alcohol. Used wherever 
electric power is not available—and in many homes where electricity is also 
used. Guaranteed for THREE YEARS CONTINUOUS SERVICE. 


THE MAYTAG MULTI-MOTOR \|WASHER is breaking all sales 
records for us, so, it must be selling fast for our dealers. 


The price fits the moderate purse, but puts a generous profit in ¢ 
your pocket. Get some of this good business. Be the ’ 4 






















FIRST one to supply the demand in your town. , 4 

Write for descriptive literature, prices, and our special y 
proposition to. dealers. Don’t put it off—write right now os 
before you forget—before your competitor “‘beats you to Sots 
it.” Use the Coupon. eo .. 3 ; 

: ¢ os ESES fC 
THE MAYTAG CO. 4°25" ~ 
© o ~~ S. 
* ’ A PG = se3* ‘ ‘ 


NEWTON, IOWA ez 
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58% to 80% Profit to Dealers 
THE ELITE VACUUM CLEANER 


RETAILS AT $25.00 
SELLS EASILY BY DEMONSTRATION 


SPECIFICATIONS 


BODY — Full polished cast aluminum. MOTOR — One-sixth 
horsepower. FAN — Five-inch, one-piece casting. FLOOR 
NOZZLE—12-inch sweep, three-inch opening. OILING—Reser- 
voir cups, automatic. HANDLE—Spring brackets, pistol grip. 
SWITCH—In pistol grip handle. BAG—Extra large, 30 x 12 
inches. VACUUM—44 inches water test. WEIGHT—About 
nine pounds. BRUSH—Revolving. 












When ordering, be sure to specify whether for direct or alter- 
nating current and give voltage. If for alternating current, state 
also the number of cycles. 


SPECIAL NET PRICE 
TO DEALERS .. . . $16.25 


DEALERS GET BUSY—Why do you let agents make 
all the profit? They make big money and you can do the 
same. The ELITE VACUUM CLEANER is the best 
cleaner on the market for the money. Every family can 
afford a vacuum cleaner at our low prices. HOW 
MANY WILL YOU SELL? 





Here’s Another 


80% Fast Seller 


TWO IN ONE. The carpet sweeper 
gathers scraps, threads and all litter 
too large to enter the suction mouth- 
piece from the carpet, and the Vacuum 
sucks the dust, leaving the carpet 
thoroughly fresh and clean. 


THE ELITE 3—Bellows—3 


Combination Hand Power 
RETAILS FOR $6.75 


eT DEALERS 3.99 





Write for Catalog. . 


ELITE VACUUM CLEANER MFG. CO. 


707 KESNER BLDG., CHICAGO, ILL. 
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(TRADE MARK) 


LOOK FOR THE NAME > Y 





Satisfied 
Customers 


Success in selling doesn’t simply 
mean goods sold. It means sat- 
isfied customers. 


You will invariably find that 


NICHOLSON FILES 


Bring Buyers Back for More 


File users ask for Nicholson 
brand because it always gives 
honest value. 


Handle this steady, perpetual 
seller and you will find it drops 
profits into your money drawer 
each day. 


SOLD BY LEADING JOBBERS 
“FILE FILOSOPHY”—a 50 years’ 


education on files in an hour—will 
help your sales. FREE on request. 


NICHOLSON FILE COMPANY, PROVIDENCE, R. I. 
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IRON 


BOLTS. NUTS RIVETS, WASHERS 
PICKS, MATTOCKS AND GRUB HOES 
CROWBARS, WEDGES, FORGINGS 
Telephone and Telegraph Pole Line Hardware 


Wagon Hardware 


Sy 


AND STEEL 


ESTABLISHED 1863 
PITTSBURGH, PA., U.S. A. 


4) 


CO. 
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Stanley Tools 





To Increase Your Small VISE 
Business, Put In a Line of 


“JERSEY” 
VISES 


They are strong, serviceable tools and 
have long been popular with both me- 
chanics and amateurs. The SCREW 
(body, head and collar) is in one piece 
turned from cold rolled steel and has a 
square lathe-cut thread. The steel Jaws 
are hardened and all Jaws are ground to 
insure that they meet squarely when 
tightened. Both back and front Jaws 
are filed to fit. Made with either clamp 
or Swivel Bases, with iron or steel Jaws, 
and in six sizes. 


Displayed on the Stand which accom- 
panies each ASSORTMENT, they can- 
not help but attract trade. 


Four ASSORTMENTS are offered 


as follows: 
LIST 


No. 12 Consisting of 12 Vises and Stand, $14.20 
No. 18 Consisting of 18 Vises and Stand, 22.45 
No. 24 Consisting of 24 Vises and Stand, 32.15 
No. 36 Consisting of 36 Vises and Stand, 46.45 


We have special literature containing complete 
descriptions of all styles. Let us send you 
a supply, also attractive display card. 





STANLEY Rute & Lever Co. 
New Britain, Conn. U.S.A. 














| AGATE 
NICKEL-STEEL 
WARE 


THE STANDARD 
For Forty Years 





The superiority of AGATE NICKEL- 
STEEL WARE over all other makes of 
culinary utensils consists largely in the 
fact that the enamel is so hard that 
the fusing point is not reached until 
the nickel-steel of which the articles 
are made is about ready to melt, there- 
by combining with the pure vitreous 
composition and forming a clinch and 
perfect union. No heat or acid can 
destroy that joint. 


AGATE NICKEL-STEEL WARE is 
double coated with a hard vitreous 
covering, presenting a smooth, highly 
polished and beautifully mottled gray 
surface. 


MR. DEALER :— Do you realize the 
prestige of handling wares that are the 
best? Every customer that buys 
AGATE WARE from you is satisfied 
—he will come again. He knows you 
give Value. 


Send for catalogues and 
prices at once. 


Lalance & Grosjean 
Mfg. Co. 


1900 So. Clark St., CHICAGO, ILL. 
NEW YORK BOSTON 
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CHAS. WEILAND, »<. 


Established 1882 
Salesrooms, Offices and Warehouses: 


147-149 Chambers Street NEW YORK, U.S. A. 129-131 Reade Street 


Address All Mail to Main Office, 149 Chambers Street 
Factories: 378-380 W. Broadway and 375-377 W. Broadway, New York City 


WHOLESALE EXCLUSIVELY 
Manufacturers, Importers and Factory Representatives 


NOTICE 


Special Net Prices on 
Standard Brands of 
Seasonable Lines of 
Hardware, Cutlery and 
Mechanics’ Tools. We 
Carry at All Times a- 
Full Line of Hotchkiss 
Barber and Horse Clip= 








Send for our two net 
price Catalogues—one for 
Automobile Accessories 
only and one for Me- 
chanics’ Tools, Cutlery 
and House Furnishing 
Goods. 
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~ F pers. All Sizes of 
New Special 1915 Cata- i 6 ical ae Pa | Crescent Rivetless Face 
logues will be sent on ee Trees ay = - Plastering Trowels Al- 
application. govice we rae. Wee =, ways on Hand. 





Hardware, Cutlery and Automobile Accessories 


LOWEST PRICES IN AMERICA—WE HAVE NO CONNECTION WITH ANY OTHER CATALOGUE HOUSE 
No puzzling List or Discount —all goods quoted throughout our Catalogue at Net Prices 





























yes a better cutting steel is discovered than crucible tool 


steel, oil-hardened and water-tempered, we will use it. 














66 = 99 
Pennsylvania 
All “PENNSYLVANIA” Quality Lawn Mowers 
brands must carry this trade mark. 
‘ ENNSYLVANIA” “The Pennsylvania People” 
CRNGREAT AMERICAN,” ’ Ball ey 
ENNSYLVANIA JUNIOR,’ Ball Bearing e 
TONER, DEPARTURE, , Supplee-Biddle Hardware Co. 


HORSE OTHERS PHILADELPHIA, PENNSYLVANIA 
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BUHL LANTERNS 


Are 
Money Makers 


Write 
for 
Catalog 


BUHL STAMPING CO. 


206 Larned Street, Detroit, Michigan 

















“YANKEE” VISE No. 1993 


WITH SWIVEL BASE 


A Great Little Vise 
for A Big Lot of Work 





An entirely new feature in vises, quickly appreciated 
by Tool Makers, Machinists, Electricians, Ama- 
teurs, and all users of high-grade labor saving tools. 


Quickly detached from swivel base by the turn of a 
set screw; and being accurately machined all over 
can be used in any position as a jig for special 
work on drill press, shaper, etc. 

Holds work rigid at any angle with use of the spe- 
cial grooved block. 


The swivel base is easily and firmly locked and re- 
leased in any position by a short movement of 
lever at the side. 


Your dealer will supply you. 
Send for descriptive circular. 


NORTH BROS. MFG. CO. 


PHILADELPHIA, PENNSYLVANIA 














NEW FEATURE. An absolutely gas-tight metal 
cap on tank—no packing of any kind used —the 
only one of its kind. 


Study These Ideal Sad Iron Conditions 


WHY? 


Ist. IT IS NOT A NEEDLE-POINT IRON. 

2nd. It produces better combustion than any other 
iron made. 

3rd. It is the simplest iron made. 

4th. It is the most attractive iron made. 

5th. It will last six to ten times longer than any 
needle-point iron on earth. 

6th. We sell it through dealers only. 

7th. We guarantee it to give satisfaction. 

8th. But four years old yet 100,000 more than sat- 
isfied users. 

9th. It is the iron that will stand your test. 

10th. Absolutely safe and reliable. A child can 


operate it. ; 
llth. The iron is always clean. Can be used any- 


where. 
12th. Write us for pgices or ask your jobber. 


THE IDEAL SAD IRON MFG. CO. 
Cevelond Colond 


HORSE-SHOE BRAND 
CLOTHES WRINGERS 


WARRANTED as to quality. 
WARRANTED to give satisfaction. 
WARRANTED as to price. 
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Plain Bearings Steel Ball Bearings Size of Rolls 
No. 340E No. 360E 10x12 inches 
No. 341E No. 361E 11x12 inches 


WE MAKE THE LARGEST VARIETY OF 
CLOTHES WRINGERS IN THE WORLD 


Send for our new Price List 


THE 
AMERICAN WRINGER CO. 


New York City, U. S. A. 
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“Corbin” Sales 
Are Safe Sales 


Safe because satisfactory. 
1 customer. 

Your customers know that as well as you do. 
been purchasing 





Screw Products 


known story to them. 

In practically every walk of life there is a place for 
one or more of the many Corbin Products. Therefore 
dealers find them/particularly profitable to handle, 
They do not limit themselves to a single class of con- 
sumer, but meet the demands of all. 


_ Once a Corbin dealer always a Corbin dealer. 
Are you one? 


If not, get in touch today. A new and 
steady source of profit is open to you. 


We will be glad to make quotations on your current 
wants or yearly requirements for Stove Bolts, Stove Rods, 
Hinge Pins, Jack, Safety and Furnace Chains, etc., etc. 


AUTOMATIC SCREW MACHINE 
WORK A SPECIALTY 


THE CORBIN SCREW CORPORATION 
THE AMERICAN HARQWARE CORPORATION, Successor 
NEW BRITAIN, CONN. 
BRANCHES: Yew York Chicago Philadelphia 
Makers of Corbin-Brown Speedometers and Corbin Brakes 














You take no risk of disappointing 


They have 


for years and their dependability is an old, well 





TWO GOOD SELLERS 
SCHROETER’S No. 720 


“HOME” NUT CRACKER 


With the WORM DRIVE 
“A LITTLE GIANT FOR STRENGTH” 


Cracks nuts without crushing the kernel. 
Requires no preliminary adjustment. 
Cracks small or large nuts. Durable and 
compact. Movement of jaws is obtained 
by downward pressure of lever operating 
the worm. PECANS can be cracked so 
that the kernel can be extracted whole or 
in halves. Jaws are cupped to hold 
nut in position. A child can operate the peepee 
“HOME” Nat Cracker with ease. Is = — 
made of the best Malleable Iron, finished y eve 
smooth in Satin White Nickel. Height* 
over all, not including lever, 6 inches. 
Total weight of Nut Cracker, including 
cardboard box, 114 Ibs. 


SCHROETER’S No. 100 


POTATO GRATER 


WILL’ GRATE PERFECTLY, EASILY 
AND SATISFACTORILY 


Horseradish, Cocoanuts, Potatoes, Cheese, 
Bread, Crackers, Turnips, and Vegetables 
of all kinds. This Grater is being sold to 
Hotels, Meat Markets, Lunch Stands, Res- 
taurants, Bakeries, Confectioneries, and 
Private Families. _— 
It sells ata REASONABLE PRICE, with- > 
in reach of all. 


We manufacture 7 other sizes. 





Retails at 
XX 60c each. 














If interested, write for prices and catalogue, 
MANUFACTURERS AND PATENTEES 


SCHROETER BROS. HDWE. CO. 


MFG. DEPT. 
717 and 719 Washington Ave., ST.LOUIS, MO., U.S.A. 








We Help You Sell 
THE AUTO WHEEL COASTER 








Our advertising campaign in all of the lead- 
ing boys’ magazines creates a large demand 
for AUTO WHEEL COASTERS. It is up 
to the Retail Dealer to fill thisdemand. The 
liberal profits obtained from AUTO WHEEL 
COASTERS make them worth while handling. 
Send for literature about the AUTO WHEEL COASTER 
and our catalog of Summer Trade Stimulators at once. 


We will also send MOVIE ADVERTISING SLIDES 
free upon application. 


BUFFALO SLED COMPANY 


North Tonawanda, N. Y. Preston, Ont. 




















New York Office, 155 Chambers St. 


SPECIAL TOOL ASSORTMENT 
FOR CHRISTMAS TRADE 


Contains— 


1 only, 16 oz. 
Nail Ham- 
mer, Nickel- 
Plated, Ma- 
hoganized 
Handle. 


1—8-inch 
Nickel- 
Plated Plier. 


1—3-inch 
All-Steel 
Wood Chisel. 


1—5-inch 
Screw 
Driver. 





The tools are packed in a canvas roll, which is 
placed in a neat holly papered cardboard box. 


Any unsold assortments can be put into regular 
stock after Christmas. 


Ask your jobber for price. Place your order now. 


VAUGHAN & BUSHNELL MFG. CO. 


MAKERS OF FINE TOOLS 
Chicago, Illinois 


2130 Carroll Avenue, 
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The Secret of Garage Satisfaction 
is the Door Arrangement 











Here are shown three sliding door arrangements for garages, one of which 





i: | will suit any desire or any necessity. 
R-W 
~n GARAGE EQUIPMENT 
No. 435 R-W Siding, No. 435 R-W Sliding-Folding Door Outfit can be used on the small private garage as well 








Foldi Door Outfit. 3 
ee St ae as the large public garage. 


No. 235 R-W Right Angle Door arrangement is.a No. 




















very popular outfit. It fits most cases. 235 

R-W 

Right 

Write for 7: andhi 
Garage Door Equipment Catalog. y ch ards Wilco Garage 

Locking Garage Door Booklet. Door 
Detail Blue Prints. ==) MANUFACTURING Co. f Cum 
[€) AURORATLLUSA. —— 














pti ONE Pat. July 1, 1913 


SATISFA CTION AND PROFIT — You’ll find a big measure of both in 


PARKER eXPANSI[IN 8aLTS 


*“CAN’T TURN IN THE HOLE’’ 
Order from your jobber. If he doesn’t carry them, he can get them for you. 


PARKER SUPPLY COMPANY, Wr¥sux'sile'set vor 


/UFAIN 


MEASURING TAPES 
SPRING JOINT RULES 


7 




















ADVERTISING PULLS.—“If there 
is one thing on earth that a quitter 
should leave severely alone, it is adver- 
tising,” says John Wanamaker. “To 
make a success of advertising one 
must be prepared to stick to it like a 
barnacle on a boat’s bottom. Adver- 
tising doesn’t jerk; it pulls. It begins 
very gently at first, but the pull is 
steady. It is Itkened to a team 
pulling a heavy load. A thousand 
spasmodic, jerky pulls will not budge 
that load, while one-half the power 
in steady effort will start it and keep 
§ it moving.” 













BOXWOOD 
RULES 


Afford dealers who handle them 


SATISFACTION 
in every sense of the word. 


READY SALES—PLEASED CUSTOMERS—AND A GOOD MARGIN ALWAYS 


The goods and the service are right. Our line is complete, 
Years of dependable ser- 
vice have popularized the 
name and established the 
market. 
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Stocked by all jobbers. 
Send for Catalog 


nD: ) THE furan Puce Co. 


NEW YORK SAGINAW, MICH. winpsor, ont. 
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YOUR STOCK 


is not compiete unless it contains the 


NEW STANDARD 
ANGLE BASE 


FRUIT and LARD PRESS 
and SAUSAGE STUFFER 


The most convenient press for 
household use on the market 
today. It combines ALL the 
desirable features. In- 
convenience due to un- 
steady presses are en- 
tirely eliminated. The 
ANGLE BASE with 
two positive 
table clamps 
cannot slip or 
twist. The 
PERFORATED 
CUP makes it 
EASY TO RE- 
FILL, there be- 
ing no danger of the contents dropping out or scatter- 
ing over the press, All parts are easy to get at, 
double tinned, and guaranteed rust proof. 


Write for further information and catalog. 
NEW STANDARD HARDWARE WORKS 


Mount Joy, Pennsylvania 






















FOR THE 


FURNACE MAN 
HARDWARE DEALER 


Aluminum, Brass, Bronze, 
Steel—in coils or cut and 
boxed with rings and 
pulleys. 


Send for Samples. 
THE BRIDGEPORT CHAIN CO. 











Adjustable “S$” Nut Wreneh 


Made of Best Materials 





aon, Useful in corners and confined places. 


Sliding Jaw provided with full bearing on 
the frame when open to its widest capacity. 

A standard wrench of its kind made by a firm with 
a reputation. 

A big and easy seller for the Dealer because quality is higher 
than price. 

Write for our catalog and prices 


BEMIS & CALL 


Hardware & Tool Co. 
Springfield, Massachusetts 








The SEGAL 
BURGLAR PROOF LOCK 


is absolutely jimmy-= 
> proof. Bolt is hori- 
ee zontal, patterned after 
Ya hinge. The more 
force exerted against a 
SEGAL BURGLAR 
PROOF LOCK, the 
tighter becomes its hold. 

We havea good propo- 
sition to. offer reliable 
dealers. Let us send you 
full particulars. 


BURGLAR PROOF LOCK & HDW. CORP. 

















13 Park Row New York, N. Y. 

















BUILDERS’ 
HARDWARE 


LIGHT GRAY 
IRON CASTINGS 


DAMPERS AND 
DAMPER CLIPS 


OIL AND 
GAS STOVES 


FURNACE LAMPS 
MOLASSES GATES 





WRITE FOR OUR COMPLETE CATALOG 


THE TAYLOR & BOGGIS 
FOUNDRY CO. 


Chicago Sales Office: e 
62 E. LAKE STREET Cleveland 




















ae Sean ace woe 


area 


114 AMERICAN ARTISAN AND HARDWARE RECORD 















































































































































































































































$Otene 
ahead 













































































Aattet 
Phe. 


























































































good tools. 












































































































































Nine Hours A Day 


And guaranteed to stand up under this strain 
every day in the week! That’s a fair sample of 
RESES | what PEXTO means to the trade who really want ##% 


Pexto Squaring Shears, as illustrated, are made from 
new patterns, with many improved features, which make 
them worth your investigation. They have a capacity of 
No. 18 gauge iron and!lighter, and embody PEXTO sturdi- HE 
ness and long life throughout. 
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Whatever your needs, you'll find the 
answer in our Catalog 13-A, which describes 
and illustrates the largest and most complete 
line of tinsmiths’ and sheet metal workers’ 
tools and machines ever offered by one 
maker. Ask for it and a copy of ‘“Pexto Ree 
Shop Hints,’’ which is a handsome card of 
valuable reference tables to hang up in your 
shop. SHBG 
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The Peck, Stow & Wilcox Co. #3388 


MFRS. of Mechanics’ Hand Tools, Tinsmiths’ 
&* Sheet Metal Workers’ Tools & Machines, VReaye 
Builders’ & General Hardware. gan 


































SOUTHINGTON, CONN. CLEVELAND, OHIO 


Address correnponGonce to 202 W. Center Street, baa 
outhington, Conn. 











































































































































































































































































































































































































Beware of Imitations 


. ® We are the sole manufac- 
turers of 


Genuine 


S HUNTER’S 
comre, SLF TERS 


Showing Construction 


Do not be deceived by sifters which are advertised as 
“same in construction as Hunter’s’” or “equal to 
Hunter’s”. There is only one genuine HUNTER’S Sifter. 


Why delay? Your jobber has them. 


THE FRED J. MEYERS MFG. CO. 


Beckett Street Hamilton, Ohio 






















SOLIDHED 
MARKING TACKS 


For writing on with pen 


SO LIDH ED ' or pencil. 
THUMBTACKS (80°) 


Steel, Brass, 





German Silver and SOLIDHED 
Colored Celluloid PRICE TACKS 
TACKS Printed Prices 


SOLIDHED TACK CO., * newyork” 





, Remedy your pa ein Baca 


CLEANS ALL CONTACT POINTS, — SPARK PLUGS — COILS —MAGHETOS 
wear — ad “ak ~ saan” font ge oe ee 


IN 


Philadelphia 


























DELTA FILE WORKS, 








“PEERLESS” ASH and GARBAGE _ 
and PAILS 


Write for our new 
1915 Catalog 
Tilustrati our 
complete of 


Torrid Gasoline 
Torches 


Peerless Ash and 
Garbage Cans |Z 


ProtectionSafety 
Gasolineand Oily 
Waste Cans 
Automatic 
Chemical Fire 
Extinguishers 


Plumbers, Tin- 





GEORGE W. DIENER (MEFS. co. 


401-417 Monticello Avenue ILLINOIS 
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Valves and || ROCK ISLAND AUTOVISES 
Plungers This fs called our 


we SWIVEL AUTOVISE, 

34" jaws, weighing 80 
Only the very best leather and 
rubber are used in these 



























Ibs., and is adapted for 
automobile and heavy 
repair work. We also 
make a stationary auto- 
vise known as No. 231 
with 3” jaws, weighing 
32 Ibs., and is suitable j 
for the individual auto 
mobile owner. These 
vises are a combination 
of vise jaws, pipe jaws 
p and anvil. 


and evenly fitted making 
them the best of their kind. i coats Wie esi 
and most complete line 


BERGER BROS. Co. 241—SWIVEL AUTOVISE of ‘vises, 


Send for our New Catalog. 


= PHILADELPHIA, PA ROCK ISLAND MFG co. 


Office: 229-231 Arch Street ROCK ISLAND, ILLINOIS 
Store: 237 Azch Street 


Warerooms & Facterv 100-114 Bread St. 









































American Steel & Wire Co.’s 
| AMERICAN 
BARBED WIRE 


Awarded the Grand Prize at the Panama-Pacific Exposition 
In the Following Standard Brands: 


American Glidden Waukegan 2-point 
Ellwood Glidden Lyman 4-point 
LZ | Baker Perfect Waukegan 4-point 
KS | American Special 2-point 
SKYLIGHTS Illustrated Catalogue furnished upon request 


SHINGLE WINDOWS American Steel & Wire Co. 


Write for Prices and Catalog ves Chiceco NewYork Cleveland Pittsburgh Worcester Denver 


MOESCHL EDWARDS CORRUIGATING C0. Export Representatives: U. S. Steel Products Co., New York 


Pacific Coast Representatives: U. S. Steel Products Co. 


COVINGTON, KY. | San Francisco Los Angeles Portland Seattle (4) 





SPANISH TILE VENTILATOR 
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Steel Sheets ee 


You really save a lot of Sheet Bar Mills, the Sheet 
: | worry and some money by Mié//s—in short the self-con- 
putting all your Sheet Steel tained plant, organization 


: and equipment which en- 
hia | problems up to the Inland. able us to guarantee a wm- 


| Notbecauseweknowmore /ormly high average quality 
than other Steel makers, but 19 all Inland products. 
because we have the /ron And our attitude toward 
Ore, the Blast Furnaces, the our customers is that of 
Open Hearth Furnaces, the earnestly desiring toSERVE. 


It Does Pay to Tie to The INLAND 


~ INLAND STEELCOMPANY™ 


First National Bank Bid¢., Chicago 
Works Indiana Harbor, Ind. and Chicago Heights, Ill. 
Branch Offices- SLLOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS 
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BULLARD & GORMLEY 
SERVICE 


is unvarying. Tomorrow ora 
month from tomorrow it will be the 
same as it is today. All goods are 
shipped the day we receive your 
order. Our modern equipment 
and efficient organization enable 
us to give this service for which we 
have a country-wide reputation. 





REGARDING QUALITY | 





Of course this service would 
be of no avail if it were not 
backed by First Quality Hard- 
ware. We sell only First 
Quality, Dependable Hard- 
| ware. You will find our prices 
_ the lowest consistent with the 
_ quality. Give us a trial order 
and you be the judge. Write 
for our catalog today. 
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BULLARD & GORMLEY COMPANY 
WHOLESALE HARDWARE 


Sporting Goods, Fishing Tackle, 
General and Builders’ Hardware, ., 
Mechanics’ Tools and Cutlery 


173-175 North State Street 8-10 Couch Place 7-9 East Lake Street 
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